





MR. RETAILER: 


JUL 211943 
LIBRARY 


KNOWN OVER 163 YEARS 


TOOLS 


AND NOW CREDITED EVERYWHERE 


IDEAS 


THAT HELP YOU PROFITABLY 


ASK OUR WHOLESALE DISTRIBUTORS 
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Ready for action from the start! That’s every 
Wooster Foss-Set nylon. And work? — they'll be going 
strong, long after other brushes are “dead tired.” They 
hold! They spread! They have positive flow-control that 
astounds and delights. And they cost less, too. With 
Wooster Foss-Set *nylons, brush life is more than 
doubled. Brush costs are cut more than half. Remember, 


Wooster *nylons are the buy! 


Wooster nylons Can Be 

Used Longer and They 

Get Better the Longer 
They Are Used 
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Sell complete protection—front and back door—ina single 
package. 

Door Set XH2 is one of several packaged combinations 
in YALE front and back door locks. It consists of a high- 

. hee. grade tubular latch set and tubular deadlock with cylinder 

sees | Shiephy: collar to match, for the front door... and the same tubular 
egocer™ deadlock (keyed-alike) for the back door. The back door 
2 ‘ lock is finished in chrome on the inside to match modern 
kitchen fixtures. 

Another combination is XH1—a front door set which is 
the same as above without the back door lock. 
— Ask your jobber about these and other YALE combina- 
ting Wall tion sets of front and back door hardware. 
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You Think We're Kidding? 


ing line down to 15% and 
20% lower than competing 
brands, at no sacrifice of 
Lenk quality! 


Perhaps we are — but not a// the 
way. With Lenk you get monthly 
national advertising, exclusive selling 
features and lower prices. What else 
do you need to “break down the 
door”? 


7,176,943 readers of POPU- 
LAR MECHANICS and 
POPULAR SCIENCE — all 
interested hobbyists and 
mechanics — are reading 
again and again about the 
‘sells - on - sight’? Lenk 
Gun-Grip soldering iron, 
the unmatched selling fea- 
tures of Lenk’s Super De 


FO ND | 
TOT | 
i ” é ) 
LENA Manufacturing Co., 30-38 Cummington Street, Boston 15, Mass. 
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Luxe iron, and the entire 
30-year-old dependable 
Lenk line. 


And furthermore — 


Lenk’s recent price reduc- 
tion — long planned and 
worked for — now brings 
many items in this fast sell- 











Perhaps even that kind of am- 
munition won’t break 
door .. . but it will break down sales 
resistance, make sales easier, speed 
turnover, increase profits. 


down your 


Sound good? That’s fine! Then 
pick up that phone right now. Call 
your jobber and order yourself 
some extra profits in the form of the 
nationally advertised, faster selling, 
lower-priced Lenk line! 





Write for catalog and name of nearest jobber 
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Dealers report 


Big Increase in Profits 


since installing 
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creases in profits within a year 


tremendous in- 


after purchase of Goodyear’s 
SerVomatic V-belt merchandiser. 


Here’s why: the SerVomatic 
speeds up sales of fractional horse- 


power V-belts simply by being in 


your store. It’s a quick reminder 


to your customers, because it 
keeps V-belts right out in plain 


sight—out of your way but in- 


GOODSYEA 


THE GREATEST NAME IN RUBBER 


JULY 1, 1948 





stantly visible to make its own 
sales. Many customers even serve 


themselves! 


SerVomatic holds a complete as- 
sortment of the most popular 
sizes of Goodyear fractional H.P. 
belts — plus a belt guide and 
SELECTORULE 
fit the right belt to any appliance. 
The belts it sells are twins of the 


to help anyorie 


famed Goodyear auto fan belts— 


original equipment on a large 





Goodyear’s V-Belt Merchandiser 


ales Increased 
asy, Quick Profits! 
eminds your Customers to Buy 


-Belts for Home, Farm, Small 
Machines — 


ver 90% of all their Needs 
akes Inventory-taking Easy! 
A ll-aluminum Beauty 

akes little Room— 

i nstall it anywhere 

C ash in on a Ready Market 


share of America’s new cars— 
with the same long-life, low- 


stretch construction and backed 
by the reputation and unrivaled 
consumer acceptance of “the 
greatest name in rubber.” 


For full details on this sales- 


making merchandiser, see your 


nearest Goodyear Industrial 
Rubber Products Distributor, or 
Goodyear, V-Belt 


Akron 16, Ohio. 


write Sales 


Dept.. 


rule TM The Go« ear Tire & Rub 


her Company 

















MAXIMUM STRENGTH 
And Uniform Quality Mean 
Satisfied Customers with 


SHEFFIELD 
OIL 
COLORS 


In BULK, 2 pint and Quart 
Cans as well as 3 sizes of 
Lithographed Tubes 


30 outstanding colors, 
» triple ground in pure 
linseed oil to give 
4 maximum strength 
. ae v8 > and cleanest colors. 
Highest uniform qual- 
ity assured because 

of our volume production and modern equipment. 
Abeautiful metal display cabinet is available as a 
sales stimulator. Write for prices and further details. 


PAINT CORPORATION 
CLEVELAND 6, OHIO 











FOR SCREEN AND STORM DOORS 


NEW PRODUCT—PROFITS FOR YOU 


There 1s irresistible appeal and charm in this unique line of screen 
or storm door Aluminum Filigreed Scrolls 

Customers will recognize — ond thrill ot finding built to order 
Quality at Pooular Prices. $6.50 to $14.00 per set 

Iustrated are four of the eight designs available. A few min- 
utes time and the installation 1s completed. A FAST SELLING ITEM 
— PROPERLY DISPLAYED — WILL SELL THEMSELVES. WRITE 
TODAY FOR COMPLETE PRICES. BULLETIN NO 552. 





























EAT RITE 
BABY SET 


Another SHEL-GLO plastic set consisting 
of three items in colorful sales-produc- 
ing carton. Baby blue or pink. 61 
oz. tumbler, that baby holds with two 
hands. Pusher side plate is 15%” 
deep, 6” diameter; has smooth curve, 
flat bottom and wide bead to grip. 
Priced to retail about 50c. 


BABY CAN’T SPILL MILK! 


Special top for tumbler clinches sales. Upset 
tumbler spills only few drops. Eat Rite sets 
save worries, teach baby good eating habits, 
solve gift problems, too. 


Watch for the Sensational 
New EAGLE Product to be 
Announced Next Month 


Soon it ¢ .n be told! Welcome news 
about a new EAGLE product that 
has been years in the making 
and thoroughly proven ;in 
building installations. You'll read all 
about it on these pages next month. 


The EAGLE LOCK Company 


EAGLE INDUSTRIES, INC. 
National Sales Representative 
110 North Franklin. Street, Chicago 6, Illinois 
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See it at the 
Chicago “Market” 


* 


Coleman Display 
Room 525 
Furniture Mart Bldg. 
Chicago 
July 5 to 17 
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OIL HEATER 
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NEW Beauty and Color: As beautiful and modern as a televi- 
sion set—this new Coleman console Oil Heater will make you extra sales this 
fall. Look at its beauty, its streamlined design; see how it genuinely blends 
with good furniture. Choice of dark or light colors. 


NEW Heating Power: Here is heating power you never 
dreamed possible in a console. It is a real Coleman because it “moves the 
heat”—circulates warmth through three to five rooms. Coleman engineers 
had to design a new, radically different type of heating unit to do it—but 
now they have combined a console’s streamlined good looks with top 
heating power. Rated at 55,000 BTU’s per hour. And it still burns oil 
like a miser. 


NEW Sales Appeal: Make this Coleman console your sales 
star for this fall. Take advantage of its eye-appeal and thrift-appeal and 
comfort-appeal. Ask your distributor's salesman this week. Or write... 


The Coleman Company, Inc. 
Wichita 1, Kansas; Los Angeles 54; 
Philadelphia 8 (Terminal Commerce Bidg.) To Coleman Co.. tne. 
| Dept HA-933, Wichita 1, Kansas 


Please send me fullinformation about your | 
Coleman franchise for my community — and | 
about your new Console heater 


| Name 
I Street 


Postoffice 























where others quit 


the HEDGE- KLIP cuts 





TP 
Tray 


but now WE quit—temporarily! 


The demand for HEDGE-KLIP . . 


mous portable electric hedge trimmer... far 


. our fa- 


exceeds the supply of materials we have been 
able to secure. 

And so we are temporarily calling a halt. 
Until further notice, we cannot accept any 


more orders for the HEDGE-KLIP. We are 


sorry to have to take this step, but we can’t 














On ivory 


EAGLE ELECTRIC MANUFACTURING COMPANY, Inc. 


23-10 BRIDGE PLAZA SOUTH @ iOnG :S:ANO CITY, WN. Y. 











Wost Revolutionary [Idea Since Staples 


(HALF SIZE) 


IPAcCE) NAIL-IT MOLDING CLIPS 


PALENT NO 2197486 


@ Place on baseboard about 2 ft. apart. 


te eed 


Oley wire and fold bottom tab upward. 


























© Fold top tab down for a neat, clean job. 


@ HOLDS WIRE NEATLY IN PLACE ALONG 
BASEBOARDS, WALLS OR CEILINGS. 
@ WILL NOT SPLIT MOLDINGS OR PLASTER. 
@ ELIMINATES SHORT CIRCUIT HAZARDS. 
RETAILS FOR ATTRACTIVELY PACKED 
FOR QUICK SALES 
AND PROFITS 
40 BOXES IN 


COUNTER DISPLAY 
PACKAGE 








Sold Through Wholesalers 

















do anything about it until the materials pie- 
ture looks better. Meanwhile, thanks a lot 
for your patronage and your patience, and 


best wishes for your successful summer. 


ACCMATOOL CO., INC. 


102 WEST 101st ST. NEW YORK 25, N. Y. 
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Sell Fast with Fast-Selling 
Cartco ALL-STEEL House Wares 


HUMIDIFIERS For Ail Radiators 


Order Carlco fast-selling housewares 


CARLISLE CO. niwarcs x 
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| Duo-Tuerm 
Sheraton 


HERE/ HERE! ‘the most beautiful upright heater 


You ever laid eyes on! 


It’s eye-poppin’ news! 

The beautifully-new Duo-Therm Sheraton is a 
fine piece of furniture that fits into any living 
room. That brand new, mellow-rich mahogany 
finish looks so much like real wood that you’ll 
want to touch it to make sure! 


It’s sales-makin’ news! 

Everyone’s talking about it! Distributors have 
just one question: “How many can I get, how 
fast?” Dealers are asking distributors the same 
thing! And wait until shoppers see it! Talk 
about it? They’ll rave about it! 


Performance matches appearance! 
Duo-Therm’s exclusive Power-Air Blower saves 
up to 25% on fuel oil costs ... makes fuel go 


farther. That fuel thriftiness is mighty important 
now. Add the famed Dual-Chamber Burner to 
help squeeze more heat from every drop of oil 
and you’ve got the best news for pocketbooks 
since the tax reduction! 


And don’t forget this: 
That Duo-Therm label is money in the bank. It 
means fine engineering, quality construction from 
start to finish. So if you want to sell the conve- 
nience, the comfort, the smart appeafance and 
all ’round efficient performance of a furniture- 
styled upright heater a¢ its best. . . mister, you 
want to sell the new Duo-Therm Sheraton | 

W rite for complete information, or make it a 
point to see it for yourself at the July Market— 


Space 517 ¢ American Furniture Mart 


more than a million satisfied users Duo = ‘ be a in Ae always the leader 


Division of Motor Wheel Corp., Lansing 3, Mich. 


AUTOMATIC GAS AND FUEL OL WATER HEATERS ] FUEL OIL SPACE HEATERS FUEL O1L FURNACES ip 
AL 


Duao-Therm is a registered trademark of Motor Wheel Corporation, Copyright 1948 


1948 























Check these Vernentoum 
SALES FEATURES 













NO RIVETS, NO CASTINGS 

GENUINE ALLEGHENY LUDLUM STEEL 
RUST-PROOF, SELF-CLEANING 

THE LIGHTEST PLASTER TROWEL MADE 
UNCONDITIONALLY GUARANTEED 
PRECISION FLAT BLADES 


Sold only through recognized wholesalers 
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Here’s Positive Proof! 


This means 
POSITIVE PROFITS 
for you! 


*Vernontown's welded construction supports 
more than twice the load of the ordinary 
riveted trowel . . . more than doubles the 
life expectancy of the tool. This means more 
profits, more satisfied customers for you. 
Sell Vernontown Stainless Steel Trowels and 
you sell the best! Priced competitively. Every 
Vernontown Trowel is UNCONDITIONALLY 
GUARANTEED. 


*According to tests reported on the opposite page 


SPECIAL GRADE 
















Vernontown Tool Division 
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PRECISION MADE 
EXPANSIVE BITS 


After two yeors of shipping our war’ ime 
accumulation of orders, you can again 
count on Snell for “better than ever’ 
expansive bits with precision mode parts 
to win scores of satisfied customers. Snell 
uses modern precision machinery to make 
bits. Each bit is tested for cutting ability. 
Here are tools made to hold keen edges! 
Straps and cutters are interchangeable, 





a 


No. 1-S Boring 
Range 2” to 1/2” 
Prompt delivery. 
No. 2-S Boring 
Range 7% to 3” 
krompt delivery. 


and manufactured to close tolerances. You 
can replace them with assurance of a per- 
fect Snell fit. All bits are the famous 
Snell-Clark type. 


t 
| 
' 
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SNELL MANUFA€ 
WORCESTER, MA§$ 
Factory: Fiskdale, 


HANDY 
Shoe Last and Foot Rest 


A new item 
for hone use. 
Can be used 
for both repairing and shin- 
ing shoes on a bench, chair, 
box or lap. Will fit all sizes 
of shoes. Takes up very 
little space. Finished in 
high black enamel. Made | | 
in one piece of unbreak- 
able malleable iron and 
guaranteed. Retails at 
a reasonable price. Also 
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The Popular STAR Heel Plates 


Always in demand and profitable for you to handle. 


Made in sizes 000 to 6. 


Order your supply 
today. 


STAR 


HEEL PLATE CO. 
*” NEWARK, N. J. 
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MORE PROFIT 


14 

7 od 2S Cr. «A, 
that’s FREE from Price Competition , PZ: 
Rogers “Gorilla Grip” is not subject to 20 oe 
cut-price competition because it’s sold Gz 


exclusively to indepecdent hardware re- 
tailers—never to chain stores, group order 
buyers and mail order houses. 


2 SELL THE GLUE Aoxsigg 


with the “Grip of a Gorilla” 


| Tremendous strength is what glue user? want in glue 


and Rogers gives it to them—holding power of more 
than 3885 lbs. per square inch! 


Ask your jobber for ROGERS today. 


Stay FREE of competition— 
Ask your Jobber for ROGERS TODAY 














GOOD NEWS FOR 
HARDWARE MERCHANTS 


Watch for the Sensational 
New EAGLE Product to be 
Announced Next Month 


Soon it can be told! Welcome news 
about a new EAGLE product that 
has been years in the making 

and thoroughly proven in 
building installations. You'll read all 


about it on these pages next month. 


The EAGLE LOCK Company 


EAGLE INDUSTRIES, INC. 


National Sales Representative 


110 North Franklin. Street, Chicago 6, Illinois 
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PITEGOFF BRUSH 


Many painters get a BRUSH OFF from their 


customers. 














Rease . — Unsatisfactory work. 

Causes of Trouble — Two things. Both are 
brushes. Brushes that spread paint unevenly. 
Brushes with loose bristle that stick to the wall 
instead of the brush. 


Painters prefer Pitegoff because ““A FULL 
HEAD OF BRISTLE IN EVERY BRUSH” as- 
sures you of even distribution of paint and 
longer life. NO LOOSENING BRISTLE because 
they are held securely by a secret rubber form- 
ula handed down from fathers to sons. 


INQUIRE OF YOUR JOBBER OR DEALER 


PITEGOFF BROTHERS, Inc. 


320-330 VAN BUREN STREET 
BROOKLYN 21, NEW YORK 


Makers of Quality Brushes for Two Generations 





























Available for 
IMMEDIATE 
DELIVERY 


The Lite SANT 





Cc. C. Brooks 
CORN KNIFE | 


Our original and Amer- 
ica’s largest selling 
CORN TOOL. 
BLADE—High Quality Car- 
bon Steel, 12 in. tong. 
Fiat section of top 


Line of CORN WANDLE ar intone 
Specia shape atura 
HOOKS and eich hardwood. 8 


KNIVES SHIPPING. WEIGHT — 11 i! 


Ibs. per doz Ly 














The “Little GIANT” line of CORN TOOLS is the most 
complete line offered the hardware trade today. Each 
tool represents the finest quality at the fairest prices. 
These tools will fit all local needs and are available for 
immediate delivery, 


The All Around BLACK DIAMOND 
® \UTILITY KNIFE @ 





Can be used not only as a CORN KNIFE, but also as general 
utility knife around home, camp, farm and in the car. 


BLADE—1I4 in. long, 254 in. taper- HANDLE—6 ne long 1% in. 
ing to 2% in. wide at handle, heat wide. Varnished and attached to 
treated grote sharp from 14 os of biade with two tubular 

rivets. 
gauge steel. Enameled Black crys- WEIGHT—I Ib. each, 12 Ibs. per 


tallized finish. dozen packed in carton. 


Sample orders for 1, doz. pieces or less accepted direct from 
dealers provided order includes name of preferred wholesaler. 
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OAKLAND, MAINE 











HAND AND POWER 
MOWERS — BUILT 
FOR SERVICE AND 
DURABILITY — 
SOLD TO DEALERS 
THROUGH JOBBERS 
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Homko Products for Home Comfort 


WESTERN TOOL & STAMPING CO. 


2725 Second Ave. . Des Moines, lowa 



















The Line of Dealer Preference 
aa KMANCS 


BARROWS + CONCRETE CARTS 
MORTAR PANS - DRAG SCRAPERS 
MORTAR MIXING BOXES 
SALAMANDERS + LAWN ROLLERS 


er : ae 4 
| EG. u.5. OM 
| 








JACKSON DEALERS have a big sales 
atventage ... because: 


.. Quality and dependability are traditional with the trade 
mark of “Jackmanco” products. 
.Sturdiness in design and construction as well a- fine 
finish are obvious to the most critical purchaser. 
.Price is right for the quality of merchandise offered. 
.The line is complete and the service behind it is de 
pendable. 

Full details are available from the nearest 

Jackson Wholesaler—or write us 
for his name. 


JACKSON MFG. CO.., Harrisburg, Pa. 


Est. 1876 











Made of Finest Alloy Steel 
Heavy Gauge 

Correctly Tempered to With- 
stand Heavy Factory Use 


Each Blade Attractively 
Packaged & Labeled 


RIP CROSS CUT 
& COMBINATION 


Deliveries Made 
From Stock, 
Mail & Phone 


Sell These Saws 
At 
COMPETITIVE 
PRICES and 
Make a 
GREATER PROFIT! 


MADE AT 
PRE WAR 


Manufacturers of 
Circular Saws, Band 
Saws, H. S. Planer & 

Jointer Knives, Moulding Blanks, 
Beveled Edge Shaper Steel, Dado Sets 


age 





LAFAYETTE SAW & KNIFE, 


115 BANKER STREET BROOKLYN 22, 


HARDWARE AGI 
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COAL HEATER 


America’s most beautiful coal heater 
has been added to the WARM MORN- 
ING line. It’s the new Model 818... 
a beauty in appearance and a beauty in performance. It’s New 
—Inside and Out! It will make the WARM MORNING line 
more profitable than ever for you! 













nen 
Jelly 
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A Sure Standout 
on Your Sales Floor! 


Superior performance plus 
good looks isa sales-producing 
combination. Modern stream- 
line design, with rich brown 
porcelain enamel finish and 
glistening chrome trim. Height 
43 inches; 18 inches square. 
Holds 100 Ibs. of coal. Extra 
large dome combustion cham- 
ber increases heating capacity. 
Supplies an abundance of clean, 
healthful heat sufficient for 
the average home. 


This new WARM MORNING 
has exclusive patented inte- 
rior construction features that 
assure more complete combus- 
tion of the fuel used. And 
remember these additional 
WARM MORNING sales 
features: 


i + ces magazine 

eed. 

—Burn any kind of coal, coke, 
briquets. 

—Start a fire but once a year 

—Require less attention than 
most furnaces. 

—Heat all day and night with- 
out refueling; hold fire sev- 
eral days on closed draft. 

—Provide lowest cost de- 
pendable heat that money 


can buy. 

—Sturdily built to give years 
of care-free, dependable 
service. 

—Nationally advertised; 


nationally accepted; out- 
sell all others. 


See Your Wholesale Distributor -. 










Model 420-A, 100 Ib. coal 
capacity. With Built-in 
Automatic Draft Regulator, 










(Right Model 
yoo » 100 Ib. 
coal capacity. 
Also 200 Ib. 
coal capaci 


— (Model 524-5) | 
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Left} Model 
(Gi 6-60 Ib. 
coal capacity. 

Saves floor 

space. 


LOCKE STOVE COMPANY, 114 West 11th St., Kansas City 6, Mo. 


WARM MORNING Heaters are covered by U. 8. Pat. Nos. 2,255,527—127_471—2, 370, 644—136 666 
2,329,993 —2,410,576—134,700—136,928, and Canadian Pat. No. 542,%6— 


British Pat. No. 689,192. 
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KNOB, i: AL ye 
Lock Set : my} VE 


WITH THE BEAUTY cm 
APPEAL YOU'VE]| ay MID a | it's need 
ALWAYS WANTED! > ; 

© An excelent wifttty lock Watch for the Sensational 


with expensive lock details: Vo ~ Giiy? New EAGLE Product to be 


Black wrinkle enamel Case 
and Keeper, Dull finish ‘a | 
brass-plated Knobs, Rosette Announced Next Month 
and Key Plate. F 
@ Zamak die cast alloy, < le Soon it can be told! Welcome news 
rustproof throughout. Extra oat ' ‘ ~ 3 SLE . 
strong! Inside locking about a new EAGLE product that 
lever. Standard size for oO has been years in the making 
, ee and thoroughly proven in 
Placement work. building installations. You'll read all 
Your Hardware Wholesaler Has A Complete I 
about it on these pages next month. 
Line of Taylor-Made Quality Products — Pad- ; 
UPRIGHT locks, Night Latches, Inside Lock sets and Key 


No. 3000 Blanks. The EAGLE LOCK Company 
TAYLOR LOCK COMPANY EAGLE INDUSTRIES, INC. 


Since 1919 Philadelphia 32, Penna. National Sales Representative 
110 North Franklin. Street, Chicago 6, Illinois 
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rua Tops in value—made of fine quality lumber, with heavy steel zinc-plated 
hardware attached—no loose pieces to handle. Special design makes it 
easy to set up or take down—its many features mean satisfaction, sales 
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NEW 


"Midget" Pilot burns for 
hours and hours on a cup 


> of oil. SAVES FUEL. 


NEW 


"Multi-Heat" Burner bal- 


> ances heat output to actu- 


F al needs. SAVES FUEL. 


NEW 


“Fuel-Mizer" control valve 
for quick and accurate 
adjustment of flame .. . 


SAVES FUEL. 


NEW 


AUTOMATIC CON- 
TROLS. Greater comfort 
without overheating or 
underheating. SAVES 
FUEL. 


NEW 


"Floor-Flo" type circulat- 
ing blower puts heat where 


it's needed. SAVES FUEL. 








NEW 


| heat extractor squeezes 


Perfection 3155 


most heat out of every Home Heater 


| drop of oil. SAVES FUEL. 


Pl Y » ( four-way heating ... natural circulation, radiant 
heat, directed radiant heat and forced air circulation. 


- to PERFECTION 
Telit home heater ie 


. 
rics cuaity- POFFeCtion Stove Company 72255.20"/-s 


Manufacturers of 
Ranges + Cook Stoves + Home Heaters +» Water Heaters + Winter Air-Conditioning Furnaces 


ATLANTA e CLEVELAND e CHICAGO e JERSEY CITY e KANSAS CITY e OAKLAND e« ST. PAUL 
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O-Matic Washing Machine | Transmission 
RINSER HOUSING | PUMP HOUSING 





5 Sand Cast Gray Iron Parts 56 Ibs 
Combined in One Integral Sand Cast Gray Iron 15. lbs 
Aluminum Die Casting 11.4 lbs Aluminum Die Casting 3.9 Ibs 


Saving 44.6 Ibs Saving 11.1 Ibs 
ad 














By the use of ALUMINUM plus reduced wall thickness, made possible by our DIE CASTING 
process, outstanding weight and cost reductions were accomplished. 

i 
2 


DOEHLER-JARVIS CORPORATION 
The World's Largest Producer and Finisher of Die Castings 


386 FOURTH AVENUE 
NEW YORE 16. N.Y. 


; Pins... 7 
TOLEDO, 0. +» POTTSTOWN. PA. + GRAND RAPIDS. MICH. + CHICAGO. ILL. + BATAVIA, N.Y." 
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More on the “Basing Point’ System 





As It May Affect Hardware Business 


INCE our June 17, 1948, issue 

went to press, Federal Trade 

Commissioner Lowell B. 
\ason has told the Senate Inter- 
state Commerce Committee that 
there are about 100,000 concerns 
in various fields subject to the re- 
cent court decision outlawing the 
hasing point system, which equal- 
izes freight by partial aborption 
of freight costs. 

He told the committee that the 
Government had three ways of en- 
forcing this change. 1—spending 
an estimated two billion dollars to 
prosecute all of them; 2-—-set up 
a budget and arbitrarily prosecute 
a selected number within the al- 
lowance or 3—through the hold- 
ing of industry conferences to 
promote voluntary agreements to 
stop the basing point practices. 

Taking a view quite contrary to 
that long held, and_ presently 
being actively indicated by the 
Federal Trade Commission, Sena- 
tor Capehart of that Senate Com- 
mittee expressed the opinion that 
manufacturers discriminate “on a 
geographical basis” when they 
force customers to pay the actual 
freight instead of enjoying the 
equalization system. 

I heartily agree with Senator 
Capehart, believing that the long 
practiced basing point system on 
many steel products sold through 


hardware channels has prevented 


and not developed monopolistic 
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trends. Without the basing point 
system many smaller one mill op- 
erators will find themselves com- 
petitive in only a very much re- 
stricted geographical area—-unless 
they can afford to make price con- 
cessions that do not maintain a 


healthy market. 


Also. it should be recognized 
that many of these one mill op- 
erators greatly expanded as their 
contribution toward war produc- 
tion needs. Many may find that 
now an important investment of 
time, money and effort in such 
expansion will become partially 
idle and costly facilities. 

I think the Federal Trade Com- 
mission has done our economic 
structure a disfavor in its long 
and finally successful fight against 
the basing point practice. 


In the meantime, a cease and 
desist order against the steel in- 
dustry is now being appraised at 
the Federal Trade Commission. It 
calls upon the steel industry to 
(1) establish a plant price at 
every mill; (2) sell f.o.b. mill 
when requested; and, (3) cease 
the compilation and dissemina- 
tion of freight rate information. 
The order. prepared by Lynn C, 
Paulson, chief trial counsel in the 
current price-fixing charge against 
the steel industry. is not expected 
to be changed except for minor 


details, even though it may not 





he issued until sometime in early 
1949. (See Harpware Acre. June 
17. )- 109.) 


After six months of intensive 
hearings. Mr. Paulson has _pre- 
pared an order calling on the 
industry and the American Iron 
and Steel Institute to “cease and 
desist from using or engaging in 
any of the following methods, 
acts, practices, or things pursuant 
to or as part of a planned com- 
mon course of action. combina 
tion or conspiracy through the 
American Iron and Steel Institute 


or otherwise: 


“1. Composing, establishing 
or announcing prices by using 
any other point than the point 
of production or shipment as a 
hase. basing point, price base 
or starting point; ‘in other 
words refraining from having 
a plant price at every mill. 

‘2. Refraining from having 
and quoting and using a price 
for any given product at the 
pont of production for such 
product and offering to sell at 
that price the goods produced 
at that production point if said 
eoods are offered for sale or 
sold anywhere in intra or intet 
state commerce: in other word 
refraining from. selling f.o.b. 
mill when requested. 


». Contributing to the com 


pilation of or using in connec 
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tion with naming, making or 
selling at a delivered price, the 
compilations or lists of freight 
rates. or freight rate factors de- 
scribed in the findings support- 
ing this order or any similar 
compilation or list; and. from 
with the 


establishing or use of 


using in connection 
naming. 
sale and delivered prices, any 
such compilation or list’ com- 
piled or established by any 
competing company.” 

The above points comprise the 


FTC 


against the steel industry. Accord- 


inajor portion of the case 
ine to Mr. Paulson. the order as 
quoted: above will probably stand 
with the exception of a possible 
addition of a section relating to 
the alleged standardization — of 
extras. 

While the order as now written 


Next Issue Willl Be Your 
Annual “Who Makes It?” 


For the twenty-seventh consecu- 


tive year every subscriber to 


Harkpwake AGE will receive soon. 
at no extra cost, the annual “Who 
Makes It?” Directory issue dated 
Julv 15. 1948. 

Sull the largest. the original, 
hest and most complete hardware 
directory ever published the cus- 
mailing 


lomary production and 


VIONG the “pet peeves” of 


certain friend of mine is tl 


strange quirk in some folks at a 


convention who when. introduced 
virtually say: “Why. I know Mr. 
Smith and have been introduced 


to him several times but he nevei 
knows me.” 
Smith, of 


rassed. harassed and annoyed. No 


course. is embar- 


sane business man_ intentionally 
fails to greet a customer. a pros- 
pect or even a competitor to whom 
he has been introduced. or whom 
he knows from some previous 
ontact. 


Relatively few have completely 


(at press time) does not outlaw 
the multiple basing point system 
in exactly that language. Mr. 


Paulson believes that the basing 
point system as practiced by the 
steel industry will be done away 
with since ‘it will be impossible 
for the industry to sell partly on 
an f.o.b. mill basis and partly on 
still 


delivered 


a basing point basis and 


maintain an_ effective 
price system. 


While the 


order is reasonably firm in Mr. 


language of the 


Paulson's mind. it may be many 
months before it is finally issued, 
even if the Commission approves 
it within a relatively short time. 

It can be readily seen that there 
is little likelihood of 
being issued until sometime after 
the first of After the 
order has the court 


the order 
next year. 


heen ser ved 


problems were, this year, made 
more difficult by the continued 
composing room strike which af- 
fects all Philadelphia printing 
establishments. Despite these han- 
dicaps you will soon have your 
sure 


Directory issue and we are 


é ‘ : 
vou will agree that it was worth 


waiting for—-especially under the 


circumstances, 


A 


“Meet Mr. Smith” 


faulty memories and even fewe1 


are so ridiculously “snooty” that 
they attend a convention for the 
purpose of ignoring acquaintances 
so—-why invite the thought or sug- 
gest it? A possible explanation is 
that Smith. because he is fat and 


wears double-breasted suits. or 


loud neckties. or is prominent. or 
other 


is successful or for some 


reason is known by sight very 


eenerally. As a result a new face 
(to him) is presented and he ac- 
cepts the introduction in a courte- 
ous way only to be told: “We 
have met before.” 


The other fellow thought he had 


battle will begin and it is any 
body's guess as to the length o! 
time required before the case 
reaches the Supreme Court. 
Believing that the “basing 
point’ system has been a good 
practice for wholesale and _ retail 
hardware distributors as a whole. 
and that its elimination will aid 
the larger producers and distribu- 
tors to the detriment of the 
smalle: distribu- 
tors. HARDWARE 
feel that the Federal Trade Com- 


mission has done something, in 


producers and 
AGE continues to 


this instance, quite foreign to its 
assumed obligation and mission. 
This 


the hardware distributing field to 


publication will survey 
determine reactions. opinions, etc. 
As quickly as such is available it 
will be published for the informa- 


tion of our readers. 


You will be interested in know- 


ing that almost 40.000 copies of 


the 1918-19419 Harpware AGE 
“Who Makes It?” Directory issue 


will be distributed among those 


interested in the distribution of 


products salable through whole- 


sale and reiail hardware channels. 


met him because he had seen him 
around for years and knew who 
he was. If Smith even mildly 
assured his new friend that it was 
not so--there come later the post- 
mortems that Smith is high hat. 


Sometimes these incidents ac- 


tually affect business relations. 
In review—it is silly, unfair 
and adds nothing to the gayety 


or gain of the situation and would 
be a good practice to stop. 

In fact. I offer the idea to the 
resolutions committee and add the 
suggestion that introductions be 
made with more care so that un- 
usual names are distinctly heard. 
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forma- Illustration by W. E. Dibble, A.1.A., Springfield, Mass 


How you fit into this picture 


In every one of the new homes going up around you, there’s a potential 
sale for Lockwood Bor-Loc* Finishing Hardware. Building costs being 
what they are these days, owners are over-anxious to save wherever 
they can. And that’s where you come in. For the Bor-Loc hardware 


you sell to builders cuts installation time tremendously; no other lock 


know- 
jes of goes into a door easier! There’s an absolute minimum of mortising; 
hos all Bor-Loc needs are two bored holes and a shallow recess for complete 
ii installation of lockset or lock. a ee Oey ee ee 
Tubular Latch a favorite every 
those where! Faceplate, bolt, hub and 
e ° . ° Il solid brass. Oper 
on of " sets e : , , eC yoke are a P 
) Bor-Loc comes in matching sets for every door and purpose. Show it every chance aie tee sles es testinal 
vhole- you get. Its ease of installation . . . its beautifully executed design and finish ... steel pin. Bolt retracts at only 
| will always sell it! an eighth turn of the knob. It's 
nnels. ul always sell ul. built to last a lifetime! 


LOCKWOOD HARDWARE MANUFACTURING COMPANY 
P DIVISION OF INDEPENDENT LOCK COMPANY e¢ FITCHBURG, MASS. 





» him 
who 
rildly 
t was 
post- 
hat. 


> ac- 


ns. 

nfain P P 

cee ' , Two designs of Bor-Loc Matching Hardware you can sell! 

ould ELIOT Entrance set (left) in gleaming cast bronze BERMAC Design (right); more 
hos a unique double-acting thumb latch. For rear or modern in appearance, with 

: ie side entrance, and interior doors, matching knobs clean-cut lines. In wrought 
and locksets. Locking lever under inside knob for Bath brass; matching sets for every 


1 the and Bedroom; without for other doors. Choice of door and purpose. Choice of 
s be brass or glass knobs. brass or glass knobs. 


un- *T.M. Reg. U.S. Patent Office. 
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The recessed front of this corner 

store has doors on both streets and 

the interior may be seen by people 
passing by on the street. 











Traffic Problem Solved | 





Loca improvements 


in Oxnard, Cal., a community of 
less than 10.000 population, meant 
a better movement of street traffic 
but threatened dire consequences 
to the Oxnard Hardware. Those 
improvements not only banned 
parking on Oxnard Blvd., but 
meant the loss of a part of the 
firm’s store front. The solution to 
this double-barrelled problem was 
a new store in a location that pro- 
vided good parking. 

Moving from the old quarters 
at 547 S. Oxnard Blvd.—its home 


Left tho right: M. E. Walters, C. E. 
Funston and J. D. Fincher in the 
steel goods department. 
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Everything is in the open with the 
exception of some fishing tackle and 
other easily pilfered or injured out- 
















ters as well as some tables used 


door articles. 
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_ & emovai Tro ew ore 
' 
3 
f Civic improvements meant loss of parking space 
and part of Oxnard Hardware's store front. Three 
: day “open house”’ introduces new store to the town. 
% for 14 years—to an area outside 
ents , the so-called “hot” district, 
y of brought with it the problem of ac- their merchandise and load it into ? ; 
eant customing the store’s trade to the their cars without having to spend Don t Break a 
ail me eee on Gh « A Sts. This time seeking parking areas. The ° 
affic ; new store at 6th and A Sts. Thi ae et r a Ow 14-Year Habit! 
nces i was solved with a three-day ver- new site, previously occupied by 
hose i sion of the “Open House” idea, a liquor store, was cleared and For 14 years the people of 
ned i advertising in newspapers and by a brand new building constructed Oxnerd have shopped for ther 
but f direct mail. ~ e « =. _ wt ae hardware needs at our old 
. i Serne, Glendale, Cal.. merchandis- 
the E . : ; store, 547 S. Oxnard Blvd 
: te E Parking Essential ing engineer and store designer. 
was For reasons of economy some Don’t break this habit just 
ro- : When the owners decided that of the fixtures from the old store because we have moved Visit 
i a new store was needed. parking were used, some new equipment us at our new location 
lers . was one of the first considerations, being added. Fishing equipment 
_— 3 due to the fact that the firm does and other sporting goods display The Oxnard Hardware 
a big business with farmers and units were moved to the new quar- 6th G A Sts Phone 6-2145 | 











contractors. These two types of 
trade want to be able to drive 
right up to the store door, get 
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in other sections. 


look” of the new 


The “new 


Here is the two-column by 5-in. ad 
that announced the removal of the 
store to its new location. 
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with the full vision 


Merchandise is 


-tore begins 


type windows. 
plainly visible from the sidewalk 
and even from passing cars. Fluo- 
rescent lighting equipment is used 
and the lights are kept going until 
that work 


hoth day and night. The concrete 


midnight so windows 


floor is stained red and_ ivory- 
colored insulation board. in 16 by 
32 in. tiles. covers the ceiling. 


More Stock on Display 


Addition of the new shopping 
islands enables display of several 
times as much stock as was pos- 
sible in the old This 


larger display space has already 


quarters, 


resulted in an increase in house- 
wares sales of 80 per cent. Self- 
service is invited by the new store. 
As one of the partners says, many 
people visiting a hardware store 
what to ask 


for and don't always like to try 


dont know exactly 


to describe what they have in 
mind. 

\rother partner said they were 
delighted with the increased num- 
her of women customers. The firz. 
now has more women shoppers in 
had in the old 


store in a year. He attributed this 


a week than it 


to ease of parking —to the displays 
of housewares near the front win- 
dow and to the self-service feature 
like. Many 


customers remarked that they had 


which most women 


never patronized the old store 


hecause it was not convenient to 
park nearby. 


When all was in readiness for 


26 


the grand opening of the store the 


owners decided to do the job with 
a bang. They knew they had a 
beautiful store with plenty of 
fresh new merchandise. some of it 
still in the hard-to-get class, and 


they wanted the whole town to 


Varied and com- 
plete stocks are 
evident in this 
modernly arranged 
and attractive 
tool section. 


come and see them. So they 


planned a three-day celebration 
hacked up by adequate newspaper 
advertising to tell people about it. 
April 15 was 


Thursday, open 


house day; on that day they were 


(Continued on page 61) 





. 
at 6th and A Streets 
From4 p.m. to9p.m * a >) 
\ = ° 
i REFRESHMENTS WILL BE SERVED if—? 
+ i hs - 
This four-column , 
by 15-in. ad illus- f We want you to come as our quests . 
trated some ‘of / 4 
° NO SALES wl 
the types of mer- ge? O SALES WILL BE MADE 7 
chandise and list- ¥ COME IN LOOK AROUND ~~ GET ACQUAINTED \ 
ed many of the } 
others. One line We have hundreds of items you never knew a hard 


stated, "We have 
hundreds of items 
you never knew a 





hardware store LOTS OF NEW MERCHANDISE 
carried. ( 
—~ 
ie Just receiwwed — shipment of Sunbeam Coffee 
master and Sunbeam Mixmasters 
i: ea & os 
. stboord one 
Mell. Due Powerhing 
Reosie Wieectieea 
Coot Cory Cott 
\ Mob « \ Hewseheld wupp 
} end batches help \\ 
Sherern Withers. Meson's 
Zynoit ain! 


Plomb. Stanley mi ler Falls 


and Yankee tools 





The Oxnard Hardware 
Invites You to Visit Our 
New Streamlined Store 


NEW FIXTURES! 


ware store carried } ) 


A NEW BUILDING f) 
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CORY 2 te 7 CUP COFFEE BREWER 
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ajority of Steel Users 





Want Basing Point 
System Retained 


A survey among steel buyers shows the majority 
reject the f.o.b. mill set-up. Comments 


,* Federal Trade Commis- 
sion does not like the basing point 
system in steel. They have been 
saying so for years. The steel in- 
dustry does not like the FTC’s 
ideas on the basing point. And they 
have been saying so for years. 

Neither FTC nor the steel indus- 
try has made any real effort to find 
out what the steel consumer 
thought. THE IRON AGE has tried 
to do this. The questions asked 
were simple. Most steel buyers do 
not need a course in basing point 
methods. In practice they know 
more about it than either the FTC 
or the Supreme Court. 

The majority of steel customers 
are against the elimination of the 
hasing point method in steel sell- 
ing. They said this in answering 
an IRON AGE postcard poll. And it 
made no difference whether they 
were in the steel company’s back- 
yard or a couple of thousand miles 
away. Even steel users within 50 
miles of their major source voted 
60.9 pct against the elimination of 
the basing point system. And the 
ones whom the FTC say an f.o.b. 
mill system will help—those more 
than 500 miles from their steel 
sources—voted 80.0 pct against the 
elimination of the basing point 
system. 

THE IRON AGE poll returns were 
-6 pet of the total letters sent out. 
According to research question- 
naire people, this is no mean result. 
The 3350 letlcrs were sent to a 
wide cross-section of steel consum- 
ers both from geographical and use 
standpoints. Close to 50 letters 
were received which elaborated on 
the postcard return. Excerpts from 
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show strong feelings. 


By TOM CAMPBELL 
News-Market Editor, 
The Iron Age 


A Chilton Publication 


A A 


these letters are printed elsewhere 
in this article. 

Steel users were asked to give 
the miles distant from their major 
steel source. The returns were 
broken down into eight mileage 
classifications. 

No fault should be found with 
the effort of the steel companies to 
defend a system of selling which 
they feel provides competition and 
fairness to customers. Nor should 
fault be found with the FTC in 
having an opposite view to this— 
if vou are on neither side. But 
from the volumes written, both pro 
and con the basing point, it is 





DON'T BE SURPRISED! 


New York 


@ @ @ The steel customer may not 
like the f.o.b. mill system thot FTC 
wants. And the steel companies may 
not like it. But steel firms will obey 
the law as they think the Supreme 
Court has interpreted it in the 
Cement Case. It is more than likely 
that the steel industry will be on an 
f.o.b. mill basis of selling long be, 
fore the FTC cease and desist order 
is issued next year. It is also likely 
that steel customers after they see 
such a system will try to get legisla- 
tion to make the multiple basing 
point system in steel legal. 











doubtful if any real answer will be 
found until and unless the Supreme 
Court acts specifically on steel. The 
tendency to take the Cement Case 
conclusions as the last word for 
steel may be stretching it a little. 

Were it not for the Cement Case, 
Lynn Paulson, Steel Case counselor 
for FTC, could in his words “settle 
this whole thing in a few minutes.” 
But steel people who would be 
amenabl> to taking his way of set- 
tling this perplexing problem are 
scared stiff of the Cement ruling. 
No amount of talk can change their 
mind—so the fight will go on. 

But what about the consumer? Is 
he to have no say in the matter? 
Apparently not because neither the 
FTC nor the steel companies show 
any desire to bring the consumer 
into the matter. However, several 
large steel users are turning their 
research sales departments upside 
down trying to estimate what effect 
an f.o.b. mill system will have on 
their purchases. It is not an easy 
matter to find out. 

jut it is no hard matter to get 
the pulse of what steel buyers 
think. At least 8 pct feel that if 
the. steel industry is driven to an 
f.o.b. mill price basis they will have 
to move their plant. That may not 
sound like a big figure, yet on a 
sample basis it is quite serious, if 
those answering know what they 
are talking about—and they think 
they do. 

Although many steel customers 
are paying the freight to get steel 
and absorption of freight by steel 
companies is not what it will be 
when slim times come, 68.4 pct of 
steel users questioned did not think 
that the basing point system was 
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Basing Point Comments From Consumers 


- +. Personally | think the elimination 
of the steel basing point is asinine 
and the last word in stupidity. 

” 
... Our feeling is that definitely the 
multiple basing point should be re- 
tained. While it is true that our prin- 
cipal sources of supply are located 
at Chicago and Gary, approximately 
135 rail miles away, others of our 
suppliers are located at Middletown, 
Youngstown, Butler, Cleveland and 
other Eastern points. We realize only 
too well that our present production 
cannot be maintained on the basis of 
steel we can procure from Middle- 
west mills. We further realize that 
if the multiple basing point is abol- 
ished, our Eastern mills will refuse to 
sell in this territory. Consequently, 
our present production could not be 
maintained and present facilities 
would depreciate in value in direct 
proportion to the production which 
we might anticipate based on our 
ability to secure steel. This cer- 
tainly is @ vital factor to not only 
our company but all Middlewest 
manufacturers, a great many of 
whom are in a like position. 

® 
. .. In theory, the steel basing point 
system should be eliminated, or 
greatly modified, but | doubt that 
such action is practical without a 
great deal of legislation and regula- 
tion of the entire competitive system. 

. . The basing point system is dis- 

criminatory in that it favors certain 
districts, particularly the basing point 
cities os against others, but it is hard 
for me to conceive of a system that 
will permit mills to be strictly com- 
petitive, and yet be much if any im- 
provement over the present. 

* 

. We do not believe the basing 
point is the crux of the situation; 
rather we think that sharply rising 
costs of labor and essential materials 
at the mill, and very sharply rising 
freight charges, are the real causes 
of our difficulty. These factors make 
deliveries to distant points impracti- 
cal under today's conditions and we 
cannot see how the elimination of 
basing points would eliminate this 
tendency in a more normal, or, in a 
buyers’ market. 

» 
.. + The fear of drastic action by 
the Federal Trade Commission, plus 
the excessive demands for steel prod- 
ucts, has caused several mills to 
withdraw from the southwest market. 
Regardless of what the Federal Trade 
Commission thinks it is doing, if a 
base price is established at each 
mill throughout the nation, it imme- 
diately eliminates a substantial part 
of competition for each mill, making 
it possible for them to set up a much 
higher price and eliminate compe- 
tition. 

+ 

. Many people look upon steel 
as a very standardized item. We 
have found frequently that our cost 


of production can vary as much as 
10 pet and sometimes even 20 pct 
because of a variation in the qual- 
ity of sheet steel used. This is true 
in times like these and it is also true 
in times when steel is not scarce be- 
cause some steel companies seem to 
have the ability of interpreting the 
user's requirements to a greater de- 
gree thon others. 

cy 


. . « « Suppose steel was sold f. o. b. 
mill and the steel buyer had to buy 
from mills located in different areas. 
If all mill prices were the same, the 
delivered price from each mill would 
vary by the difference in freight and 
in our case this difference can be as 
high as $6.00 per ton. The result is 
that the buyer has two or more dif- 
fering prices on the same section 
and specification of bar or billet. 
He will probably average the price 
for purpose of cost but how about 
the quotation on the parts to be 
made from the steel? The quota- 
tion is generally made well in ad- 
vance of buying the steel, and at a 
time when the buyer does not know 
where the steel will originate or 
what his delivered cost will be. If 
he is operating on a low profit mar- 
gin, he may lose the job if he uses 
the low steel price, gets the job and 
then has to buy the high priced steel, 
he may lose money. 
s 


... As you know, we cannot all live 
in a steel mill's back yard. The fair- 
est way to keep the competitive sit- 
uation is to have the basing point 
system, 

Small companies cannot have 
plants in various localities depend- 
ant on steel supply as large com- 
panies do. They must depend on 
being able to buy as cheaply as the 
large plants or they go out of busi- 
ness. The basing point system takes 
care of this. 

« 


. . . As we mentioned above Chicago 
is our nearest basing point, and yet 
three quarters of our sheet steel re- 
quirements come from points far- 
ther distant. This is from necessity, 
the Chicago mills not having given 
us any tonnage of volume... . We, 
of course, can only speak for our 
own company, but we would go on 
record as saying that the steel in- 
dustry has been much more helpful 
than any reformers with whom we 
have come in contact. 
* 


... We are inclined to favor a 
modification of rather than elimina- 
tion of the basing point system for 
pricing steel. We believe a deliv- 
ered price within a given zone, de- 
pending on distance from producing 
mill, would be more satisfactory from 
a consumer's standpoint and would 
cause less confusion and hardship on 
both buyer and seller than a com- 
plete elimination of the present bas- 
ing point system. . 














discriminatory. 
been a confusing question. The 
“ves” answers might have referred 
to the present practice of making 
the consumer pay the freight in 
many cases—a practice which may 
change when demand falls off. 

Whether the steel industry 
knows it or not, Mr. Paulson who 
handles the case for the FTC never 
had any intention of “ruining” the 
industry or throwing it into 
“chaos.” That’s what he says. And 
he makes it stronger by his state- 
ments to THE IRON AGE in this is- 
sue, p. 123. 

But it is not Mr. Paulson whom 
some steel officials and their legal 
minds shy away from. It is certain 
members of the FTC who for years 
have made it plain that if they had 
their way the steel industry would 
go to an f.o.b. basis. Freight ab- 
sorption would. be too hard to do 
under their rules, and finally an at- 
tempt would be made to slam any 
steel maker who charged anything 
but a uniform net price. If such 
members today deny that is their 
intention, there has been a major 
change in their thinking—but no 
one in the steel industry feels there 
has been a change—Mr. Paulson 
notwithstanding. 

The steel consumer tells THE 
IRON AGE to the tune of 63.5 pet 
that he does not want an f.o.b. mill 
system. This high percentage can- 
not be laughed off. The steel buyer 
today knows what he means when 
he talks of an f.o.b. mill system. 
He ought to. He is practically in 
that now with the heavy withdraw- 
als that have been made in the last 
few years by steel companies pull- 
ing out of some areas. 

Even the steel users close to the 
mill do not want an f.o.b. mill sys- 
tem. About 52 pct of those within 
50 miles of their steel sources do 
not want a f.o.b. mill system. And 
those far removed from the mills— 
73.7 pet—do not want it. It is 
amazing that in all answers to 
questions asked of steel users in 
this survey the majority in every 
geographical group were against 
the aims of the FTC. The steel 
consumer’ knows what he wants. 
And if the going gets tough the 
steel consumer can make _ himself 
heard in Congress—which is prob- 
ably what he will do if the answers 
to this survey are a criterion of 
what consumers as a whole think. 





A breakdown of the questions 
and answers as to distance from 
major steel sources follows: 
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(1) Do you favor the elimination of ¢ 


stee! basing point system? 


he 


From No. of Percent of Total 
Source Answers Yes No 

r less 179 39.1 60.9 
» 100 113 31.9 68.1 
to 200 188 29.8 70.2 
» 300 143 28.7 71.3 
to 400 76 28.9 71.1 
401 to 50 54 20.4 79.6 
500 100 20.0 $0.0 
mileage 28 25.0 75.0 
Total 8381 29.9 70.1 











THE QUESTIONS 


© @ @ The questions on the basing 
point survey shown on the right were 
sent to 3350 metalworking companies 
rated at $125,000 and over. These 
firms represent an excellent cross 
section of the industry both geo- 
graphically and by types of products 
manufactured. All classes of manu- 
factured and fabricated steel prod- 
ucts were represented in the mailing. 
Returns were received from 881 
firms representing 26.3 pct of the 
total letters sent out. The survey was 
closed quickly and the answers have 
all been received within the past 3 
weeks—The Editor. 
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(2) Would its elimination force you 


change your plant location? 


Miles From No. of Percent of T« 
Steel Source Answers Yes 
0 or less 176 3.4 
1 to 100 114 3.5 
101 to 200 156 6.5 
201 to 300 131 6.9 
S01 to 400 72 9.7 
101 to 500 49 22.4 
over 500 vl 17.6 
no milenye 27 1i.t 
Total $46 3.0 
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»tal 
No 


96.6 
96.5 
93.5 
93.1 
90.3 
77.6 
824 
838.9 


92.0 


(3) Do you feel the basing point system 


is discriminatory? 


Miles From No. of Percent of T 
Steel Source Answers Yes 

0 or less 175 36.6 

I to 100 111 23.4 

101 to 200 183 33.9 

201 to 300 139 9 

01 to 400 76 32.9 

401 to 500 53 23.3 

ever 500 100 33.0 

no mileage 28 17.9 


Total $65 31.6 


(4) Do you favor an f.0.b. mill price 
you paying the freight? 


Miles From No. of Percent of 7 
tecl Source Answers Yes 

dor i 175 14.0 

1 to 1060 113 35.3 

1 to 200 185 36.2 

1 to 300 144 i 

HL to 401 77 $5.1 
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Steel Men Say FTC Order 


Leaves Basic Problem Unsolved 


Question of how to compete by absorbing 


Tue proposed FTC 
order designed to revamp steel 


marketing dodges a key issue, 


according to many steel sales 
tye (a pub- 


HARDWARE 


executives. The [ron 
lication with which 
AGE is afliliated) editors discussed 
whose 


it recently with  ofhcials 


companies represent) a majority 
of the steel industry. They read 
the order, looked up and_ said, 
“But this doesn’t tell us how we 
can arrive at prices to meet com- 
petition?” Sections of the pro- 
posed order (published on page 
109 of the June 17th 


Harpware AGE) came in for con- 


issue of 


troversial interpretations, But this 
phase or the lack of it 
remains steel enigma No. 1. 

Some said they thought the 

omission was not accidental. They 
believe that this order in) com- 
bination with the Robinson-Patt- 
ran Act would force a uniform 
f.o.b. mill) price system on the 
industry and its customers. The 
Cement and Rigid Conduit Cases 
were cited to support this think- 
ing. Such a system implies a uni- 
form mill net return on each 
product. 

Freight absorption (lower mill 
net return on sales to more distant 
customers) would he discrimina- 
tion. according to this theory. The 
short-haul customer could sue for 
triple damages. they argue. be- 
cause the mill made more on him 
than his more remote competitor. 


The Alternate 


The alternative under _ this 
theory is to let the remote sale 
that vields a low mill net return 
set the price base for sales to all 
customers except on individually 
negotiated sales. This is the fea- 
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freight is still a stumbling block 


ture stees men say would foster 
local steel monopolies and bhack- 
vard selling at all times. It sums 
up in the question: “If we are 
allowed to be competitive but not 
consistently competitive. how can 


we be competitive?” 
Paragraph Not Clear 
The first part of Par. 1 of the 


order drafted by FTC 
sellor Lynn C. 


trial coun- 
Paulson indicates 
to many that they ll not be per- 
mitted to set a price anywhere 
except at the mill where each 
product is made. It appears to 
recognizing a 


outlaw naming or 


basing point at a competitor's 
plant. But the last sentence merely 
seems to insist there be a_ price 
at every mill. The paragraph was 
not clear to anyone. Steel men 
hope FTC will clarify it. 

Par. 2 sounds reasonable to 
most steel producers. That is. 
sales officials explained. unless it 
requires the uniform = mill net 
return so many in the industry 
fear. But some steel companies 
will be hard hit productwise. some 
areawise, 

Enforced f.o.b. mill sales on 
the relatively small group of prod- 
ucts now hased at some distance 
from production points would 
mean price boosts or profit cuts 
on these items 


A few 


are so located that a good por- 


probably the 
former. other companies 
tion of their profits come from 
phantom freight charges. Here too 
the profit-price picture would be 
affected. 

Least concern was voiced over 
Par. 3. It is generally interpreted 
as a ban on the institute's freight 
compilation, which represents the 
work of a number of steel com- 


panies, each supply the rate 


data {mainly from government 
sources) for its area. Nor could 
there be a return to the rate book 
once compiled — by Carnegie- 
traflic 


widely used by 


Illinois” department and 


others to save 
hooks 


made up by individual companies 


compilation cost. Rate 


for their own use or those of 
trafhe 


legal. these men 


eae 
a commercial publishing 
house would be 
think. But 


point should he 


again they feel the 
clarified. Some 
customers. deprived of the insti- 
tutes rate hook. may be incon- 


venienced. it was said. 
Belief Not Shared 


Mr. Paulson's belief that cus- 
tomers now cut off from supplies 
switch to 


would henefit by a 


sales is not shared 
“Why.” 
steel official. “should | ship 460 
miles to man in Chicago just he- 
freight? I 


can't satisfy the accounts I have 


f.o.b. mill 


in steel circles. said one 


cause he'll pay the 
now. And that Chicago fellow 
will turn around and buy his 
steel in Chicago just as soon as 
things ease off. We'll take care 
of the nearby customers. They're 
our future bread and_ butter.” 

trafic men 


Some steel agree 


that more steel would move. by 
truck under an f.o.b. mill system. 
The present practice of allowing 
the customer 65 per cent of the 
rail freight rate if he sends a 
truck to the mill would be out. 
It would 


by a standard extra charee for 


probably he replaced 


truck loading because it usually 
costs more to load a truck than 
a gondala. Most barge shipments 
are now invoiced at rail freight 


(Continued on page 61) 
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rate 
nment 
could 
book 
negie- 
and 
save Warner's promotion plan drew these and many more interested 
books participants. Many “free riders" actually became real prospects. 
vanies 
se of 
shing 
men 
| the p 
Some 
insti- 4 e 
« | Park Lake Demonstrations Sell 
b 8 ’ 
| oats and Motors for Warner's 
cus- f 
plies 
1 to ; 
ared Minneapolis firm drew big crowds with free 
one ; rides on Lake Calhoun with co-operation of 
7 park commissioners. Sunday stunt attracted 
) 7 4 Ove of the most un- 1,500 riders and lined up 50 live prospects 
ave 1 usual and successful boat and 
-_ 4 motor promotions in the history 
= id of Minneapolis, Minn.. was con- 
as ducted this spring by the Warner motors for the demonstration either a motor or a ‘boat, could 
are z Hardware Co, The promotion stunt. It was planned to use a fleet be exchanged for a free ride and 
re F took the form of free deronstra- of 10 boats. covering every size demonstration. Another big ad 
tion boat rides on the city s highly and type. with suitable motors appeared in the Saturday editions, 
ree : popular Lake Calhoun. by _ for each. The demonstration was and this time the promotion was 
by ® ee are with the Minneapo 7 scheduled for Sunday, May 2, given a story in one of the fea- 
mM. E Board of Park ( — from 2 to 5 p.m. ture columns of the paper. The 
ing £ It was the first time that any third and final newspaper pub- 
the * business nrm had been able = How It Was Done licity came on the day ol the 
a take over the dock facilities. and or demonstration, with a final invita- 
- to use the lake for its own pur- The first advertisements. an- tion. A booth was set up at the 
ail poses, But the proposition of free nouncine the free demonstration. deck to issue coupons to those 
» boat rides for the public won broke on the preceding Friday. who had not sent them in. 
“" over the ofhcials. in local newspapers. Each adver- The Lake Calhoun docks were 
a The purpose of the plan was to tisement contained a coupon decorated with siens edvesticine 
its j merchandise boats and outboard which. when filled out with the the demonstration. these signs be- 
ht % motors. Both manufacturers co-op- name and address of the appli- law tn Gall olner af tte Beneiie. 
& erated fully. supplying boats and cant. plus his indicated interest in (Continued on page 60) 
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Looking down the left side of the store one sees the office and part of the appliance 
department in the rear in the space formerly occupied by the firm's plumbing section. 


Birthday Party Announces 





The new appliance department is neat and roomy. Yellow walls and 
fluorescent illumination combine to make it bright at all times. 
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( certs for patrons and 


accelerated advertising are fre- 
quently the bill of fare for an 
anniversary occasion. When Wes- 
termans Hardware’ Store, in 
Walden. N. Y.. celebrated its 34th 
anniversary on Novy. 18. 1947, 
eifts and advertising were impor- 
tant parts of the program. But 
Ray Westerman went several steps 
further—on that occasion—by an- 
nouncing the opening of his new 
appliance department and a gen- 
eral modernization of the entire 
store. Cooking demonstrations, 
eifts and “miniature meals” for 
visitors were parts of the big 
celebration. 

More than 1.000 people from 
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Here is the right side looking toward the rear. 





Aisles are wide and all merchandise is 


within easy reach. Note the fluorescent lighting installed as part of the modernization. 


New Appliance Department 


this community of less than 5,000 
were attracted to the three-day 
birthday party, the actual regis- 
trations totalling 967. In the words 
of Ray Westerman, “We did not 
stage this event in order to do a 
lot of current business, but to get 
people to come in and see the 
changes we had made in our store 
layout. We also wanted to get 
them back into our new appliance 


department.” 
Announcing the Event 


Radio announcements. a full 
page newspaper ad in a_ local 
weekly paper. and quarter-page 
advertisements in newspapers in 
two larger communities told of the 
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Westerman's Hardware Store invited entire town 
of Walden, N. Y., to attend three-day event 
and 967 of a less than 5000 population accepted. 


birthday party. Through the cour- 
tesy of the Central Hudson Gas & 
Electric Corp.. 
N. Y., three ladies from that com- 


pany s home service department 


Poughkeepsie, 


conducted cooking demonstrations 
on two different makes and types 
of cooking equipment. Complete 
oven meals roast beef, vege- 
tables and dessert-——were prepared 
in one, and cakes and cookies were 
baked in the other. Visitors were 
served small portions of the food 
“meals in miniature’ —they saw 
cooked in the demonstrations. 


Demonstrations on __ electric 


ranges and washing machine dem- 
onstrations interested and _ attract- 
ed the ladies. For the men a fac- 
tory representative demonstrated 
electric welding equipment on one 
of the three days of the birthday 
party. 


Rearrangement in Order 


Some enlargement and rear- 
rangement were necessary in order 
to accommodate Westerman’s new 
appliance department. Preparatory 
to making such improvements. the 


plumbing, heating and bottled gas 
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The combination cash, wrapping and nail counter unit. The end opposite 


the register is used for featuring 


activities of the business were 
moved to an adjoining store, which 
is operated as General Plumbing 
& Heating Co. and which was 
started in April 6, 1917. Business 
has heen good in both of Mr. 
Westermans units. Volume of 
Westermans Hardware. for the 
first three months of 1918 equalled 
95 per cent of the volume during 
the same period of 1947, despite 
the separation of plumbing and 


Display's 
USTAVE LARSON. owner of 


Larson Hardware & Sport 
Shop. Manistique. Mich., finds 
that a large stock of sporting 


goods and a license selling service 
brings trout fishermen and other 
sportsmen back to his store year 
after year. 


Department Profitable 


“Our sports department is one 
of our most profitable.” he de- 
clares. “We have trout fishermen 
from lower Michigan who stop 
here every year to buy supplies 
Often they buy hip boots. waders, 
and other items in addition to 
regular fishing tackle. They rec- 
ommend our department to others. 
We also get a lot of local trade on 
sporting goods.” 


The store carries sporting goods 
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close outs and seasonal articles. 


heating and bottled gas operations 
from the hardware store. 

Since the rearrangement Wes- 
termans Hardware Store display 
has heen increased from 160 
lineal feet of table space. about 
21, ft. wide to 114 lineal feet of 
5 ft. width shopping islands. plus 
the floor appliance displays in the 
rear of the store, Putting it in an- 
other fashion, table space was in- 
creased from about 100 sq. ft. of 


the Thing That Attracts 


windows many months of the year 
and accordingly is able to get a 


The building is 42 ft. by 100 ft. 
76 ft. of that sweep being devoted 


to display purposes. Moving the 


plumbing shops and putting the 


appliance department in its place 


added floor space of about 21 by 
12 ft. or over S00 sq. ft. At the 
time of the changes the office was 
moved further back and the re- 
ceiving room's size reduced. 

Westerman’s appliance depart- 
ment offers gas and_ electric 
ranges, washing machines, auto- 
matic washing machines, dryers, 
ironers, home freezers and kitchen 
cabinets. 


Problems Divided 


Managerial problems have been 
divided since the setting up of 
General Plumbing & Heating Co., 
most of the older employees of 
the firm now being in that unit. 
Appliances were placed in the 
hands of an experienced man in 
that field and hardware buying in 
charge of a former South Dakota 
hardware dealer, who found re- 
liking. An 


ex-G.I. and a young women assist 


tirement not to his 


in the store as well as a part time 
employee, working after school 
and on Saturdays. Appliance serv- 
ice and installation are handled 
by two men who have been with 
the firm since the first of the year. 


Sportsmen 


tourist 
traffic as well in all seasons. 


great deal of transient 





Fishermen who see this window are bound to stop. Then come the sales. 
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usable space to about 900 sq. ft. 
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Ray Ahigren, member of “American Society of Archi 
tectural Hardware Consultants. Bring in your plans for 
helpful suggestions and estimates 











invite you to visit this complete Hardsare Store 
rise pwers for the Ladies Saturday, our Formal Opening Day. 
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How much is experi- 





ence worth in the hardware 
business ? 

Four Rockford, Ill. men who 
had held responsible executive 
positions in another large local 
store prior to the war. met one 
day in the late summer of 1945 
and wondered’ whether _ their 
pooled experience and resources 
would enable them to launch a 
retail hardware business the 
Nicholson Hardware Co. and 


make a success of it. 

The experience of Ray Ahlgren, 
Ahlex Nicholson. Melvin Nichol- 
son and Eskel Olson plus that 
Robert 


oe Sea ae 


of a friend Lindman. 


totalled exactly 100 years of hard- 


ii oie reat 


oe 
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width and 9 in. high, announced the opening of the 


store. 
. 


A Century of Experience 
Went Into This Store 


The partners of the Nicholson Hardware Co. had 
a hardware background totalling 100 years and 
they have capitalized on it. First year profits 
of store have exceeded estimate by 50 per cent 


ware selling. They had as a nu- 
small hardware store 
Ahlex Nicholson but 


large 


cleus a 
operated by 
what they wanted was a 
downtown establishment in Rock- 
ford capable of giving four exec- 
utives good salaries and profit. 


The Store Starts 


but 
pooling resources the new 
Olson. 


accountant. 


was limited, by 


Capital 
store 
oflice 


recal Is 


was started. Eskel 


manager and 


that he drew an operating 


statement 


up 
the 


it was even decided 


for store. before 


to launch the 


enterprise. 


“When the four of us looked 
over this operating statement we 
then estimated the amount of 
annual volume which we needed 
the first year to give the four of 
us average salaries plus a small 
profit” says Mr. Olson. “Then 
we set another figure which was 


the minimum needed to keep the 
business out of the red.” 

















The partnership agreement be- 
tween the four men_ stipulated 
small weekly drawing accounts, 
which would rise considerably 
with each $50,000 increase in 
volume. Another precaution taken 
was a $10,000 life insurance pol- 
icy on each partner, the premiums 
being paid by the firm, with the 
firm as beneficiary. 

With each partner scheduled to 
take over one phase of operation 
in the new hardware store, they 
rented a large downtown store in 
a good location and opened for 
business on October 26. 1945. 


The Introduction 


This was at a time when mer- 
chandise was not plentiful but 
through the co-operation of sup- 
pliers, the new store had a repre- 
sentative array of merchandise 
for opening day. A half page 
introductory advertisement in the 
newspapers contained the _ pic- 
tures of the four partners, who 
were all well known in Rockford, 
and also the picture of Robert 
Lindman, manager of the out- 
skirts store. 

So well did these partners work 
together in supplying the needs 
of the public that despite mer- 
chandise searcities, the end of the 
first year of operation showed 
that the Nicholson Hardware Co. 
had exceeded by 50 per cent 
the top figure set by the four part- 
ners as the goal for the twelve- 
month period. 

Salaries of the four partners 
went up somewhat, and some of 
the profits went back into more 
stock. Everyone worked hard to 
make the business profit even 
more. The result was that at the 
end of the second year. sales vol- 
ume went 50 per cent ahead of 
the first year’s splendid record. 
Currently, during the third year 
of operation, business volume is 
running between 20 and 30 per 
cent ahead of the second year’s 
total. 

The gratifying progress of the 
firm to date has convinced the part- 
ners that their pooled experience 
of 100 years, plus their personal 
following, hard work and efficient 
employees, is a combination 
which will continue to bring in a 
profitable volume of business. 
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Each partner is especially fit- 
ted for the role he plays. Ray 
Ahlgren manages builders’ hard- 
ware sales. He is a member of 
the American Society of Architec- 
tural Hardware Consultants and 
has built an excellent sales vol- 
ume in his department. Ahlex 
Nicholson and Melvin Nicholson 
supervise purchasing and_ sales, 
while Eskell Olson handles the 
office and is advertising manager. 
Regular meetings of the four part- 
ners are held to integrate cus- 
tomer-service and _ profit-making 
policies. 

While the store does not as 
yet handle any major electrical 
appliances, it pays especial atten- 
tion to builders’ hardware, house- 
wares, plumbing supplies and 
other lines. Numerous Rockford 
schools, factories, and city depart- 
ments depend upon the firm con- 
stantly for building and plumb- 
ing supplies and their purchases 
run into sizable figures. 

According to FEskel Olson. it 
is possible for a store to have 
an excellent third show window 
an effective newspaper advertise- 
ment. 

Mr. Olson points out that the 
local newspaper which carries 
most of the firm’s advertising 
has a_ readership of almost 
90,000 people. Thus a good “show 


window” advertisement has a fine 


opportunity to reach many of 
these people, to make them look 
and read just as a good store 
window display makes  peoplé 
stop and look at the items dis- 
played. 

Although the ads used are not 
large, usually 4 by 5 or 6 in., 
the ads are well laid out, with 
two, three and four small size 
illustrations in each. Newspaper 
readers, seeing illustrations of 
items they may need, will stop 
to read the ads, says Mr. Olson. 


Friday !s Ad Day 


The Nicholson Hardware Co. 
newspaper ads usually appear 
each Friday. The store has a 52- 
insertion contract with the local 
newspaper, calling for an ad 
every week during the year. The 
contract space rate runs approx- 
imately $1.20 per column inch 
on this basis. 

“By using three or four illus- 
trations per week in a small] ad, 
we can illustrate several hundred 
items per year,” says Mr. Olson, 
“and that is what helps bring 
the customers into the store.” 

He also points out that when 
the management changes window 
displays great care is taken as 
to the choice of items and their 
presentation. The same care and 
consideration is given to the firm’s 


“third show window.” 








This Display Helped Sell Roofing and Insulation 





A fine, indirectly lighted background, showing roofing samples mounted on 

a wall, with price placards plainly marked, helped give Delta Hardware 

Company, Escanaba, Mich., an attractive roofing and insulation window this 

spring. It was a display that attracted many spectators and brought a 
number of inquiries and sales. 
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Here is McCabe's 12-ton semi-trailer which is used to haul bottled gas and appliances 
from distant points. The trailer is decorated with Indian designs to boost Petoskey. 


McCabe's Arcade Steps Up 
Traffic Between Stores 


A colorful arcade, & ft. 


wide and 90 ft. long, used as an 
auxiliary appliance salesroom. Is 
the answer of the McCabe Hard- 
ware Co. Inc.. of Petoskey. Mich.., 
to a difficult modernization prob- 
lem. 

McCabe’s Arcade, as the inno- 
vation is now. advertised via 
radio and newspapers, has be- 
come a place that most people in 
the Petoskey area like to. visit 
regularly to inspect new appli- 


inces. Its an advertising by-word 
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Colorful passageway draws customers from the 
hardware store to appliance section. Newspapers, 
radio and giant truck advertise store and good 
will ambassador also helps to publicize firm 


that has meaning, says Robert 
W. Card, manager. 

McCabe's has long operated a 
hardware store facing Mitchell 
St., Petoskey’s busiest thorough- 
fare and, for many years has also 
owned and operated a large appli- 
ance repair shop across a_pub- 
lic alley behind the Mitchell St. 
store. 

When the firm wanted to estab- 


lish an appliance store, in con- 


nection with the hardware store, 
a building fronting on Michigan 
St. behind the main store was 
purchased and remodeled. 

The arcade, connecting the 
Michigan St. appliance store and 
the Mitchell St. store, has only 
one break namely at the pub- 
lic alley. But Petoskey 
use the arcade frequently as a 


people 


short cut from. street to. street, 


which helps build traflic and in- 
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Here's a section of the 90-ft. arcade. The concrete on the right wall 
display platforms is painted red. Each 15-ft. wall section is tinted 
in a different color. This view was taken at the end near the alley. 


crease sales for the two stores. 
The appliance repair shop is also 
housed adjacent to the arcade. 
The new appliance store meas- 
ures BO by 150) ft. which also 
accommodates the 90 ft. arcade. 
There is a drop of 13 in. from 
the front of the arcade to the 
alley. whieh is taken care of hy 
means of a well constructed 


ram}. 
Platform Displays 


Merchandise is 


platforms 9 ft. 


displayed on 
level concrete 
lone, on the right wall side of 
the arcade. A different 


scheme for the walls of the arcade 


color 


is used each 15 ft. Colors em- 
ployed include green, cream. choc- 
olate brown, vellow. canary and 
pink. 

When the 


opened a couple of years ago, 


arcade was first 


only one wall color was used. but 
customers began to complain that 
the arcade was too lone. By em- 
ploying different colors each 15 
ft.. Mr. Card created the illu- 
sion of a shorter distance. Now 
there are no complaints from 
customers about the distance from 
one end of the arcade to another. 

The varied colors and the ex- 
cellent lighting. make the arcade 
a place of beauty which all cus- 
tomers seem to like. The left 


wall has several indirectly lighted 
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shadow boxes. which make fine 
display spots for portable radios 
and similar appliances. 





A typical fluorescent-lighted shadow 
box used for displaying small arti- 
cles in the arcade. 


The fore part of the arcade 
from the appliance store also has 
ceiling display of lighting — fix- 
tures, a splendid spot to get them 
before the attention of the heavy 
arcade trafic. These fixtures are 
kept lighted most of the time in 
order to attract attention. 

In the arcade, there is also a 
large wall mirror measuring 414 
ft. in width and 51. ft. in height. 
In it women can see the leneth 
of their skirts. Many have re- 
marked that one reason why they 
vo through MeCabe’s Arcade is 
to look into their mirror. 


“You'd be surprised how many 





people use this arcade daily as 
a short cut in the busy downtown 
section, says Mr. Card, “and we 
like that 
must pass a lot of merchandise. 


because those people 


Eventually on their trips through 
the arcade they purchase some- 
thing they see. 

“As the traffic moves through 
from street to street our staff 
has occasion to greet many peo- 
ple by name, thus building friend- 
ships, and renewing contacts with 
old customers, learning new appli- 
ance and other needs. Our adver- 
tising on the radio and newspaper 
alike stresses McCabe’s Arcade. 
I doubt if there are many people 
in our immediate vicinity who 
haven't been in to see this arcade.” 

The large appliance store has 
an excellent showing of merchan- 
dise which is displayed attrac- 
tively. Of considerable interest is 
a large sign on a wall up near 
the front window on which are 
listed most of the appliance lines 
handled hy McCabe's. 


Prices Indicated 


Mr. Card points out that his 
firm uses a large price ticket on 
each appliance displayed, and on 
each ticket is written a complete 
description of each appliance and 
its important features. 

“We find such a descriptive 
ticket very useful in making addi- 
tional sales.” says Mr. Card. “If 
the customer is looking over the 
appliances. waiting for a_ sales- 


man. he reads the cards and. to 





This is the alley entrance to 
McCabe's Arcade at the rear of the 
hardware store. 
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Part of the appliance store display includes this listing of 
various types and brands of appliances offered by the store. 


a certain extent, sells himself. 
Then, when the salesman waits on 
the customer, the notations on the 
tickets remind him not to forget 
the important features of each 


appliance.” 


The Good Will Ambassador 


This firm’s policy on appli- 
ances is novel in respect to cus- 
tomer approach. A full time man. 
with a forte for making acquaint- 
ances, is employed to visit all 
homes in Petoskey and nearby 
communities. The man _ is_ in- 
structed especially not to sell but 
to make friends and create good 
will, 

This man carries lollypops for 
the children, a small package of 
free lawn seed for the home 
owner, etc. and makes a_ report 
on his calls to the store. He tells 
the homeowner about McCabe's, 
invites him and his family to 
visit the store when in Petoskey 
and makes no direct effort to 
sell. He also visits all rural] fairs, 
festivals and auctions making new 
friends and 


renewing acquaint- 


anceship with old customers. 


Inevitably, of course. he makes 
many sales as a result of this 
approach, because people always 
will talk about appliances they 
need immediately or which they 
plan to buy in_ the 
This acquaintanceship policy, of 


future. 
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course, often leads directly to 
some sales and months later to 
others. 

Appliances also receive econ- 
siderable advertising on McCabe's 
daily radio program. The weather 
report is given at 7:20 a.m. each 
day, while appliance news comes 
on at 8:30 a.m. 

If the weather is going to be 
clear, the theme song of the radio 


program is “Blue Skies.” and if 


its goine to be cloudy or othe: 
wise inclement, the song played 
Weather.” 

division and 


MeCabe’s 


each a high annual volume ol 


is “Stormy 

The new appliance 
arcade have — helped 
business in 1947, with a 54.2 per 
cent increase thus far in 1916 


over 1917 totals. 


Trailer Advertises Town 


Last vear MeCabe’s established 


a WwW holesale electrical division 
which acts as distributor for some 
nationally this 


area of Michigan. A 12-ton alumi 


known lines it 


num body semi-trailer with 2-ton 
tractor was bought and placed in 
operation recently to haul bottled 
vas and appliances from distances 
as far south as Louisville. Ky. The 
Petoskey 


realized the publicity 


Chamber of Commerce 
value of 
such a truck traveling great dis 
tances and spent $300 to have it 
decorated suitably with pictures 
depicting the Indian lore of the 
region, 

Mr. Card says that Petoskey 
was named after a famous Indian 
chief called “Chief Pet-O-Sega.” 
The Petoskey 


most beautiful in upper Michigan 


region. one of the 


is centered in a_ stable agricul 
tural area and also plays host to 


thousands of tourists each year. 








Farmers See What They Want Here — and Buy It 





The retail store of the Jennison Hardware Co., Bay City, Michigan, recently 

featured an excellent farm item window which attracted considerable atten- 

tion. The window wall background carried paper trim which pictured outdoor 

farm scenes, while the merchandise displayed included mailboxes, dairy filter 
discs, cream and milk cans and other items that farmers use. 
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Remodeled Store Attracts | 


The tool section 
is located near 
the front. Every 
article there is 
within reach of 
the customers. 


Wires T. F. Bolles, 


purchased the West Salem Hard- 
ware Co.. West Salem. Wis.. in 
November. 1945, in the heart of 
an excellent rural community. he 
had several merchandising ideas 
in mind, 

Mr. Bolles was sold on the idea 


that the rural trade would patron- 
ize a modernized hardware store 
in greater numbers and would 
react to better display. cheerful 
better 


salesmanship just as city  cus- 


store surroundings and 


tomers do by making more 
purchases. He also felt that such 


j 





All types of electrical appliances are repaired in the store with 
the exception of radio which is handled by another local concern. 


10 








a large, modern store, with as 


complete service as __ possible 
would be able to compete for 
local and nearby trade with stores 
located in La Crosse. Wis. 


14.000) only 11 


{ pop- 
ulation miles 
distant. 

His second idea was that with 
as large a store as the one he 
had bought. a 50 by 100 ft. build- 
ing, with a 48 by 60 ft. 
room, he should be able to work 


show ° 


out a display arrangement which 
would double his display and 
“expose” the customers of his less 
than 1.500 population town to 


more desirable merchandise. 


Modernization Begins 


To carry out his ideas. he 
called upon the Wisconsin Retail 
Hardware Association which fur- 
nished him with a set of floor 
plans for his store after making 
a survey. However. with fixtures 
dificult to 


and with 


immediately 
skilled labor 


scarce, Mr. Bolles’ immediate mod 


obtain 


local. 


HARDWARE AGI 








erm 


tor 
tur 
sto 
so 
ot 
sib 



































£ 


et 


‘tts | the Entire Farm Family 


W est Salem Hardware Co. modernization has cost 


ceeanen pine sims stele less than $5,000 to date and sales volume has 
for the time being. He felt that : . ‘ 
nae ae increased 35 per cent. Service an aid to sales 
' further delay would deprive his 


store of possible added sales, and 
so he set about to handle as much 


be of the modernization job as pos- er 7 ) = 
i i i artne sse : *K. ‘ream cans, the latte! ocatet 

i sible with his own crew. partner, Ru ell Me iit lor cre 

estimate that their display space close to the wrapping counter 





The Staff Helped has increased about 2, times as Directly behind the wrapping 
F a result of the new program. counter the new, modernized 
He obtained the services of a The width of the store permits paint section, also with indirect 
skilled carpenter to make some five aisles. which are an impor- lighting. instantly attracts the at 
of the counters and wall cases. tant aid in handling trafic on tention of heavy trafic. Increased 
and also was able to purchase a rush days. Traflic can move about paint, varnish and related sales 
few. But the remainder of the inspecting merchandise without have resulted from this location 
modernization job, including the creating many congested spots. and display. 
electrical, plumbing, floor sand- Inspection of more merchandise 
ing and varnishing was done by also helps in making more sales. Not Only for Farmers 
the store staff. The only thing hecause customers frequently find 
the establishment now lacks is a items they want and bring them However, Mr. Bolles and Mr. 
modern store front, which is next to the counter to be wrapped. Whitlock do not regard their 
on the program, reports Mr. \ large. indirectly lighted steel store as one which caters more to 
Bolles. soods section. a shelf hardware the farmer than to the farmer's 
Total modernization costs to display, tool area. including family. There are excellent. qift. 
. date are helow $5,000 and sales power tools, have proved espe houseware and = appliances — se 
ith as volume has increased over 35 pet cially interesting to farmers as tions in the store. so that the 
sible cent. Both Mr. Bolles and_ his has a table display of milk and entire farm family can shop here 
e fon 
stores 
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The paint department has adjustable shelving and is located behind 
the cash register and wrapping table—a fact that aids paint sales. 


at the same time. with consid- 
erable merchandise for all of 
them. 


The key to a successful appli- 


ance department, both partners 
feel. is an efficient service section. 
\ large. well equipped shop, 
LO ft. directly 


devoted to 


measuring 48 by 
hehind the 


service work, including plumbing. 


store is 


Practically any appliance can be 


serviced here, including electric 


refrigerators. Radio work, how- 


ever, is sublet to a radio tech- 
nician in West Salem. 

The owners of the store and 
the service man make frequent 
trips to town and farm homes to 
deliver, call for, or repair appli- 
have 


ances on. the spot. They 


even been called into La Crosse 


"New Look" Paint Window Attracts 


OMEN are deeply interested 


in and conscious of “the 


on numerous service tasks, an in- 
dication of how high this service 
shop rates with customers. 


Contacts made with customers 
this way are proving very val- 
uable in obtaining prospect leads 
for appliance sales and have 
aided the 
fine monthly total of 
Both 


future in appliance sales. 


store in achieving a 
business. 
owners see an_ excellent 
Future expansion plans include 
a new store front and a possible 
display use of some space now 
occupied by the service shop. 
Both Messrs. Bolles and Whit- 
lock are glad that they did not 
tackle 


job until assured that all services 


wait to their remode"™’ 
and materials were available. To 


have waited, they feel, would 
have deprived them of many sales, 
which for many months now have 
helped to keep the cash register 


in healthy condition. 





Steel goods and feminine utility items are featured in this section. 





new look” in clothes. and_ this 


phrase has a publicity value in 





“The new look" as the Delta Hardware Co. used it in a paint display. 
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Attention 


every town and city in the nation. 

The Delta Hardware Co., Esca- 
naba, Mich., recently capitalized 
on this “new look” phrase by 


dressing several windows with 
copy centered around giving “cars 
that new look” by using a cer: 
tain brand of paint. and giving 
home and furniture that “new 


look” with special paints. 


Added Atmosphere 


The windows also contained a 
T-square and other measuring in- 
struments which together with the 
background, helped to set the 
atmospheric stage for the modern 
“new look” windows. 
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“Go See Lyon About It,” Say 


Local Hunters and Anglers 


Struthers, Ohio, dealer knows his sporting goods 
and is always ready to pass on information to 
customers. Homemade devices aid his employees 


be his Struthers. Ohio, 

store, L. L. Lyon is always near 
the sporting goods department. 
This department is as large as 
those in some of the big firms in 
the very much larger city of 
Youngstown. But here the simi- 
larity ends. For it is a common 
expression to “Go see Lyon 
about it,” when it comes to select- 
ing hunting or fishing equipment. 
Mr. Lyon is a qualified advisor 
on such important matters. With 
over 20 moose, deer, and plenty 
of Ohio small game to his credit, 
his suggestions carry weight that 
is horn of hard experience. You 
need only to enter his roomy 
store and see the awe-inspiring 
moose heads staring down from 
the walls to know. He can tell 
vou what cartridges are best for 
the game in mind. He knows what 





1/2" Crow's Foot 











45° Elbow 


_size and gage of shell to use for 


Ohio small game. How to main- 
tain properly a fine firearm in 
first-class condition is a fine art 
with him and he knows the best 
kind of outdoor clothing to wear 
and what sort of camping equip- 
ment is best suited to a specific 
locale. “Go see Lyon,” is a rem- 


edy often sought in this area. 


It Gets the Business 
Does this 


revenue to the store? You bet 


bring any added 


it does! Ohio is a small game 
state and only last vear deer was 
put on the legal kill list. They 
can be hunted only with shotguns. 
Nevertheless, Mr. Lyon sells a 
very satisfactory volume of big 
game rifles and cartridges each 


year to sportsmen who hunt big 
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game such as bear and deer in 
the adjacent state of Pennsylvania 
and in Michigan. These hunters 
patronize the Lyon store because 
it carries a complete line of thei: 
special needs and has a_ partic 
ularly qualified man to offer 
experience-gained suggestions. 
The same thing goes for fishing 
equipment. An ardent angler, Mr. 
first-hand 


regarding the important aspects 


Lyon has knowledge 
of this ever-popular sport. Though 
fishing in the immediate vicinity 
is generally described in_ fisher- 
mans vernacular as “rotten”. 
there are excellent waters not too 
far distant. Mr. Lyon has fished 
these and countless other spots. 
Let the angler mention what he’s 
after and where, he will be told 
tackle 


will afford the most pleasure and 


accurately what sort of 


success, 

Displaying expensive items such 
as fishing reels can be a_ head- 
ache to many dealers because the 
loss through pilferage is high. 
Next, costly loss results from the 
accidental dropping of the reel 
and the consequent injury to the 
delicate mechanism. ~ Displaying 
them under glass can be a_ nui- 


sance hecause it entails countless 





The above illustration shows 
the construction of the pil- 
fer-proof reel fixture. The 
smaller drawing shows how 
reels are attached to it. 












handling by the dealer and an 


interested prospect may wish to 


see as reels before 
he makes up his mind. It’s dif- 
ferent at Lyon’s. He has a fixed 


many as I0 


ree] display. 
The Fixed Reel Display 


A 3-ft. galvanized 


half-inch pipe runs at a 45 deg. 
the end of his flat 


length of 


angle from 
top display table to the 3-ft. ply- 
wood back on which are displayed 

leaders, 
items. A 
crow s foot and short nipple to 
IS deg. 
secured leads the length of pipe 


to the 


spoons, lugs. flies. 
| I 


stringers. and related 


which a elbow has been 


IS deg. elbow secured to 


ihe floor flange set in the table- 


type display case. The various 


makes of reels are fastened to the 


pipe. Ordinary half-inch hose 
clamps secure the reels to the 
pipe in much the same manner 


as ip the reel seat of a fishing 


rod. Tis arrangement gives the 


prospect plenty of room to try 
the various actions before asking 
to examine a particular reel more 
eliminated 


closely. Pilferage is 


because a screwdriver is neces- 
sary to loosen the hose clamps. 
There are three of these reel 
displays fastened to the main base 
of the display table. “I needn't 
keep a worried eye on that spot 
while waiting on someone in a 
different part of the store.” Mr. 
Lyon says. “During fishing sea- 
often 
crowded with ideal 


inducement for pilferage. Many 


sons the displays are 


patrons, an 


of the reels are quite expensive, 
hence a loss can be serious. So 


far my scheme is working out 
swell and I'm glad to pass it on.” 

Having gone in for big game 
rifles and equipment for hunters, 
Mr. Lyon has also added a major 
item for fishermen. He carries a 
boat 
other two sports. he is equally as 


line of motors. As in the 
qualified in advising on the horse- 
power best adapted to the size of 
hoat or canoe owned by the pros- 
pective motor buyer. “It is a tac- 
motor too 


tical error to sell a 


large or too small. I try out 
motors the same as | do fishing 
or hunting equipment under 


actual sporting conditions.” 
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To expedite the handling of 


heavy barrels and drums and 
large packing cases, Mr. Lyon 


built a special chute from the 
dock at the rear of the store to 
the cellar. A counter-weight on 
a steel cable raises a 6 by 8 ft. 
cover exposing the chute. When 
not in use, the cover is part of 
the floor. The chute has 
slides on each side of the drop. 


steel 


In the center is a 12-in. width of 


stairs permitting anyone to go 
down or come up easily. At the 
same time this narrow stair offers 
down” which 


a guiding groove 


barrels and drums are easily slid. 


Another line in which the Lyon 


store enjoys considerable turn- 


over is paints. Here again the 
idea of service beyond mere sale 
prevails. “An estimator is’ sent 
to the proposed paint job and 
a fairly accurate bill of materials 
is made up. This gives the patron 
an excellent idea of what the job 
will cost him,” Mr. Lyon points 
out. “The idea of having an esti- 
mator go out on the job is a eood 
one evidently, because many 
requests for this service keep com- 
Pleased 
their neighbors who in turn tell 


others.” 


ing in. purchasers tell 


In the basement special stock 
bins for paints are maintained. 
The big feature about these bins 
is identification. Each bin has its 
color and type of paint stencilled 
on it. 


Wallpaper Goes Big 


Wallpaper is another big vol- 
item. As 
paints, the basement is lined with 


ume turnover with 
bins, properly identified, holding 
stocks of wallpaper. A great aid 
in selling is a neat selection sam- 
ple book. This sample book is 
given free .to anyone interested. 
It states the price per roll and 
methods for esti- 


gives simple 


mating amounts needed and 


steps to take for papering a room. 
book. a 


very attractive wallpaper display 


In addition to this 


is set up on one wall of the store. 
It is 13 rolls long and 13 rolls 
high 


wound to show 


each roll partly un- 
the design. And 


in the corner of each roll is the 


with 


identification number and _ the 
price. 

If desired, an estimator will 
cheerfully go over the job and 
state a figure. “This was a com- 
mon way to do not so long ago,” 
Mr. Lyon observes. “But we get 
fewer and fewer calls to make 
wallpaper estimates now. People 
are discovering how simple it is 
and do their own figuring. It 
gives them a sense of competence 
to come in and tell us how many 
rolls of this and how many rolls 


of that they need.” 
Major Appliances 


Another phase of Mr. Lyon’s 
successful merchandising has been 
his entry into the major appli- 
ance field. “I feel I 


so many friends in selling sport- 


have made 
ing and hardware items. that | 


can safely carry major appli 
ances. So far my belief has bee: 
justified. People will buy major 
appliances from the man who has 
been honest with them in othe: 
dealings. I carry only well-known 


“People know 


them through 


lines.” he states. 


all about national 
advertising.” 

His usual practice is to obtain 
one-third down and the balance 
in monthly payments and the pur- 
chased items are not financed out- 
side of the store. They are car- 
ried on the books with a seven 
per cent carrying charge. People 
like the idea of 


directly with the owner and don't 


doing business 
generally object to the carrying 
Monthly 


mailed followed by 


charge. statements are 
a personal 
cal] 60 days after non-payment. 
The appliance is re-possessed 
when settlement cannot be made. 

In cases of a temporary finan- 


Mr. Ly on 


tries to work out a plan whereby 


cial distress nature. 
neither he nor the customer is 
hurt. It must be remembered that 
this section of Ohio is dependent 
on steel mills for economic stabil- 
ity and many departments are 
still idle in the mills because of 
strike. The em 


plovees had their source of in- 


the recent coal 


come shut off. To these he eives 
all aid possible but unless the 
prospect is known to him, he 


(Continued on page 63) 
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KEEP 22 AMMO SALES 


HOT THIS SUMMER 
Push Popular 





Remington ‘Hi-Speed’ 22’s — 


for Plinking Purposes 


For every smallbore rifle shooter bang- 
ing away at a paper target, there are 
dozens of others toting their 22’s along 
on vacation trips, on the farm; not to 
) activity in youngsters camps. 


mento 
| 





Result: there’s a great amount of 22 
immunition burned up “‘plinking”’ at 
tin cans—or just practice target shoot- 


ing against a high dirt bank 





“Plinkers”’ will go for Remington “‘Hi- 
Speed”’ 22 
gives them more power... 
tration. It has smashing energy, “‘flat’”’ 
accuracy. 


ammunition because it 


more pene- 
hair-line 


trajectory, and 





Kleanbore’’ priming ends the chore 
of gun cleaning. Shooters are sure to 
like all the Remington 


Hi-Speed cartridges! 


features of 
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Summer is the time for family fun. 
But too often, each member goes off 
to pursue his favorite recreation. Re- 
sult: the family group, split up, lose 
a lot of pleasure they could have by 
staying together... and SHOOTING! 

Rifle or shotgun shooting sports 
can be enjoyed by every member of 
the family. Junior and Sis can com- 
pete on more equal terms with Dad. 
Mom doesn’t have to take a back 
seat, either—she can have as much 
fun as anyone else! You can further 
the growth of shooting sports—in- 








crease your own sales 
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by encourag- 
ing shooting as a family affair. Sum- 
mer time is the ideal time for such 


promotion. 


Not only will ammunition sales 
spark, but rifles and shotguns will 
come in for more attention. You'll 
not have just a ‘‘one-shot’’ idea, 
either, because shooting is a year- 
round sport. Importantly, if you 


generate family interest you’re sure 
to see them all in your store more 
often. Being headquarters for a fam- 
ily’s needs can’t help but build up 


repeat business. 








You're Due to Profit From Backing Up 
“RANGER” Rifle Shooting Program 


Promoting shooting activities naturally 
promotes sales. That’s why you’re sure 
to profit from the “Ranger” program 
sponsored by the Sporting Arms and 
Ammunition Manufacturers Institute. 

This nationally advertised program 
is designed to 1) make more people 
want to shoot; 2) help show them how 
to shoot; and 3) help them develop a 
place to shoot. It appeals to young and 
old alike. 

Here’s how dealers can take advan 
tage of the program: a) distribute FREE 
Ranger targets; b) display the colorful 
Ranger counter card; c) read Ranger 
literature directed to dealers. 

Just dropacard now to theS.A.A.M.I 
at 343 Lexington Ave., New York 16, 
N.Y. Tell them you want to know more 


about the possibilities in the 


pront 
Ranger program. Ky return mail you'll 


learn all about the promotion, receive 





BE A RANGER 


WIN A RANGER 


SHOOTING EMBLEM 





~~ ASK FOR 
INFORMATION 
Mm, AND 





several 


the counter card and targets, 


plus informative literature and 


you'll see how it will boost 22 rifle and 


ammunition sales 





V. O. Leckeby, power tool salesman, 
is seen in the power tool basement 
showroom. A room in the rear is 
also given over to power tools. 





Skilled Mechanics Their Best 
Power Tool Customers 


Ax ever-growing 


volume of business on power tools 
is boosting profits at Skandia 
Hardware Co., Rockford.  IIl., 
store. Located in the firm’s large 
basement, this line has expanded 
steadily until it now occupies con- 
siderable area. According to R. E. 
McCartney, power tool sales man- 
ager, the line will soon be ex- 
panded so that all the wood turn- 
ing power tools can he hooked 
up by interested customers and 
operated under the guidance of a 
special supervisor. It is expected 


16 


This department of the Skandia Hardware Co. 
has outfitted many basement home workshops 
and has permitted many customers to do sub- 
contract work—and it also increases volume 


that this move will further in- 
crease sales. 

Items such as lathes with a 
clearance of 24 in. between 
spindles, $195, and 
lathes with 56-in. clearance, sell- 
ing at $280, are good sales items 


selling at 


at this store. 
Mr. McCartney states that many 
of the firm’s power tool customers 


are skilled mechanics who work 
full time shifts in Rockford fac- 
tories. These mechanics set up 
machine shops in their own home 
basements and take small contract 
work from factories. for small 
parts, to do in their spare time. 

Many a mechanic works one to 
two hours several nights a week 
or half a day on Sundays and 
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In 1869 the driving of a golden spike united 
the Union Pacific and Central Pacific Railroads... 
joined our eastern and western coasts. 


In the same year Thomas Edison patented an ~~ 
_ 


automatic electrical voting machine. The Indian 
Wars officially ended. Popular songs were “Shoo 
Fly, Don’t Bother Me,” “The Little Brown Jug,” and 
“Up in a Balloon.” 


SIRT REE ERs 


And—in 1869 David Round founded the chain 





































f making organization which today operates factories 
f in six U. S. cities . . . whose products are sold by 
hardware dealers throughout the world. 
’ David Round learned his trade as an apprentice 
j at his father’s hand forged chain plant in Stafford LAAUHAN PM AVES 
shire, England. A master craftsman, he demanded | ZALES LE" ([HAIN 
‘ the utmost in fine workmanship . . . refused to com : 
promise with quality. His insistence upon pertec- THE CLEVELAND CHAIN &MFG.CO 
tion, continued through three subsequent genera- Cleveland 5, Ohio 
7 tions of the Round family, forms the basis for today’s ome ~. Aeapuinent enimaitiat Cit Cmeedie: Gen Clan 
hi rh gua it r Stz a : en : ic . ertihe . land Ohio © The Bridgeport Chain & Mfg. Co., 
gh quality standards of Cleveland Chain. It is one CHAIN INSTITUTE? Brdecrore!. Conn. * ‘Seattle Chain & Mfg. Co. 
of the reasons why there is greater security and p Seattle 8. Wash ¢ Round California Chain Co 
a - ae oie Member - So. San Francisco and Los Angeles 54, California 
certain customer satisfaction in every Cleveland link eae? Woodhouse Chain Works, Trenton 7, New J 
P&!l 22 
Since 4? 1869 
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holidays, in his basement shop, in 
addition to a full factory work 
week schedule, turning out ma- 
chine parts, says Mr. McCartney. 
In this way, skilled workers add 
considerably to their income and 
also lay the groundwork for re- 
tirement on a part-time basis. 


Profits After Hours 


Rockford, with a population of 
more than 100,000, is one of the 
most highly industrialized cities 
in America. Precision machine 
tools and much other fine indus- 
trial equipment is made there, and 
so the opportunity exists for 
numerous workers to have _ base- 
ment shops, whereby extra income 
Such 


opportunities jus- 


can be earned regularly. 
profit-making 
tify the expenduture of $2,000 to 


$3,000 in basement shops which 


some of these workers eventually 
invest. 

Mr. McCartney says that these 
skilled workers buy one piece of 
equipment at a time, usually pay- 
ing cash. A month or so later they 
buy another until their shops are 
equipped. He believes that many 
other industrial cities can dupli- 
cate the basement shop sub-con- 
tract setup as is practiced in 
Rockford. He also says that he 
thinks this trend will continue in 
many industrial com- 
munities, making many workers 


American 
entrepreneurs in a small way. 
Sells Factories 


In addition to selling to the 
trade. the Skandia Hard- 
ware Co., through its power tool 


reiail 
staff, also sells to factories, gar- 
ages and other industrial institu- 


tions. Due to Rockford’s high in- 


dustrial rating, sales from these 
industrial sources are decidedly 
substantial. 


Affords Privacy 


The roomy basement of the 
store where power tools are dis- 
played affords customers consid- 
erable privacy in discussing their 
purchases and the terms. Power 
tools, especially the larger items, 
are displayed in a manner that 
permits prospects to inspect them 
from all angles. 

The Skandia Hardware Co., one 
of the oldest hardware stores in 
this city, was modernized about 
four years ago. Present officers, 
related to the 
founders, are G. W. Peters, presi- 
Richard A. 
Peters, vice president; Arthur L. 
Johnson, secretary, and U. Olson, 
treasurer. 


some of them 


dent and manager; 


Features Auto Tires Outside the Store 
And Finds That It Means Sales 


FORMER tire and automo- 
hile accessory store owner, 
kK. J. Treiber. who now operates 
the T. & T. Hardware, Escanaba, 
Mich.. continues to feature these 
lines alone with hardware. The 


line is very profitable, he says. 


SPARRO NT 


Good 


door showings of tires, helps to 


display. including  out- 


hoost sales, says Mr. Treiber. 
He has built a special tire dis- 
play platform on rollers on which 
can be shown 10 or 12 tires at a 


time. This platform can easily 
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This movable tire rack has been responsible for many a sale. 
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be shoved out into his entrance 
each morning and pushed back 
in at night—with the tires on it. 
“Outs'de display of this type 
tires.” states Mr. 


helps — sell 


Treiber. “Sometimes when we 
have a special price on tires we 
post it on this rack. Once when 
we featured a special price we 
sold three tires of a popular size 
in one hour.” 

Mr. Treiber has tires on dis- 
play on this platform during 
many months of the year. People 
who pass the store regularly he.e 
come to know that this store han- 
dles tires and drop in for a look 
when they need tires. 

This hardware’ store owner 
likes the hardware field because 
it’s possible, he declares, to get 


traffic. 
trafic stream many sales can be 


a large daily From this 
made every day, with the opportu- 


nity to suggest many _ related 
items. Formerly, in the tire and 


field, Mr. 


Treiber, had to work hard to get 


automobile accessory 


selected prospects into the store. 
Now, with the daily trafic stream 
being high in his hardware store, 


he gets his tire and automobile 
prospects without additional cost. 
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The Fishing and Hunting Industry Joins the National 
Hardware Show in the greatest merchandising event of the year 


at Grand Central Palace, New York City---Oct. 12, 13, 14, 15, 16. 


Endorsed by the Associated Fishing Tackle Manufacturers, the FISHING AND HUNTING 
DIVISION will occupy an entire floor of the NATIONAL HARDWARE SHOW, one of 


America’s greatest trade shows. 


The FISHING AND HUNTING DIVISION, combined with the NATIONAL HARDWARE 
SHOW, is the result of a demand from thousands of buyers throughout the country in-the 
hardware, sporting goods, department and chain store fields, who annually attend the 


NATIONAL HARDWARE SHOW. 


An intensive advertising campaign will reach and invite to the Show every buyer of fishing 
and hunting equipment in the country, assuring the manufacturers of this equipment the 
greatest buyer attendance ever assembled under one roof atonetime. This is a trade show 
—the public will not be admitted. 












Space is limited in the FISHING AND HUNTING DIVISION .. WIRE, 
WRITE or PHONE NOW.---for floor plans and information to 


THE FISHING AND HUNTING DIVISION 
OF THE 


NATIONAL HARDWARE SHOW 


Suite 1103--331 Madison Avenue New York 17, N. Y. 
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Revolving Window 


Display Stops 'Em- 
Pulls ‘Em In 


House of Ruttenberg has made an actual check 
on sales and has found that merchandise shown 
in this type of display has doubled in volume 


\A 
O UR revolving 


window display attracts more at- 
tention for our store than any 
other display we have ever had.” 
says Al Strauss. manager of the 
House of Ruttenberg. Camden. 
N. J.. hardware store. “It has also 
been responsible for doubling the 
sales of all merchandise that is 
displayed on it. We know this to 
be an actual fact. because we have 
made a check from time to time 
to see if our revolving window 
display is worth the effort. and it 
has proven to be worth more.” 
The check on seeing if the re- 
volving display brought in any 
additional business was made 
some time ago by Mr. Strauss. 
Store salesmen were told to re- 
cord on a special pad all mer- 
chandise displayed on the revolv- 
ing window display. that was sold. 
Time and again, he noticed sales 
doubled for items on this display. 
And shelf warmers became sellers 


when given space in it. 
The Valve of Motion 


“The value of motion in a dis- 
play window can not be over- 
estimated any time. and as far as 
I am concerned, motion — shall 
always be a part of any window 
displays that we ever have.” says 
Mr. Strauss. 

Mr. Strauss got this idea when 
he noticed how much other mov- 
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ing displays in windows attracted 
him. “Have you ever noticed how 
a crowd gathers around the win- 
dows of a pet shop,” he asks. “‘and 
stays there until the animals have 
curled up for sleep. The crowd 
does not show any sign of lagging 
interest until the animals have 
stopped romping and scrambling 
for food. Would stuffed dogs or 
chickens attract the same atten- 
tion? Im sure they wouldn't. un- 
less there was some mechanical 
device to impart motion to them. 
There——in one word ‘motion’ is 
the answer to the interest aroused 


by certain displays.” 
Making the Display 


The Ruttenberg Hardware Store 
has a long and narrow entrance- 
way into the store. The show 
window along this entranceway is 
built shallow so that it will not 
take up much room, leaving it 
for customers to walk into the 
store. The front of the entrance- 
way has a {4-ft. circular window. 
There isn't too much room for 
displays: whatever merchandise is 
displayed, must have eye appeal. 
And motion helps to create that 
eye-appeal. 

This show window has a revolv- 
ing table that is about 13 ft. in 
diameter, so that it is almost the 
size of the window. The turn table 
is operated by a 14 h.p. motor 
located in the basement. The turn- 


table is supported by casters on 
a track, for support, so that win- 
dow trimmers can dress the turn- 
table. 


The turntable keeps revolving 
continuously towards the entrance- 
way of the store. People looking 
at certain merchandise on this dis- 
play must walk with it if they 
wish to keep looking at it. This 
is the main reason why Mr. Strauss 
did not make the revolving turn- 
table stop at the halfway mark. 

“Inasmuch as our revolving dis- 
play was purposely made to stop 
traffic and bring it into our store,” 
Mr. Strauss points out, “we also 
took advantage of the revolving 
action of the turntable. It turns 
into the doorway of our store and 
never stops. The basic point is 
that people, looking at a display 
from the front, stay there and 
examine it, if it should stop. As 
ours doesn’t, they keep walking 
around with it and finally find 
themselves at the doorway to our 
store, look in and are attracted to 
the interior.” 


Divided in Halt 


The turntable display is always 
divided in half. One side features 
one line of hardware items and 
the second side another. In the 
spring he featured a full line of 
gardening supplies on one side 
and a complete line of paints on 
the other half. He feels that a 
revolving display, should feature 
two lines. More than two lines 
would be confusing and_ not 
allow sufficient room for two-sided 
displays. 

The turntable runs continuously 
from opening until closing time. 
At certain times, spotlights high- 
light certain parts of a display. 

“There are numerous ways that 
a hardware dealer can highlight 
a revolving display window.” says 
Mr. Strauss, “to make it look 
fresh and novel to people that 
pass by the store every day. We 
change our display every two 
weeks. which is quite often for 
the amount of work that is neces- 
sary to arrange it. But it pays off 
in the long run, for many cus- 
tomers have come to look upon 
our turntable as an indication of 
the pending seasonal and holiday 


needs.” 
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“SAFETY PLUS 5 





We know what 
your customers 
want in 
Socket Set Screws 


CHICAGO ~ 


ASSORTMENT NO. 15 


@ Especially designed for retail sale, this 
Chicago “SAFETY PLUS” assortment is made 
up of sizes selected after a careful check with 
manufacturers of home appliances, home 
workshop tools, etc. It contains only sizes that 
are in demand for fast turnover and profit. 

Packaged in a smart, clear plastic box with 
molded partitions, it makes an attractive 
counter display. Easily read decal listing con- 
tents according to location in box is applied 
to inside cover. 

Like all Chicago Screw Products, these 
set screws are backed by a 75-year record 
for the highest quality in selection of steel, 
manufacturing practices and packaging. 
Everyone is perfect to insure thread inter- 


changeability. 


- ine | 7 


a] “ny, 


4 
¥ 
‘7 






Size of the container is 8%” x 442" x 1%”. Assort- 
ment refills in standard packages of 25 pieces are 
available through your hardware distributor. 


Ask for “Chicago” products when ordering from your 
hardware distributor or write us for details and name 
of “Chicago Safety Plus’’ distributor nearest you. 


MAN AVE., CHICAGO 24, WL. 
Esta ablished 1872 





Draft Law Allocates 
Steel for Defense 


Ploesser amendment requires that small 


businesses receive 15 to 20 per cent more 


steel to fill defense orders. 


= new draft bill, 


signed into law by _ President 
Truman, includes a guarantee that 
small business will receive all the 
steel it needs for defense orders. 
The guarantee was slipped into 
the controversial draft bill by 
Chairman Ploeser, R., Mo., of the 
House Small Business Committee. 
Small business estimates that it 
has been receiving only about 
1 per cent of the total steel out- 
put in recent months. The guar- 
antee amendment should up this 
to somewhere between 15 and 20 
per cent, according to Mr. Ploeser. 

Control-minded congressmen 
had expected Mr. Ploeser to intro- 
duce his set-aside proposal in the 
form of a bill. But such a bill 
would have hit insurmountable 
hurdles in both Senate and House, 
end Mr. Ploeser knew it. So he 
waited until House military 
leaders were making a last des- 
perate attempt to save the draft 
bill and then threw in his amend- 
ment providing for  set-asides. 
There was no objection either 
from Republicans or Democrats. 
Caught off guard and with only 
a few hours to go before adjourn- 
ment, Congress agreed to Mr. 
Ploeser’s proposal. 

Briefly. the new law states that 
the President is empowered 
(through the Secretary of De- 
fense) to require steel producers 
to supply all the steel that any 
concern having a defense contract 
can use to fulfill such a contract. 

Putting it another way, if you 
hold a defense contract with the 
Federal Government and can't get 
enough steel to carry out that 
contract, tell the Secretary of De- 
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fense about it. The Ploeser amend- 
ment says the Secretary of De- 
fense will put the finger on the 
steel producers to see that you 


get it. 
Not Enough Steel 


The fact that there isn’t enough 
steel to go around this year 
and probably won't be next year 
—doesn’t bother Mr. Ploeser at 
this time. Somebody is going to 
get the short end of the stick. 
Meanwhile, the thing to do is to 
get yourself a defense order and 
let Secretary Forrestal figure out 
where the steel’s coming from. 

But producers are on the spot, 
too. The Defense Dept. tells the 
ABC Steel Corp. to ship 100 tons 
of steel a month to the XYZ 
Fabricating Co. The right to do 
so results from the amendment 
which reads in part: 

“Compliance with such require- 
ment shall be obligatory on all 
such producers of steel and such 
requirement shall take precedence 
over all orders and_ contracts 
theretofore placed with such 
producers. 

“If any such producer of steel 
or the responsible head or heads 
thereof refuses to comply with 
such requirement, the President, 


Washing’on Bureau 
Of Hardware Age 


through the Secretary of Defense, 
is authorized to take immediate 


possession of the plant or plants 
of such producer, and, through 
the appropriate branch, bureau, 
or department of the armed 
forces, to insure compliance with 
such requirement. 

“Any such producer of steel 
or the responsible head or heads 
thereof refusing to comply with 
such requirement shall be deemed 
guilty of a felony and upon con- 
viction thereof shall be punished 
by imprisonment for not more 
than 3 years and a fine not ex- 
ceeding $50,000.” 

Mr. Ploeser’s amendment also 
states that the President “shall 
recognize the valid claims of 
American small business” to par- 
ticipate in the defense program. 
It provides that small business 
shall receive a “fair share” of 
orders placed exclusively for the 
use of the armed forces or other 
federal agencies. “Smal] business” 
is defined as an enterprise not 
dominant in its trade or industry, 
employing fewer than 500 per- 
sons, and independently owned 
and operated. As in wartime. the 
President is authorized to seize 
any plants or factories that fail 
to fill armed service orders at a 
fair price. 


Census Bureau Will Quiz 
Business-Industry in 1949 


Washington Bureau 
Of Hardware Age 
HE United States Bureau of 


the Census — the nation’s 
oficial gatherer of facts and fig- 
ures — is getting ready to .take 


the first censuses of business and 
industry since 1939. The Census 
Bureau, realizing that many busi- 
nessmen chart their courses well 
into the future after studying the 
official government reports, has 
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been increasingly self-conscious 
about its out-of-date figures since 
the end of the war. 

This year the lawmakers did 
something about this lag in com- 
mercial statistics at the urging 
of Representative Harold C. 
Hagen, R., of Minnesota and 
President Truman signed Mr. 
Hagen’s bill into law. 

Mr. Hagen says the new law 
will satisfy an urgent need for 
up-to-date information concern- 
ing distribution, mineral indus- 
tries, service and other businesses. 

He further points out that the 
types of businesses affected in- 
clude growers, packers, refiners, 
manufacturers, distributors  (in- 
cluding wholesalers, brokers, job- 
bers, retailers and service estab- 
lishments). firms dealing with 
marketing problems (such as 
market research agencies, adver- 
tising agencies, newspapers, mag- 
azines, trade journals, and broad- 
casting stations), transportation 
agencies, government agencies, 
trade associations, chambers of 
commerce, universities, schools, 
libraries, and other groups. 

The new law provides for the 
first such census (except that of 
manufactures) to be made_ in 


1949 and in all subsequent years - 


ending in 4 or 9. Since provision 
for a census of manufactures is 
made in a current appropriation 
bill, the first census of this type 
will not be made until 1954. 

Although the Census Bureau 
estimates that it will need about 
$14.000.000 to tackle the new 
project, it believes that over a 
10-year period there will be no 
increased cost, 

Representative Michener, R., 
of Michigan, warned the Census 
Bureau, however, to avoid red 
tape, unnecessary questions and 
burdensome forms in its collec- 
tion of business statistics. “I hope 
that in taking the census some 
practical businessman wil] have 
something to say about the ques- 
tions, the answers, and the form 
in which this census is taken,” he 
declared. “This census is for the 
henefit of and the help of our 
businessmen and industry, and if 
we can have more efficiency, less 
red tape, forms, and needless 
questions, maybe some good will 
come out of this census.” 








1945 











Answer this question, Homer Sneeé, 
4nd youll be living on Easy Street!” 


WIN A MILLION | 

























Emcee: “How much does it cost, by Air Express 
To ship 10 pounds 1200 miles, no less?” 
“Why didn’t you ask me that before? 
All it costs is $3.84! 


“T use it many times each day— 
It’s the fastest possible way to make hay! 
Easy Street’s already my address, 
Thanks to Scheduled Airline Air Express. 


“‘What’s more you get door-to-door service, too 
—And all at no extra cost to you. 
In these days of price inflation 
Air Express rates are cause for elation!” 


7 cm * . a ° 
Specify Air Express-Worlds Fastest Shipping Service 
, 

e Low rates—special pick-up and delivery in principal U.S. towns and 

cities at no extra cost. 
e Moves on all flights of all Scheduled Airlines. 
e Air-rail between 22,000 off-airline offices. 
True case history: Truck and auto parts comprise big portion of Air 
Express shipments. Keep equipment rolling! Typical 36-lb. shipment 
picked up Detroit late pee my delivered Salt Lake City noon next 
day. 1507 miles, Air Express charge $16.58. Any distance similarly 
inexpensive. Phone local Air Express Division, Railway Express Agency, 
for fast shipping action. 





GETS THERE FIRST 


Rates include pick-up and delivery door 
to door in oll principal towns ond cities 





AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES oF THE U.S. 





A Fishing .Contest Baits 
Store's Prospect List 


Foster Hardware offers a rod to the ''senior”’ 
and a rod and reel to the "‘junior’’ who catches 
the biggest one. The store catches customers 


L oc ATED in an area 
where there is excellent trout fish- 
ing, Foster's Hardware. of New- 
berry, Mich., is sponsoring two 
speckled trout fishine contests. 
One contest is for seniors and the 
other is for juniors. The senior 
prize is a $50 fly rod while the 
junior prize is a telescope rod 
and reel, 


Must Register at Store 


One feature of this contest is 
that all contestants must  previ- 
ously register at the Foster Hard- 
ware. There is no need to make 
any purchase, but contestants’ 
names must be on the firin’s 
books. It’s an excellent wavy of 
building prospect lists and store 
traffic. 

In announcing the contest and 
its rules, the hardware store pub- 
lished a two-column, 10-in. adver- 
tisement on April 23. Attention 
was called to the fact that a 
junior could also win the senior 
fishing contest provided he quali- 
fied for it. 

Another interesting feature of 
the contest is that entries in the 
junior division must be from 
Teaspoon Creek only. Teaspoon 
Creek is unique in itself. It is 
stocked and = maintained with 
trout by the Tahquamenon 
Sportsmen's Club. with — signs 
posted along the creek saying that 
adults should refrain from fish- 
ing here. All fishing privileges 
there are granted to youngsters. 

This move has been greeeted 


with joy by youngsters in New- 
berry and vicinity. Fathers. how- 
ever, may be on hand on the 
Teaspoon with a son or daughter 
but only as insiructors. When 
the club voted to encourage this 
practice. it laid down a rule that 
the father’s efforts must be lim- 
ited to baiting the hook. spitting 
on the bait’ and pulling the 
youngsters out of the water. 

Trout fishermen look upon 
Foster's sports department as 
their Mecca. They swap stories 
about trout fishing with the man- 
ager. store employees and others: 

Northwoods trophies and relics 
are brought to the store by ‘inter- 
ested customers. These items are 
displaved in the department and 
always attract attention. For 
example. there are three huge 
bear traps on display in the de- 
partment. One is a hand-made 
affair turned in by an old settler. 
Another is a fungus which was 
atop a tree stump and is as large 
ovally as the top of a washtub. 
A lumberjack brought in a pair 
of handmade horseshoes. All 
these are iiems which are of 
great interest to people residing 
in this area. 


Publicizes the Area 


Mr. Foster says that each year 
the local sportsmen’s club stages 
fishing activities of some sort to 
publicize the area. The famous 
Tahquamenon Falls is located 
near Newberry. It is a falls which 
every tourist is urged to see. 

One year. Mr. Foster states. the 


_ ATTENTION, FISHERMEN! 
SENIOR AND JUNIOR 


‘FISH CONTEST 


APRIL 24 TO SEPTEMBER 12, INCLUSIVE 
Register for our Speckled Trout Fishing Contest, and 
win one of ow Grand Prizes, that we are offering to the { 
+ qualified winners. 
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SENIOR PRIZE 
A $5000 GRANGER FLY ROD 


JUNIOR PRIZE 


\ BRISTOL TELESCOPE ROD AND REEL $ 
. z 
: REGISTER NOW 3 
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This ad, two columns wide by 10 in. 
high was used to announce the con- 
test on April 23. Attention was 
called to a provision making it pos- 
sible for a junior" to win a “senior” 
contest provided he qualified for it. 


sportsmens club held a_ trout 
fishing parade. The trout catch- 
ing king was crowned with a 
resplendent crown of beer bottle 
caps. amid the thunderous ap- 
plause of hundreds of onlookers. 

Mr. Foster and his staff sell 
many firearms in this area. In 
selling them they sell safety by 
stressing safety rules in handling. 
In this way. they help to hold 
hunting accidents to a minimum. 
Gun safety placards are dis- 
played prominently throughout 
the store, 
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The wonderful new 
plastic-base finish 
your customers have 
been waiting for! 


Wipe-On is so good—its uses are so many—you'll sell this 
amazing new miracle finish to every one of your customers! 


It has every advantage you've always wonted. Three sizes 
give you ao good range of prices—its unique method of use 
gives you tremendous consumer appeal. And best of all, 
it is a product that every home in America needs and wants. 


Wipe-On is being introduced right now by powerful point- 


of-sale demonstrations in all key cities. Consistent ads in Half Pint. .....59c retail 
Good Housekeeping will pound home the Wipe-On story, 


beginning in August. Full-color, easel-backed displays— Quart......$1.98 retail 


for counter or window use—ore now packed in every Gallon ..... $5.98 retail 
Wipe-On shipping carton. Ad mats too... plus other local 
promotion for special needs. 


So hurry! Get Wipe-On now and be the first in your area 
to cash in with this fast-moving new housewares item! 


EMBREE MANUFACTURING CO. + ELIZABETH 4, NEW JERSEY 
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Are You Getting Your Money's Worth 
From Your Newspaper Advertising ? 


Always make sure of the sales appeal of your ads by 
using the check system and checking up on the value 
of your headline, illustrations and body copy 


= time you OK 
one of your newspaper advertise- 
ments, you @re actually paying 
the bill. As manager of a hard- 
ware store, your approval means 
that the ad is ready to run. It 
means that this promotional piece 
is the best possible for the money 
and that it will do a maximum 
job of selling. Even if the ad is 
small and the amount of money 
involved negligible, it represents 
a portion of your working capital. 
And money spent in advertising 


must mean money earned in sales. 


The Check System 


Are you getting your money's 
worth from your newspaper ad- 
vertising? When you approve an 
ad, are you sure that it will bring 
in the desired returns? Will your 
sales volume increase? It is, of 
course, impossible to answer these 
questions positively. Exact results 
are impossible to predict. How- 
ever, it is possible, by means of 
scientific practices, to determine 
a “safe” gage within which you 
can work. One of these practices, 
the check system, can minimize 
the uncertainty of promotional 
material. 

Is it possible to predetermine 
the eficiency of a headline, body 
copy, an illustration? Can the 
quality of a sales appea! be pre- 
judged? Yes. 

While the exact amount of re- 
sulting sales cannot be predicted, 
we can determine to what extent 
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By IRVING SETTEL 


Advertising Manager, 
Concord's, Inc. 
Instructor of Advertising, 
Pace Institute, New York City 


A 
a 


these elements are doing their 
respective jobs. 

As the man who foots the bills, 
you are vitally interested in 
results. It’s your money and you 
feel too that your judgment is 
to be final. However, while your 
personal opinion is important, it 
can seldom be used as an absolute 
measuring stick of public reac- 
tion. Many a hardware man has 
rejected a potentially — strong 
advertisement because he. per- 
sonally, does not like it. On the 
other hand, poor ads have been 
approved because a_ merchant 
liked them. Choice of advertise- 
ments is, unfortunately, often 
based purely upon _ personal 
opinion. This is a dangerous 
practice. 

An advertisement must be con- 
sidered as objectively as possible. 
You must think of it in terms of 
resulting sales, sales and more 
sales. Will the public be attracted 
by this headline? Will the illus- 
tration help to sell the goods? 
Will the copy really induce the 
reader to come into the store and 
make a purchase? The answer to 
these questions should be your 
euide .. . nothing else. How can 
one determine the answer? Very 
simply . . . by using the check 
system, 

When your advertisement is 


vVVv9v 
Part 24 


ready for approval. check the 
headline first. To the reader. the 
headline must offer facts of self 
interest. It must say, “This is for 
you; Here is what you need; We 
have what you want’. It must, in 
other words, arouse his interest 
so that he will voluntarily read 
further into your sales message. 

The headline carries the big- 
gest burden of “attention getting”. 
The headline must attract the 
reader's eye. It must start him on 
the road to buying. It gets him 
to read what you have to say. It 
must arouse interest. If it fails 
to do this, it is not performing 
its function and your money is 
being wasted. . 

Check your headline. Make sure 
it gets the reader’s attention. 
Make sure it is short, easy to 
read, well worded. Make sure that 
it will arouse the reader’s self 
interest, stimulate his imagination 
and promote action, 


Check Your Illustration 


One of the jobs of the illus- 
tration is to simplify the copy. 
Pictures make the ad more under- 
standable, easier to grasp. It 
makes the merchandise you are 
selling readily identifiable. 

Get pictures of merchandise 
into every possible ad. It helps 
the reader to imagine himself us- 
ing your products. This is one 
of the best ways to arouse self 
desires. 

It is important to remember 


HARDWARE AGE 











JULY 












cet a Quick Profit on 
PRO-TEX PADS 
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It ror THis BIG VALUE 
F INTRODUCTORY OFFER No. 976 


COMPLETE ASSORTMENT 
‘s MINIMUM QUANTITIES 
: FAST TURNOVER 


f Here’s a wonderful opportunity for you 
n to “eash in” on the big demand for 
PRO-TEX Pads! A popular assortment 
of patterns and sizes—plus the sturdy, 
attractive Display Rack. This star Silent 
Salesman takes little counter space, yet 
does a big selling job. You make $7.02 
profit on an investment of less than 
$10.00 (F.O.B. factory). 

If your jobber cannot supply you, write 
for name of nearest source. 


Gallonozy. 


METAL PRODUCTS CO. 


1820 EAST 37th ST. * CLEVELAND 14, OHIO 
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SANDING BLOC 








Fy | Parker 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., VU. S. 


the 
PARKER 


Indispensable in Home, 


Farm, Factory, Workshop! 


The big, sturdy, and easy-to-grip Parker Sand- 
ing Block is the new star in the famous Parker 
Line of Quality Small Hand Tools. A flexible 
cushion between block and belt, to follow the 
contour of the article sanded, assures a better 
job in less time with a minimum of wear on 
the abrasive. A patented clamp holds sanding 
belt firmly, yet permits quick and easy replace- 
ment of a fresh sanding surface from the 
magazine. Parker Sanding Refills are packed 
a dozen to a box in three different grades. 
Stock them for best. results. Go after larger 
profits with these new, faster selling, quality 
Sanding Blocks. 
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SEE AND i 4 
BU ¥Y IN a i HOME TOWN HARDWARE STORE 
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that illustrations can be difficult 
to understand. One way to avoid 
this is to give them captions. Pic- 
ture captions are often read 
before the copy. They help 
explain the content, make the 
appeal more understandable. If 
correctly used, a picture can 
greatly influence the reader to 
come into your store. 

As far as you are concerned, 
the body copy is the most impor- 
tant part of your advertisement. 
Here is your opportunity to pre- 
sent a sales message. In the copy, 
you can tell the reader about the 
hardware merchandise, about your 
store, your policies. 

So, check your copy carefully. 
Be sure that it sells before any- 
thing else. Be sure that it explains 
what the 
reader can benefit from its use. 


product is, how the 


Check your copy. Does it ring 
true? In order to establish con- 
fidence, a prerequisite to buying, 
the facts must sound true. Most 
readers have had so many “super- 
latives” thrown at them in current 
advertising that skepticism dom- 
inates their thoughts. It's up to 
your copy to subtly reassure him 
that he is getting the truth and 


nothing but the truth. You can, 
for example, tell him about satis- 
fied users or customers. You might 
use the names of well known 
brands. You can offer money back 
guarantees. Whatever you do, 
your message must sound credible 
to him if you expect to see him. 

Advertising must sell. If it 
fails to sell. your money is being 
wasted. The only justification for 
spending promotion money is 
increased volume. 

In order to sell a product. the 
advertiser must tell the reader 
what it is. how it works, what it 
can do. The advertiser must tell 
the potential customer what it 
will cost. Of course. it must be 
remembered that price means 
nothing unless benefits from use 
are included. Sales response is 
possible only when you can 
establisk in the reader's mind, 
the true value of a price. This 
holds especially true in a sale 
advertisement. A bargain is the 
sale of merchandise of known 
quality selling at lower than 
usual price. A person will act 
when he realizes that you are 
offering quality hardware at econ- 


omy prices. 





Fashioned to fit between windows, 


this luggage display invariably 
attracts the attention of people 
in the nearby giftwares section. 
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Spot Location Aids 
Sales of Luggage 


. GGAGE is shown in two loca- 
tions on the second floor of the 
Soo Hardware, Sault Ste. Marie, 
Mich., and one of the spots is a 
special display stand between two 
front windows. 

While the stand is small and 
fashioned to fit between the win- 
dows it has room for display of 
about 20 luggage items of average 
size. Due to its position. the line 
receives attention from much of 
the traffic that circulates in the 
nearby glassware and gift de- 
partments. 

Additional 


trunk items. is also shown on a 


luggage. including 
wall location at the right of this 
display. 

The Soo Hardware also has a 
harness and leather shop where 
leather goods of all kinds are re- 
paired. This shop aids greatly in 
building up a fine luggage busi- 
ness. 

















TRUE TEMPER 


THE § STAR LINE 


d 
3 
4 
J 
6 
] 
‘ 


THE AMERICAN FoR a. HOt 


’ 

\ HAMMERS: 
Dynamic Nail and Rip- 
per. Exclusive patented 
design. 


We HATCHETS: 
Patented Dynamic De- 
sign. Power centered 
balance. Years ahead in 
value and utility. 


W AXES: 

The Perfect and Flint 
Edge. Balance and utility 
wins universal user 
preference. 


* snovets: 
The Solid Shank and the 
Dynamic forged socket 
... both forged in one 
piece from a bar of steel. 


We STEEL Goons: 
Value leaders for more 
than100 years. Fire-Hard- 
ened handles add extra 
utility. 





Ye rops AND BaITs: 
The Rod of Champions 
eee The Lure of Experts, 


* HEDGE AND 
PRUNING SHEARS: 
Complete new line, fine- 
ly designed for top effi- 
ciency. 











¥* crass CUTTING 
TOOLS: 
Complete line of quality 
tools produced by mod- 
ern methods on modern 
equipment. 





Be 
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THESE OUTSTANDING 
FEATURES MAKE 





THE BEST SELLER 


@ Streamlined, designed, fits into an 


type home. 


cleanly 








y 


No. 624 Circulator 


®@ Scientifically designed special alloy steel inner 


unit protects outer cabinet from high ter 
peratures, eliminating objectionable 
fumes even when brand new. 
@ Three point floor contract keeps heater leve 
steady on any floor. 


Concealed valve, protected from small chi 


dren. 


for ellicient operation, 

Radiant circulators (700 Series) have full size 

interchangeable radiants, 

@ A.G.A, Seal of approval on all 
Heaters for all types of gas. 


Royal 


Royal heaters are better built, better designe: 
give continuing top notch performance. 


paint 


Royal Super-Heat Burner (all models) famous 


Gas 


l, 


L 


No. 728 Circulator 


Chattanooga Implement & Manufacturing Co. 
Chattanooga, Tennessee 


Quality... Sir 
Manufacturers of Royal Gas Heaters - Royal Fireplace Furnishings - Kol-Gas Magazine Heaters 


ice 1891 


| 




















CHROME PLATED 


WOOD SCREWS IN THE 
RE-FILL BOX 














% 8 sizes round head 

% 8 sizes oval head 

% Individually marked 
compartments 


Write for complete information on 
Sharon's 56 assortments. 





b 


Newest of 
56 Sharon | 


202 PURCHASE ST, BOSTON, MASS. 





[ 








CASEMENT 
OPERATOR 














Ce Tse ae better grade 


operator in the field. 


CN Shae Has steel channel arm, 


steel sash bracket, fibre slide and high 
grade brass finish on handle and 
screen escutcheon. 


Le ERATE Con be used with 


either right or left hand windows 


@ Cae ks in operation and unusually 


strong. 


Write for folder covering other items of 
builders’ hardware. 


PACIFIC BRASS & HARDWARE 
MANUFACTURING CO. 


1126 Chico Avenue, El Monte, California 


Warehouses in New York - Boston - Chicago 














Park Lake 
Demonstrations 
Sell Boats and Motors 


(Continued from page 31) 


traficked boulevard that circles 
the lake. 

The time planned for the dem. 
onstration 2:00 had 


not been specified in prior an. 


p.m. — 
nouncements; by noon, the dock 
was jammed with interested spec. 
tators and prospects, grown-ups 
and kids, men and women. Many 
of them had been attracted by the 
newspaper announcements, others 
by the 20-ft. signs across the 
dock. The 
supplied an operator for 
boat; Warner’s had their 
crew of nine men, in addition to 


boat manufacturers 
each 


own 


two girls to handle registrations, 
This team of 21 had their hands 
full. The crowd 
of hand. A 


rushed a 


almost got out 


radio station 


truck to the 


local 
television 
scene, 

The started, 
however, without mishap. People 


boat rides were 
waited patiently in line for their 
boatload of 
was given a complete demonstra- 
tion of the merits of the boat, and 
the performance and abilities of 


turns. Each riders 


the motor, and all questions were 
The answers, in_ this 
backed up by actual 
demonstration. 


1500 Rides Given 


A total 
The 


scheduled close without untoward 


answered. 


case, were 


of 1,500 rides were 


oiven. event came to_ its 
incident; nobody had fallen into 
the drink, all were satisfied. Then 
came the real zero hour: would 
the stunt pay off? 

The answer came the next day, 
when Warner’s opened at noon. 
Fifty men were waiting for the 
doors to open, to talk about the 
motor with the factory men who 
were on hand. There was a stream 
of people all day long, jamming 
the sports department. Many of 
them specified that they wanted 
to see the boat, with motor, they 
had ridden in the previous day. 
A large volume of orders were 
the 


Williams, manager of the depart: 


handled on spot. Lansing 
ment says, “The results exceeded 
all expectations. The promotion 
was a complete success.” 
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JULY I, 


fhe- only problem that came 
up during the demonstration. Mr. 


Williams mentions, concerned the 


number of youngsters that were 
on hand clamoring for rides. 


They were given rides without 
arcument. But nothing was lost 


by this, because children are great 
advertisers. 
The highly 
tion was handled by three Warner 
Lansing Williams, who 


successful promo- 
executives, 
was in charge for Warner's, John 
merchandise 


Olsen. 


J. Gorius, manager, 


Martin 


manager. 


and advertising 


Traffic Problem Solved 
By Removal to 


New Store 
(Continued from page 26) 


open from 1 p.m. to 9 p.m. but 
Coffee and 
to all adult 


provided 


sold no merchandise. 
cookies 
visitors with soft drinks 
for the children. On 
Saturday continued to 


were ser ved 


Friday and 
they serve 
refreshments but sold goods to all 


who wanted to buv. 

large advertisement, almost a 
half page. was run on April 14 
inviting people to come as their 


Practically the same ad 
April 15, the 


ads attracted 


guests, 
was repeated on 
These 


people by the hundreds and those 


opening day. 


who came told their friends. The 
response in numbers of visitors 
and in actual sales was very satis- 


factory. 

The company pursues a consist- 
ent advertising policy, using the 
Oxnard Press-Courier three times 
a week. taking advan- 
tage of the 50-50 co-operative of- 
They 
an unusual ad on April 21 headed 
“Don’t Break a 14 Year Habit” in 
which they asked their 
tomers not to break the habit of 


frequently 


fers of their suppliers. ran 


old cus- 


shopping with them just because 
had 


They 


they moved to a new loca- 


tion. also use direct mail 


regularly, and send enclosures 
supplied by manufacturers to their 
list of 
each month. 


Oxnard Hardware handles auto- 


300 charge-account names 


motive finishes; has a_ special 


mixer and does a big business on 
with 


automobile not only 


owners desiring to paint their own 


paints, 
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cars but with the various garages 
and others who paint cars. 

The business is owned by three 
partners—J. D. Fincher, C. E. Fun- 
ston and M. E. Walters. All 
active in it. Mr. 
buying; Mr. 


are 
Finches does the 


hardware Funston 


looks after the sporting goods, 
and Mr. Walters handles the 
books. However, they all work in 


all parts of the store. 


Steel Men Say FTC Order 
Leaves Basic Problem 
Unsolved 
(Continued from page 30) 


rates for several reasons. An f.o.b. 
this 


force 


mill basis would end prac- 


tice and probably more 
business to barges. 
According to Mr. 
stimulation of competition would 
steel 


may 


Paulson, 


eventually mean lowet 


prices. This steel officials say, 


or may not be true but they do 
claim that their 


too healthy in the 


profits have been 


none face of 
rising postwar replacement costs. 

At first glance, those questioned 
change would 


don't see how the 


stimulate fabrication in transit (a 
technique by fabricators get par- 
freight 
No con- 


clusive opinion was offered, how- 


tial credit for rail costs 


under certain conditions. 
ever, pending further study. 

A few possibilities for avoid- 
ing legal complications while still 
retaining the ability to 
have been talked of 
try. Plans for new finishing mills 


compete 
in the indus- 
in the big market areas of Detroit 
East are still in the talk- 
At current construction 


and the 
ing stage. 
costs they'll probably stay there. 
One or two of the big producers 
might some day raise the money 
for such projects and customers 
would benefit by competition, but 
for 9 out of 10 steel companies 
it would be a pipe dream. 

The idea of 


terly 


negotiating quar- 


contracts with regular cus- 


tomers is occasionally tossed out 


for discussion. It would appear 


to cover the “individually nego- 


tiated sales” requirement that now 


faces the industry. But it would 


slow selling and operate efficiently 
who regularly 


only for those 


bought fair tonnages of the same 


products. 


VLCHEK 





12 POINT 
OPENING 


ges the high clear- 

ance of the old 45° with 

the staight pull of 

« the modern 15° angle 
owrench. 

ae 2 popular sizes contain- 

ing all standard open- 
ings for a wide range 

~ of. uses, 

Excellent volume anid 

profit builders. 


Me 


“The VLCHEK TOOL Co. 
a: Cleveland 4, Ohie 























US | 


IWS 
HARDWARE 


WINDOW 
VENTILATING 
LOCK 

































CHAIN DOOR 
GUARD 


Protects the home 


The IVES Window Ventilating Loc® 
safeguards the home... lets fresh air 
in... keeps children in... keeps bur- 
glars out. Winter or summer, win- 
dows can be left open for ventilation 
as well as security against intrusion. A 
safety and ventilating item that should 
be used in every home. Permanent... 
easily applied...no mortising required. 

















IVES Chain Door Guard protects the 
home against unwelcome intruders... 
door opens approximately 4 inches, 
just enough to see and carry onacon- 
versation with a visitor...and it’s fool- 
It will pay you to stock these 
two items... one item helps to sell 
the other. 


proof. 


Ask your Jobber. 







B THE H.B. IVES CO.m 
| NEW HAVEN, CONN. 


A anduane 
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A few of the many aluminum novelties produced 50 years ago. 


Aluminum Utensil Co. Reaches 
50th Anniversary Mark 


Back in 1898 when aluminum 

was still much of a curiosity, 
The Manitowoc Novelty Co., fore- 
runner of the Aluminum Goods 
Mfg. Co. of Manitowoc, Wis., man- 
ufacturer of “Mirro” aluminum. 
came into being when Henry Vits 
had an old tannery converted into 


a factory, 


Combs Came First 


During the first years. combs 
made up the bulk of the business. 
Production of novelty items was 
also undertaken. and millions of 


lucky 


pocket pieces with the inscription, 


men soon carried penny 
“Keep me and never go broke.” 
The catalog of 1905 shows such 
items as measuring cups and tea 
strainers, forerunners of the uten- 
sil lines which were to blossom 
in years to come. 

In 1909 a merger of the Mani- 
A lumi- 


num Mfg, Co. of Two Rivers and 


towoc company with the 


the New Jersey Aluminum Co. wa 
effected efforts of 


George Vits. son of the founder. 


through the 


The company expanded again in 
1911 with the addition of a new 
three-story factory at Manitowoc. 

Cooking utensils up to 1912 had 
been produced on a small scale 
and prices had been comparatively 
high because of limited produc- 
tion. The officers felt that the po- 
there; the 


tential market was 


problem was price. The obvious 


answer was mass _ production. 
undertaken in 1913. 

In 1915 the facilities of the 
Standard 


Rivers were acquired and for the 


Aluminum Co. of Two 


next two years the company con- 
centrated on better quality cooking 
utensils. Production of automobile 
hub caps was also begun during 
the year and this business ex- 
panded later to include parts for 
many makes of cars. 


For World War I 


equipment was produced. A plant 


military 


in St. Louis was taken over fol- 
lowing the war and five large 
additions to the Manitowoc and 
Two Rivers plants got unde1 way 


in 1919, 


"Mirro" Born in 1917 


*Mirro” 


through 


was born in 1917, and 
advertising in national 
magazines and vigorous merchan- 
dising. distribution through more 
than 5000 hardware and depart- 
ment stores was gained in a short 
time. To encourage dealers to fol- 
low through, a display stand deal 
1924. A large 


fixture with 


was introduced in 
well designed floor 
four shelves was offered to dealers 
upon purchase of a representative 
assortment of the line. Waterless 
cooking was vigorously promoted 
in 1928 and 1929. During the 30's 
emphasis was placed upon pro- 
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moting matched sets of “Mirro” 
and an appeal was directed to 
brides. 

World War II brought even 
oreater changes than those that 
took place in 1917. With the ex- 
perience which the company had 
acquired during 20 years in the 
production of automotive and 
other contract goods which sup- 
plemented the utensil business. it 
was natural to convert machinery 
and concentrate on war work. 
Bomber fuel and oil tanks rolled 
out in huge volume. Hundreds of 
different aircraft. radio and radar 
parts streamed off the assembly 
lines. Carload after carload of 
37MM and 20MM shell cases were 
manufactured of both brass and 
steel. Rolling mills rumbled night 
and day turning out sheet for the 
factories and also for lend-lease 
shipment. 

While production of “Mirro’ 
was suspended during the war. 
advertising continued and design- 
ers and research people were at 
work on post-war ideas. The 
“Mirro-Matic” pressure pan was 
created, 

In 1933 A. J. Vits assumed the 
presidency. a position he retains 
today. W. F. Bugenhagen is vice- 
president in charge of sales. 

\ vigorous program of replac- 
ing old machinery and improving 
lavouts which lead to more effi- 
cient production is now taking 
place in the four large plants 
where the entire business is now 
concentrated. In 1947 over $450.- 
000 was spent in capital improve- 
ments alone these lines. In addi- 
tion. an extension to the rolling 
mill was completed and a new 
factory building was started. Sales 
last vear were over $27.000.000. 


"Go See Lyon About It," 
Say Hunters and Anglers 
(Continued from page 44) 
holds up delivery on a major 
appliance until a credit check has 
been made. This can be done in 

21 hours. 

Trade-ins are accepted on new 
appliances. The trade-ins are 
either sold “as is.” (for no repair 
facilities have been set up as yet) 
or repairs are farmed out and 
the appliance is then sold at a 
fair profit. 
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NOW IS THE TIME FOR HOME REPAIRS | 


Pick up extra profits on these easy-to-sell, always-in-need, plumbing specialties. Now is 


the time to cash in on these 


fast-moving items. Worn out parts get much needed 


attention after the cold weather is gone. Stock them on open counters and watch them 


go. If your jobber can't supply 






for toilet tank 
ity rubber 
necessity. Sug 
—50c each 


Graphite asbestos packing—quickly r 
pairs leaky faucets, valves, traps 


Fit-All tank bali—flush bal! 


A household 





you, write direct. 


High qual 


gested retail 





Bibb stem _ repair 
unit An easy re 
placement unit for 


Bibb seat dresser unit with 3 cut- g¢sucets Complete 


ters. Makes a smooth seat on any with hand (H or C). 
faucet. No other tools needed Suggested retail — 
Suggested retail — $2.95 each. §5¢ each. 





e C. P. Brass ball joint shower Galvanized pipe straps, 
& head. Good spray. Self sizes for % yA" . %" - 


2 4 
pipe connections. Suggested retail— cleaning Easy to install 1" pipe. Packed 250 per 


10c each 


Suggested retail—$2.50 each. box 


THE SPEARHEAD BOILER PLUG & SPECIALTY CO. 


766 Woodland Avenue 


Cleveland 15, Ohio 


































CRUMP 


MASTER-MADE 


HORSE COLLARS 


AND 


FARM: HARNESS 


SHOWN HERE: 
No. 553 RUSSET COLLAR 


Made of full grain selected leather, with 
extended lug, straw stuffed and patent fas- 
teners. 17!/2"" draft with 5!/." rim. No. 
533'/. same in Half Sweeney. 


No. 3303 SLIP HARNESS 


Medium, heavy plain; 5" saddle with 
1g" bearer, 2!/4"" breeching, 1'/g" shaft 
tugs and hip straps. 


WRITE FOR DETAILS OF COMPLETE LINE 


FARM HARNESS @ HORSE COLLARS @ ENGLISH & WESTERN SADDLERY 








zs. t. CRUMP COMPANY, inc. WE SELL 
WRITE: MAIN OFFICE & FACTORIES, ONLY THROUGH 
RICHMOND, VA. 
N. Y. OFFICE: 76 READE ST. RELIABLE 
CHICAGO OFFICE: 666 LAKE SHORE DRIVE 
Manufacturers and Importers Since 1875 RETAIL DEALERS 























63 




















MToYS == GIFTS =- WHEEL Goons -- —— 














PLUMBING AND HEATING SUPPLIES, 





PELECTRICAL GOODS ~ 
POWER TOOLS 


CORDA 1 











ats 


N DecTLeRy 

















~~ HAND AND. 
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ARE -- LAWN AND. GARDEN: ‘SUPPLIES == ABRASIVE PRODUCT. 


” COOKING AND HEATING STOVES 


in HARDWARE 














Flatplate lroner 

Budget-priced flatplate ironer incor- 
porates the same features as the Hot- 
point deluxe model, except that the 
cover cabinet has been removed and an 


Qe. ete | 





extension shelf added. Designed for 
fingertip operation, it exerts an even 
pressure of 400 Ibs. with controlled 
temperature at no predetermined speed, 
says maker. Special ventilated ironing 
board condenses moisture and_ collects 
it in a cup underneath the board, elimi- 
nating steam. Suggested to retail for 
$199.75. A 10 lb, capacity wringer type 
washer has also been introduced, sug- 
gested to retail at $169.75, equipped 
with a wringer which stops when sub- 
jected to unusual pressure. Hotpoint 
Inc., 5600 W. Taylor St., Chicago 44, 
Illinois. 


Monel Sheet For 


Roofing Purposes 

The International Nickel Co., Inc., 
67 Wall St.. New York City 5, has de- 
veloped a new type of Monel sheet for 
roofing. Sheet is said to have all me- 
chanical and corrosion resistant proper- 
ties of roofing sheet previously offered 
except that it is softer in temper and 
lends itself more readily to the various 
bending, forming, seaming and _ solder- 
ing operations required for roofing pur- 
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poses. Available in standard roofing 
thicknesses, it may be used for most 
all types of roofing construction and 
is as adaptable to rural dwellings as it 
is to commercial buildings exposed to 
corrosive atmospheres and salt air, 
claims maker. 


Disston's One-Man 
Chain Saw 


Henry Disston & Sons, Inc., Phila- 
delphia, Pa., is introducing a_ light 
weight, one-man chain saw which is 
claimed to operate with equal efliciency 
in any cutting position. Especially use- 
ful for light felling and bucking, for 
limbing and construction timber cut- 
ting. Special features of the saw, which 
has an 18 in. cutting capacity, include 
a 2-cycle, air-cooled Mercury gasoline 
engine delivering 34% h.p. at 4000 rpm. 
Specially designed fuel system permits 
operation at top’ efficiency even when 
saw is used upside down for inverted 
bucking. Chain saw has a built-in auto- 
matic chain lubricator which has but 
one moving part, a flexible pickup tube 
inside the oil reservoir, Lubricator oper- 
ates under pressure, serving a dual 
purpose, friction free movement of cut- 
ting chain, and no clogging of oil jet 
hole by dirt or sawdust, Equipped with 
self-rewinding Magnapull starter built 
into engine. Control of saw is concen- 
trated in a pistol grip handle. Throttle 
is at operator's finger tip with fuel mix- 
ture control lever nearby. 








Milcor Applied 


Casings and Trim 


Inland Steel Products Co., P. O. Box 
293, Milwaukee 1, Wis., offers Milcor 


applied casings and trim for small home 








construction, All units may be finished 
in any desired color to blend with home 
interior. As they are fabricated from 
22 gage cold rolled steel, maker says 
they cannot warp, split, crack, splinter 
or rot. There are three styles of casing 
trim from which to choose in addition 
to base trim, stop mould and window 
stool. Corner fittings are available to 
use with casing and base trims. Painted 
on both sides with rust-inhibitive, light 
grey primer coat. Counter-sunk screw 
holes spaced 8 in. on centers. No. 5 
1 in. overall head wood screws fur- 
nished. Standard lengths, 7 and 10 ft., 
base trim made in 10 ft. lengths only. 


Chicago Carbide 
Tipped Tool Catalog 

Chicago Latrobe, Twist Drill Works. 
$11 W. Ontario St., Chicago 10, IIL, 
has issued a complete carbide tipped 
tool catalog, printed in red, black and 
white, 
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Red Cap Power 


Lawn Mowers 

Starbrand Corp., Indianapolis 18, 
Ind., offers the Red Cap power lawn 
nowers distinguished by the red ca’ 





on the gas tank and on the wheel hul) 
aps. Mower has but one control—a 
clutch release. Streamline in appear- 
ance, all moving parts are encased in 
aluminum, Other specifications of the 
Standard model include: 20 in. cutting 
reel, compact 1 h.p. Power Products 
motor, tilt-proof gas feed new departure 
and Hyatt bearings, puncture-proof 
tires. Mower weighs 80 lbs, Heavy-duty 
model, the “Town & Country”, while 
featuring the same streamlined appear- 
ance and cutting reel size, is distin- 
guished by a power take-off pulley, 
heavier construction and 14 h.p. Lauson 
engine. Power take-off is recommended 
for such purposes as pumping, sawing 
and as an auxiliary power supply. Tires 
semi-pneumatic, puncture-proof, 10.50 


by 2 size, 


Arrow-Matic Vegetable 
Steamer, Divider 


Vegetable steamer and divider in 6 
qt. six. Has sides and colander bot- 
tom. Dividers remove and are adjust- 
able to six positions, Designed to fit 
most pressure cookers. Made of alu- 
minum, Converts an ordinary saucepan 
into a steamer, says maker. Suggested 
to retail for $2.98. Each Arrow-Matic 
is packed in a brilliant 4-color display 
carton, Arrow Aluminum Products Co., 
Inc., 1501 Broadway, New York City 18. 


Ingersoll-Rand Deep 
Shallow Well Jet Systems 


Ingersoll-Rand Co., Phillipsburg, N. 
J.. offers a line of deep and shallow 
well jet pump systems suited to farm 
homes and summer cottages dependent 
on their own water supply. Supirjet 
line features sturdy construction, tam- 
per-proof mechanical seal, ball-bearing 
equipped motors, rigid assembly, thor- 
ough motor ventilation and_healed-in 
lubrication, Impeller is only moving 
part in all Supirjet pumps. All motors 
are standard jet pump type which makes 
it easy to interchange motors as de- 
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sired. Pumps are available in 4, 1/3, 
Y%, 34 and 1 hp units for wells up to 
120 ft. deep. Jet systems above 1 hp 
are available, Standard system includes: 
Pump and motor with thermal overload 
switch, foot valve with strainer, ejector, 
mechanical seal, pressure switch, pres- 
sure gage and air volume control with 
tubing and fittings. 


Frigidaire Deluxe 

Frigidaire Division, General Motors 
Corp., Dayton 1, Ohio, offers three 
models in the Deluxe series including a 
seven suggested to retail for $265.75, a 
nine at $299 and an 11 at $327.59. 
Deluxe refrigerator food compartments 
are cooled partially by the freezer and 
partially by refrigerant coils in the 
back and bottom, A feature is a full- 
width frozen food chest across the top 
of the unit, which holds about 50 Ibs. 
of frozen foods. Freezing compartments 
in the nine and 11 cu. ft. models have 
a capacity of 1.4 bushels and in the 
seven, 1.3 bushels, Like the Cold-Wall 
Imperial, Deluxe models are equipped 
with full-width hydrators that hold up 
to two thirds of a bushel of fruits and 
vegetables. 

Four Quick-cube ice trays, one of 
double width in the nine and 11 cu. ft. 
models and three, one of double width 
in the seven cu. ft. model are placed 
on a separate shelf for faster freezing. 
Five qt. Multi-Purpose tray is included 
for storing bulk meats or other foods. 
Controlling the divider, a lightweight 
plastic tray beneath the super-freezer 
chest collects moisture when chest is de- 
frosting, are dials marked for summer 
or winter. Shelves are anodized alu- 
minum with a two tone finish and edges 
are rounded and smooth. Basket-drawer 
that fits beneath the center shelf, offers 
storage space for eggs and small pack- 
aged foods. Indented handle permits 
finger touch control, Tall bottle and jar 
storage is accomplished by using heavy 
glass cover over the vegetable Hydrator 
plus a special shelf extending half-way 
across the refrigerator. Sealed Meter- 
Miser mechanism supplies automatic re- 
frigerating and freezing temperature 
and is back with a five year warranty 
against defective operation. 














In 42 Versatile Sizes— 
ROYAL Corrugated 
fasteners mean 
ROYAL profits 
with fast turnover... 
Wood joining is a cinch with ROYAL cor- 
rugated fasteners . . . a boon to wood- 
workers, craftsmen, and yes — even the 
handy housewife! Sales are brisker with 


ROYAL, the joint fastener with many uses, 
many friends. 


NEW! CONVENIENT! 





SELF-SELLING COUNTER DISPLAY! 


10 boxes—packed 50 or 100 
per box 


Handsome sales-catching red, blue, and 
white display makes selling smoother! 





POPULAR “ROYAL” DIVERGENT 
CORRUGATIONS, SAW STYLE, DRIVE 
ACROSS OR WITH GRAIN. AVAIL- 
ABLE IN TEMPERED COLD ROLLED 
STEEL, GALVANIZED AND SOLID 
BRASS. 

Inches in depth: 1/4", ¥e", 2", 

Ye", Ya", Ve", 1" 
No. of corrugations: 
2, 3, 4, 5, 6, 7, etc. 


tn Bulk: In kegs of 50 or 100 Ibs., 
also cartons of 500 or 1000. 


if Your Jobber Does Not Carry 


the Royal Fastener, 
Write Us Direct! 


reg.U.S.pat.offy 





42 SIZES—SPECIAL SIZES TO ORDER 





Cool Air Circulator 
Built in Table 


Modette-type Howard  Pulsaire, 


Howard Industries, Inc., 231 S, La W ; 
Salle St., Chicago 4, Ill, offers the 
B-3 f 





which combines a serving and game 
table with a cool air circulator. Rubber 
mounted, vibrationless and insulated 
against grounding, the circulator is pow 
ered by a shaded pole motor that is 
said to cause no radio or television in 
terference. Three speeds allow regula 
tion of “indoor weather’. Table is made 


of satural mahogany or walnut; is 18 
in. high and has a 20 in. top, weighs 
22 Ibs. Suggested to retail at $49.95, 
at top speed this model is guaranteed 
to displace 1350 efm, Similar units, 
Taboret type, Models B-4 and B-4BL 
both of which displace up to 1500 cfm, 
are available. First model has copper- 
struck Grecian styling: and a glass top, 
suggested to retail at $59.95, second 
model is blonde mahogany suggested 


to retail at $64.95, 


Frostair Refrigerator 

The General Tire & Rubber Co., 
Akron, Ohio, is offering the “Frostair” 
refrigerator which includes two silent 
hermetically sealed refrigeration  sys- 
tems. Features 90 cube ice maker, 12 
Ibs. of ice, Eye leveling sliding shelves, 
removable. Capacity for refrigeration, 



































7 cu. ft., for frozen food storage, 3.5 
cu. ft. Unit is 681% in. high, 33 in. wide 
and 2914 in. deep. It is encircled by 
chilling coils concealed in walls which 
keep air at 80 per cent humidity, in- 
suring fresh crisp vegetables. Triple 
cold-control for normal food storage, 
for icemaking and for frozen food stor- 
age. Maker claims no dehydration, no 
defrosting. Extra large storage space for 
gal. size milk containers and tall bever- 


age bottles. 


Baby Scale 

Detecto Scales. Ine... 1 Main .. 
srooklyn 1, N. Y. Baby seale is a beam 
type balance model and is said to be 
guaranteed accurate to the 4 oz. Fea- 
tures a large generous-sized tray that 
has no sharp corners: moulded to hold 
infant with complete comfort and secur- 
itv. Base of scale is guaranteed non-tip. 
Finished in baked ivery enamel it is 
equipped with an easy to operate bal- 
ance knob to offset the weight of pad- 





ding or blankets. For sturdiness, hard- 
ened steel bearings and_ steel knife- 


edged pivots are used, Suggested to 
retail for $9.95 in east and $10.95 west 


of Mississippi. 


‘Speedy’ Wood Tank Cover 

Chicago Specialty Mfg. Co. 2954 W. 
Lawrence Ave., Chicago, IIl., offers a 
kiln dried wood tank cover with a high 
lustre white enamel finish. Designed to 
conform with either round or beveled 
corner tanks, Eccentric wood blocks are 
constructed so that they can be adjusted 
to fit any width tank. High tension spring 
said to assure proper fit. Available in 
two sizes, 


Hercules Powder Brochure 
Hercules Powder Co., Wilmington 
Del., has issued a products book which 
classifies the company’s chemicals by 
family groups, Classifications in which 
products are divided are: cellulose, 
synthetic resins, rosin, terpene solvents 
and chemicals, chlorinated products, 
dairy products and explosives and sport- 
ing powders, About 100 chemicals are 
described in book as to chemical make- 
up, uses and potentia! applications, 


Reynolds Roofing 
Siding Aluminum 

Corrugated aluminum sheet for roof- 
ing siding and similar structural uses 
has been developed by the Reynolds 
Vetals Co.. 2500 S. Third St., Louis- 





ville, Ky. In addition to the standard 
lengthwise corrugation, this material 
will feature an embossed finish which 
is said to increase rigidity of the sheet, 
minimize glare and provide a uniform 
appearance. Sheet is said to have better 
nailing characteristics, Can be supplied 
in 0.019 and 0.024 in. thicknesses and 
in a standard width of 26 in. and in 
lengths of 6, 8, 10, and 12 ft. Material 
is produced in standard 144 and 24% 
in. corrugations and also as 5-V crimp 
roofing and siding. 


‘Chrom-Ever' Carving Aid 

Asquith Associates, Inc., 131 State 
St., Boston, Mass., is designed to hold 
roast for easy carving. Heavy aluminum 
gripping blades measure 4 in, in length 
and are 2 in. apart. Lacquered wood 
handle is available in various colors. 
Model 48CA are packed 18 and 72 to 
a master carton, Suggested to retail for 
69 cents. 


Vinyl Garden Hose 

Goodyear Tire & Rubber Co., Akron 
Ohio, offers Vinyl garden hose, a plastic 
type said to be light in weight and 
flexible. Available in red and green and 
attractively packaged. Hose is offered 
in 25 and 50 ft. lengths, complete with 
couplings, 
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MARINE 
HARDWARE 


Malleable iron—gives strength, 
longer life, greater margin of safety. 
Hot galvanized finish—gives better 
eye-appeal. 














Write for free tllustrated 
folder giving prices 


and specifications. 









PEORIA MALLEABLE CASTINGS CO. 


Samples for inspection 
gladly mailed 
on request. 


MYERS SIGN 


PEORIA, ILLINOIS 


THAT TELL 
AND SELL 


THE business of a Myers 
Dealer need never suffer 
for lack of good identi- 
fication. His Dealer Aid 
Catalog offers a complete 
assortment of Indoor and 


Outdoor signs in appro- 


44 Sh S) priate sizes for all pur- 
= = 
Hy \ M PJ ~ poses. Color, illumina- 
= . tion, good design and 
~. “ . 


durable construction 


— 





combine to make Myers 
signs pay well in in- 


creased sales and profits. 


_WATER S SYSTEMS 





[ABERNATHY PUMP > co. 


THE F. E. MYERS & BRO. CO 
Dept. M-43, Ashland, Ohio 
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ARCHITECTS ond BUILDERS 
Who Want the Best 
Re De Specify 
~«(GHICAGO)~" 
SPRING — 


Over O00 car 















into the design a manu 
facture f ever Chi 












and Ow 


There is No Substitute 
for Quality! 





Triplex Laboratory Spring 
Hinge Type 2242 



















Chicagos Spring Hinge Co. 


CHICA U.S.A. NEW YORK 
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__ HARDWARE MERCHANTS ¥ 


Watch for the Sensational 
New EAGLE Product to be 
Announced Next Month 


Soon it can be told! Welcome news 
about a new EAGLE product that 







has been years in the making 

and thoroughly proven in 
building installations: You'll read all 
about it on these pages next month. 


The EAGLE LOCK Company 


EAGLE INDUSTRIES, INC. 
National Sales Representative 


11Q North Franklin. Street, Chicago 6, Illinois 
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BIG MONTHS AHEAD 


HULL COMPASSES 


Every advance sign indicates this Summer will 
be the most extensive, mostly highly financed 
vacation period the nation has ever known. 
Vacations mean travel (by automobile and 
boat) . . . and travel means sales for Hull 
Automobile and Marine Com- 
passes. How do we know Hull 
Compasses will get their share 
of this peak Summer business? 
Hull has enjoyed top preference 
among motorists and boat own- 
mers for 15 years. There is still 
m time for you to place your order 
and supply your 
trade with these 
reliable vacation 
guides. 


——— 














(A) 
BEACONLITE 
Illuminated Auto- 


mobile Compass 
List Price $5.95 


A 
(B) 
B STREAMLINE 
Standard Auto- 
mobile Compass 
List Price $3.95 
c (C) 
STREAMLINE 
Marine Compass 
List Price $2.75 





-————==="' (Mailing Coupon)’ 


HULL MFG. CO. 
P.O. Box 246-HA6é, Warren, Ohio 


| 

| 

| Send me information and prices on the 
| Hull Automobile Compasses. 

| NAME sihabciaat ; a Pets Nee A 
| Check: (]) Dealer [J] Chain Store [J Jobber 
| iy: y i 
| COTY... 
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The builders’ 
hardware with a 
National reputation! 


N the farm, in the home, the office 
and the factory you will find 
National hardware on the job—and 
serving well too. 
Years of manufacturing experience is 
back of the many fine products em- 
braced in the complete National line. 
The trend of styles and requirements of 
buildings of today and tomorrow have 
served as a guide to our skilled de- 
signers in developing the most modern 
ideas in mechanical actions. Simplicity, 
anti-friction and trouble-free depend- 
ability are but a few of the built-in fea- 
tures of National hardware. 
Your trade will appreciate the attrac- 
tive protective finishes on the hardware 
and the care used in their packaging. 


Ww 
MFG. CO. 


\ 









NATIONAL 
MANUFACTURING CO 


STERLING * ILLINOIS - 











WHAT'S NEW 








Cardinal Steam Iron 
Automatic, wet or dry, dial-controlled 

electric steam iron, Cardinal 333. Iron 

weighs about 4 lbs., is individually 








boxed, 6 to a shipping carton weighing 
about 30 Ibs. Suggested to retail for 
$14.95. Aluminum throughout, tempera- 
ture range 0-550 deg. F. Steams 50 
to 55 minutes aand holds 10 oz. of 
water. Has smooth highly polished fin- 
ish, bakelite handle, sealed in element, 
750 watts, precision built thermostat. 
20 deg. plug in relieves cord strain. 
Smith Benny Sales Co., Inc., 11 W. 
42nd St, New York City 18. 


Wire Assortments 


Anchor Wire Corp., Jamaica 3, L. L, 
N. Y., offers two wire assortments. No. 
34 stove pipe wire assortment offers the 
retailer a variety of four types stove 
pipe wire in black and galvanized fin- 
ish in small coils, Each coil is individu- 
ally boxed in a compact display unit, 
comprising a dozen boxes, No. 123 pic- 
ture wire assortment is a 10 coil of 
picture wire. Three sizes available 
packed 12 cails to a display box. 


Miniature Street Light 


Suggested to retail for 79 cents, this 
miniature street light may be used with 
all makes of electric train sets by at- 





taching the extra long leads to standard 
lock-on. Over-all height of light 355; 
in. Post is of die-cast metal, enamelled 
green, Equipped with a 14 volt GE 
bulb, capped with a globe of translu- 
cent plastic nylon, Each light individu- 
ally boxed with full size illustration of 
light on box as well as an illustration 
of a diagram for hook-up. Packed 2 
doz. to case, weighing 7 lbs. H & H 
Co., 825 W. North Ave., Pittsburgh 12, 
Pa., is the manufacturer, and Ed B. 
Miller, 41 E, 42nd St., New York City 


17, national distributor. 


Tongue Ball 

Eagle Rubber Co.. Ashland, Ohio, 
offers a Tongue ball which is both an 
action toy and a bouncing ball. Face 
on ball comes to life when ball is 





squeezed. Tongue moves in and out as 
pressure on ball is applied and released. 


Capehart Line 


Farnsworth Television & Radio Corp., 
Fort Wayne, Ind., offers a complete line 
of Capehart and Farnsworth television 
receivers, phonograph-radios and radios, 
comprising 32 different models, Sug- 
gested retail prices on the Capehart 
phonograph-radios range from $295 to 
$1,595, and on the Farnsworth com- 
binations from $99.95 with table models 
starting at $24.95. Topping the tele- 
vision line is the Capehart 501P which 
has a mahogany breakfront cabinet of 
18th century English 
console-combine includes a 12 in. direct- 
view tube providing a television picture 
of 75 sq. in., 
with intermix record changer, AM and 


design, This 


automatic phonograph 
FM radio, and storage compartments 
accommodating more than 250 records. 
Farnsworth television receiver, V261 has 
a 10 in. picture tube and is housed in 
a compact mahogany cabinet of 18th 
century English design. Suggested to 
retail for $395 including normal installa- 
tion, 
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Harrington & Richardson 
‘Series 50’ .22 Rifles 

“Series Fifty” rifles have been re- 
styled and priced with Gene Reising 
small arms patents as a basic feature. 





Series includes three .22’s, a semi-auto- 
matic, bolt action repeater, and a single 
shot bolt action. ‘Leatherneck, semi- 
automatic, is said to be the only civil- 
ian .22 that is battle tested. It with- 
stood 144,000 rounds of 
fring to establish the breaking point. 
Cartridge cannot be discharged until the 
bolt is home. Bolt stop is an integral 
part of the safety so that the opened 
bolt cannot be released without taking 
the rifle off safe. “Sporiser” is a bolt 
action repeater with a short hammer 


continuous 


stroke that means almost instantaneous 
fring and a positive breeching system 
that adds to the rifle’s shooting ac- 
curacy. Balance, weight and stock di- 
mensions are said to be adapted to the 
adult shooter. “Pal” is designed spe- 
cially for easy, fast handling. Stock di- 
mensions are of adult proportions, 
Harrington & Richardson Arms Co., 
320 Park Ave., Worcester 2, Mass. 


Sow Filer 
E. C. Atkins & Co., Indianapolis, Ind., 


distributes the speed saw filer resem- 
bling an ordinary triangular file with a 
handle, but file-end of 
handle is a 2 in. clamp which extends 
out at right angles to the file and is 


anchored to 





1948 


equipped with a round rod running 
parallel to file. Another clamp at end 
of rod fits over file end. Guide which 
may be swung to five different posi- 
tions has two flanges which fit over the 
toothed edge of the handsaw. Two 
positive adjustments set the correct 
pitch and angle for any type of hand- 
saw, says maker. Useful in filing cross 
cut and rip saws and can be clamped 
to beam over the work bench for 
accurately controlled filing. Filer is 
made by the Speed Corp., Portland, Ore. 


Silent Brush Salesman 

A. G. Jacobus’ Sons, Ine., 
N. J., offers an all-aluminum display to 
any dealer without cost, who handles 


Verona, 


the assortment of paint brushes de- 


signed for the unit, Finished in blue 
holds seven different 


and old silver: 


sized brushes which are made with pure 
Chinese bristles. Brush handles are 
finished in blue and gold. 


Baseball Handbook 

Hillerich & Bradsby Co., Louisville, 
Ky., offers its “Famous Slugger Year 
Book” which includes information on 
the last World Series and All-Star rec- 
ords and is amply illustrated with pic- 
tures of the major and minor league 
champions. Features article on “How 
To Bat” by Frank O’Doul, 
major league batting star and now 
manager of the San Francisco Seals. 
Also released is the 1948 edition of 
“Official Softball Rules” which contains 
pictures of winning teams and records 
of 1947 tournaments. 


Circular On Carbide 
Tipped Masonry Drills 


Whitman & Barnes, Detroit 16, Mich., 
has issued a circular which lists and 
illustrates carbide tipped masonry drills 


former 


with spiral flutes. Drills are said to 
penetrate freely and drill deep holes. 
Operator’s job is alleviated as less end 
pressure is required. Spiral flutes clear 
dust out of holes lessening tendency to 
bind and break. Drills are available in 
346 to 14% in. diameter. 








Sell 
“YANKEE” Handyman 


and Accessory Pak 


and 


—_make a friend 


@ Let a hard - pressed 
week-end mechanic rest 
his eyes on this combina- 
tion and you’ve made a 
quick-profit sale plus a 
long-time friend. All 
he’s got to do is PUSH 
... to drill a hole, coun- 
tersink it and drive or 
draw a screw. The quick- 
return spring of the 
“Yankee” No. 133H re- 
turns the handle after 
every stroke. He can put 
this Handyman on the 
job, push it through and 
get back to the Sunday 
paper. That’s something 
to buy . . . something to 


sell. 


YANKEE TOOLS NOW PART OF 


fee US Per OFF 
THE TOOL BOX OF THE WORLD 


NORTH BROS. MFG. CO. 


Philadelphia 33, Pa. 


No. 330H Accessory 
Pak . . . contains three 
drills, countersink and 
extra bit for small 
screws, to make the 
Handyman Driver more 
useful. 


NEW USES FOR 
YANKEE 


ANDYMAN 


SCREW DRIVERS 





No. 133H 
/ Handyman Spi- 
ral Screw Driver 
with quick-return 
spring. Equipped 
with one 4” bit. 


\ 
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The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 





¢ METAL OR WOOD TRIGGER 
© FOUR-WAY ACTION 
¢ OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 
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Put Shelby 
Casement Window 
Adjusters to Work 

for YOU 


The new Shelby Casement Window 
Adjusters, operated by crank, will 
work smoothly and efficient.y for your 
customers—will also work for you in 
increasing sales. 

These improved design adjusters 
Series 21 00 1 operate from the in- 
side without removing screens on 
either right or left hand windows, You 
can get them in a variety of finishes. 
Your Jobber has them — Order 
Shelby's Hardware of the Month 
Now! 


SPRING HINGE C0 
SHELBY. OHIO 














WHAT'S NEW 








Turned Wood Posts, 
Copper Lanterns 

Howard A. Daum Co., P. O. Box 
7981, Pittsburgh 16, Pa., offers a line 
of eight turned northern white pine 


wood lanterns de- 


posts and copper 
signed for the exterior. Made with 
fluting, round to square models, round 


bottoms and 
Fight ft. 


with water 


to hexigon to square 
many other interesting effects, 
glued togethet 
Maker claims the ac- 
permits the 
absolutely 


sections are 
repellent glue. 
gluing 
meet flush at 
joint. Tremendous pressure is ap 
plied to the glued posts so tat the 
glue is either forced into the 
from the joint. All are 8 ft. 
special height supplied on order; 


curate millwork 
surfaces to 


every 


wood or 
high, 
diam 
from 4 to 54% in. All fea- 


$¢ 


eters vary 


& cate 
Ses sR 


oR RRO aia 
¥ 


for cable, pipe or 
pty 
are dipped 18 


asphaltum for 


ture wiring space 


conduit. Bostom of posts 
in. from bottom in 
protection against the concrete 


Finished in a lead zine gray 


moisture 
footer. 

wrapped in a_ corrug ated 
bound for 
finished in dull 


base coat, 
fibre sheet wire shipments. 
Lanterns are brazed, 
black, clear glass panels, glass chimneys 


are acid-etched finish. 


2-in-1 Band Saw- sites 


Radius Precision Tools, 4626 Mor 
ganford Rd., St. Louis 16, Mo., 
ing the R-P 2-in-] 
saw and sander. Tool 


is mak 
combination band 
is sturdily con 
structed for smooth accurate operation. 
plastics, soft 
14 in. 


sanding dis 


Band saw cuts wood, 


metals to center of large circle. 
2% in. thick. Sturdy 9 in, 
is mounted on the end of the 
shaft and utilizes the bearing 
system of the band saw. Angular ad 
table attached to 
housing provides straight, accurate and 


drive 


wheel 


justing hand saw 





angular sanding. Band saw sander 
ates on 4 or \; hp. motor 
standard V-belt drive. Suggested t 
retail for $45. 


Band saw alone, 32.5 


‘Dor-File' Spice Rack 
Spice rack is made of polished alu 
121% in. long, 24% in. high an 


deep. Suggested to retail for 79 


minum, 
1% in. 





kitchen for 
bathroom for small medicine bottles and 


cents, Ideal in spice, ir 


lotions, in linen closet for shampoos 


and extra bars of soap, in dresser draw 
ers for 


perfumes and nail polish and 


in home workshops, Dor-File Mfg. Co 
Portland, Ore. 
Kent Coffee Maker 

Kent Products Co., 2635 S. Wabhast 


Chicago 16, Ill., offers the Coronet col 
fee maker which makes 2 to 8 cups 
Trimmed with platinum. strips, _ has 
Flavormeter which times automatica 


and retains all 
Includes heat teste 
and lower bowls of glass, uppe 


the brewing period 


ment and grounds, 
upper 


bow! holder and measuring cup, Lowe 


bowl has lid to prevent steam fron 
touching hand. Equipped with wide 
mouth and handy pouring lip. Black 


handle. Weighs 34% lbs. Si 


retail for $5. 15, 


iggested tk 


Six Ft. Aluminum Rule 

Luvan Co., Inc., 15 Park Row, New 
York City 7, offers a six ft. extruded 
aluminum folding rule which is cla 
not to rust. Has brass rivets and joints 
Markings die cut permanently, Easy t 


read, graduations in 16ths on_ both 
sides. Features hardness of steel, says 
maker. Will not bend out of shape 
Pa ked a doz. to box, 1 gross to carton 
Suggested to retail at the fair traded 
price of $2, Same rule is available in 


centimeters; 


sof 
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Automatic Soft 
Water Appliance 

Rheem Mfg. Co., 570 Lexington Ave., 
New York City 22, offers an automatic 
soft water appliance that will hold a 


i 
i 
j 





sullicient salt supply for from four to 
12 months, depending on the degree 
of hardness of the water used. Regen- 
eration of the zeolite, mineral which 
performs the softening process of ion 
exchange, is controlled by an automatic 
timing mechanism set in operation by 
turning a dial. Has a gravel bed adapt- 
able to any of several types of zeolite. 
Brine storage tank will hold 500 Ibs. 
of salt, sufficient to permit the soften- 
ing of 100,000 gals. of 10 grain hard- 
ness water. This is a normal average 
family supply for a year of 10 grain 
hardness water and six months supply 
for 20 grain hardness water. Soft water 
washing is said to save 25 per cent 
annually in clothing replacement, elim- 


inates soap wastage, and skin  irrita- 
tions, Modern in design with baked 


enamel finish. Needs only an in and 


out water connection and a drain line. 
gage. hot 


Tanks are made of heavy 


rolled steel, electrically welded, hot 
dipped galvanized and coated with 


Paracine. 


Ball-Bearing 
Screw Driver 


Ruger Corp. is making a_ spiral 
ratchet screw driver distributed — by 
John H. Graham & Co. Inc., 105 


Duane St., New York City 7. Return 
mechanism of 


ened alloy steel ball 


the tool employs hard 
bearings, travel 
ing in the spiral grooves of the shaft 
Hardwood handle is mahogany finished 
ind lacquered, metal body is highly 
polished, spiral shaft rust-proofed and 


the chuck finished in nickel. Available 


in two types, automatic return and 
hand return—three chrome vanadium 
steel bits included with each. Chuck 
will accommodate any standard ratchet 


screw driver bits. Automatic type, over- 
all length with bit 2014 in, retracted 
retail for $5.10. 


15 in., suggested to 
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Hand return type, overali with bit, 
19 in.. retracted 134% in., suggested to 
retail for $4.60. 


Traverse Drapery Rod 

hook-slide 
which eliminates pins, tapes and slides. 
Slides are 


and are easy to pin into drapes, Rides 


Rod features a Badger 


formed from clear plastic 
on top of the traverse rod and moves 
silently along. No droop or overhang. 
Method of installation permits opened 
drapery to carry over wall areas. No 
brackets are needed in plaster. All 
brackets on casing are fully concealed 
and the rod_ itself 


signed to look like window trim. Can 


is shaped and de 


be used under ceilings, portieres and 
cornices, Offered in compact packaged 
units in sizes of 3-10 ft. lengths. Three 
ft. unit retails for $3 and larger sizes 
at the rate of 50 cents per each addi 
tional foot. To fit odd-size windows, cus- 
tomers select size of rod larger than 
extreme width of casing letting rod 
extend over wall space. All accessories 
necessary to hang drapes are furnished. 
Graber Co., Middleton, Wis. 


Sparkle Lights 


Seda Co.. Inc.. 55 Clarkson St., New 
York City, is introducing Sparkle 
Lights, a type of bubbling action light 
for Christmas decorations especially de- 
signed to fit all bulbs, Each light con- 
sists of a tube, bud and base. Tube is 
containing a_ colorful 
Bud, 

light 


crystal — glass, 


bubble-action made of 
diffusing 
green or 


form of 


five holly leaves, is made of plastic in 


liquid, 
heatproof plastic with 
facets, is available in red, 


vellow. Base, designed in the 


contrasting colors and when used with 
a lighted bulb produces an “edge-light™ 
effect. 


without 


used with or 
Three 


interchanged and _ re 


Bases can he 


buds and_ tubes. parts 


ean he easily 


arranged in a variety of color com 
binations. Any Christmas bulb can be 
used. Burned out bulbs may be removed 


discarding the entire unit 


without 
Packaged in colorful display containers. 





reclaim! 


“GARBA-VATOR 


The Elevated, 
Rotating Garbage Can Rack 










Furnished without can 
Attractive floor § dis- 
play stand available! 
Punaes. « ~~ niall 






Keeps container off ground at 
convenient height! Can't spill! 
Can't absorb moisture and rust! 
Wind-proof. Dog-proof. Rat- 
proof. Lid is chained on—can't be 
lost. Rugged steel, tested to stand 
400 pounds weight. 


Upper unit telescopes over sup- 
porting post mounted in ground 
or concrete. Thus, Garba-vator ro- 
tates when pushed—can be swung 
over fence or hedge. Height is ad- 
justable. Accommodates all cans 
up to 23-gallon (16” diameter). 


The Garba-vator has timely sales 
appeal! It’s the answer to con- 
tinuing local and federal pest con- 
trol regulations. A real sanitation 
device! 


DEALERS AND JOBBERS... 
Wire or write for prices and 
literature. 


HIGHLAND INDUSTRIES, INC. 


2227 South Delaware Street 
Denver 10, Colorado 
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ae 








GREAT 


NECK 
HAND ond PANEL ha <=> 
SAWS 
ARE | 
AVAILABLE 
AGAIN! 


CORSAIR! 
GLIDER! 








SUFFOLK! 
NASSAU! 











“LEADERS ON EVERY POINT!” 
— SEE YOUR JOBBER! 
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GREAT NECK SAW Mfrs., Inc. 


Mineola, N. Y. 











WHAT'S NEW 








Revere Ware 
Increases Line 
Revere Copper & Brass, Inc.. 230 Park 
Ave., New York City 17, has added 


three pieces to its line — “kitchen 





jewels,” a one qt. covered saucepan, 
suggested to retail for $3.25, embodies 
all the waterless cooking principles 
inherent in the larger saucepans; coffee 
percolator of copper clad stainless steel 
in two sizes, 6 and 8 cup, retailing re- 
spectively for $7 and $8; and the whist- 
ling tea kettle, 3 qt. capacity. Pistol 
grip tea kettle is chrome plated except 
for the copper bottom, Suggested to re- 
tail for $4.50, it features a_ trigger 
handle, a press of which permits pour- 
ing or filling through spout. 


Sandwich Toaster, Grill 
Waffle Baker 


Precision Mfg. Co., Inc.. Dover, N. J. 
is introducing a combination sand- 
wich toaster,, grill and waffle baker, 
model 75-C. Features a one piece snap- 
in reversible grid, easy to operate, 
Seat the groove in the grid on the lip 
of the band and snap in place. To 
release, relieve the spring with the 
thumb and lift grid out, turn over and 
snap back in position. As sandwich 


toaster it toasts two large ones at once. 


Ideal for grilling bacon, hamburgers, 





weenies, luncheon meats, etc. Opened 
for a grill it provides two heating sur- 
faces 5 by 9% in. As griddle it 
accommodates four medium sized ‘grid- 
dle cakes. By reversing grids user has a 
double waffle iron that provides two 
waffles, 444 in. square. Finished in 
high polished chrome plate with cool 
handles, Complete with dial indicator 
and a 6 ft. cord set. Weighs 6% lbs. 
Operates on 115 volts, 600 watts, ac 
or de. 


Clevelon Electric 
Fence Insulator 


Cleveland Container Corp., Plymouth, 
Mich., is making electric fence insula- 
tors from “Clevelon H” a composition 
developed during the war. Weather- 
ometer tests are said to show the insu- 
lators will stand up under most rigor- 
ous conditions without deterioration, 
damage or aging. Maker claims the 
material can withstand long _ period 
loads in sunlight, and hot weather as 
well as conditions of extreme cold 
without measurable damage. Insulators 
prevent grounding of electrical current 
in fence wires charged by electric fence 
controllers to keep farm animals within 
prescribed areas. Distributed by Pitman 
& Co., 822 W. Winnebago St., Milwau- 
kee, Wis. 


Fraim Hoe, Cultivator 

Fraim Co., Granby St., at 39th, Nor- 
folk, Va., offers a combination hoe and 
cultivator made of high grade carbon 
plated. Hardwood, 
sanded handle. Size, 51 by 14% in. 
Weight 26 oz. Maker says, mud 


soil, clay cannot pack or clog on 


steel cadimium 


tool head. Adapted for removing weeds 


around flowering plants, vegetables, 
bulbs, and nursery stock in general 
with a minimum of injury to fibrous 
feeding root systems. Waterproof fer- 
rule brazed into forging prevents damp- 
ness and decay of handle socket, says 
maker, Tool head, 74% in. high, 3 in. 


wide. Suggested to retail for $2.50. 


Three-Way Moth Killer 
Pennsylvania Salt Mfg. Co., Widener 
Bldg., Philadelphia 7, Pa., offers 
“Knox Out Mothers” a liquid moth 
killer that kills in three ways, by 
external contact, by action as a stom- 
ach poison when eaten and by depr 
ing them of oxygen through action as 
a fumigant. Also claimed to be deadly 
to ants and roaches. Claimed to have 
pleasant odors and is _ non-stainit 
Packaged in pt. and qt. bottles. Eight 
page booklet describing action and 
giving directions for use is available. 
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Aerocast Casting Reel 


Body of the Aerocast level-wind 
casting reel is formed of Tenite plastic. 
Said to fit any standard casting rod, 
weighs under 5 oz. and holds 50 yds. 





of 25 Ib, test line. Outstanding design 
feature is the “Three-Some” handle said 
to provide balance for swift casting 
without bird’s nest or backlash worry. 
Level wind is accomplished through a 
spiral action on a_ smooth effortless 
shaft. Flush fit of all parts affords pro- 
tection from sand and grit. Burgundy 
color is a permanent part of the plastic. 
All metal parts are stainless-steel alloy; 
spool is cork. Aerocast Products, 
Chicago, makes the reel which is dis- 
tributed by Faber Bros., 353 W. Grand 
Ave., Chicago 10, Il. 


Clothes Washer, Dish 
W asher and Sink 


Thor Automagic sink unit, medel 
250 CD is 54 in, wide, with 36 in. 
work surface, 40 in. overall, depth, 
front to back, 25 in. Finished in white 
baked enamel with black recessed 
base; stainless steel trim, black lino- 
leum top and splashboard facing; white 
porcelain sink bowl, 22 in. long, 16 in. 
wide, 7 in. deep; chrome-finished fit- 
tings. Cabinet is all steel, with double 
walled door. Sink on right-hand end. 
Mechanism for operating clothes and 
dishwasher units readily accessible for 
servicing. Sink unit self-contained, re- 
quiring only electrical connection and 
conventional sink plumbing  connec- 
tions. Drain pump is non-clogging, 
valveless and screenless — empties 
clothes tube in one minute, dishwashing 
unit constantly. Capacity of washer, 8 
Ibs. dry clothes; features super agita- 
tor of plastic, speed, 52 oscillations 
per minute. Eleven gal. water capacity 
inner clothes tub. Die cast aluminum 
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retaining ring keeps clothes from clog- 
ging row of outlet holes. All surfaces 
smooth and rounded. Gyro-dise balancer 
said to reduce vibration to unnoticeable 
minimum. Inner clothes tube spins at 
600 revolutions per minute; dries 
clothes in 8 minutes. Dishwasher capac- 
ity is table service for six, Dish drum 
of stainless steel as are dish racks. 
Complete washing cycle, pre-rinse, 
washer with detergent and final rinse 
requires 5 to 6 gals. of water, Pots 
and pans washed clean and dried. 
Self-cleaning and_ self-draining. Stain- 
less steel bow! with turned-in top and 
bottom flanges carries and rotates a 
wall of water at 600 RPM at 35 miles 
per hr. Two tubular scoops dip in the 
water wall, pick it up and direct it 
» 


-upward through the dishes, 52 times 


per minute. Hurley Machine Division, 
Electric Household Utilities  Corp.., 
Cermak Rd., & 54th Ave., Chicago, IIL. 


‘Economaster' 
Water Heaters 


Economaster Sales. Inc.. 128 Eighth 
Ave., N. Nashville 3, Tenn., offer 42 
and 55 gal. size water heaters con- 
structed from Otiscaloy, high tensile 


rere Sa 


steel and coated with pure prime 
western zinc, No adulterants are used. 
Outside shell is 18 gage steel finished 
with white synthetic baked enamel. 
Heaters are equipped with both West- 
inghouse heating elements and thermo- 
stats and are wired for both standard 
and inter-locking circuits, Insulated 
with Fiberglas. 


Phosphorescent- 
Fluorescent Paint 

Lawter Chemicals, Inc., 3550 Touhy 
Ave., Chicago 45, IIL, introduces a 
complete line of phosphorescent and 
fluorescent paint. Maker states the 
luminous paint will glow all night after 
short activation by daylight or artificial 
light. Harmless as ordinary paint, avail- 
able pre-mixed in one bottle. Requires 
neither primer or sealer and can be 
brushed on any clean surface, indoors 
or out. Three oz. bottle suggested to 
retail at 98 cents, 1% oz. bottle at 59 
cents, Luminous display card and leat- 
lets with each dozen, 
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With ‘these 6 popular Bassick 
casters, you literally have six aces 
up your sleeve because this versa- 
tile group can take care of the vast 
majority of your customers’ needs. 

They're fast movers, so be cer- 
tain you carry these numbers. . . 
it means more sales and satisfied 
customers. Order from your jobber. 

THE BASSICK COMPANY, 
Bridgeport 2, Connecticut. Division 
of Stewart-Warner Corporation. 
Canadian Division: Stewart-Warner- 
Alemite Corporation, Limited, 
Belleville, Ontario. 


Bassick 


MAKING MORE KINDS OF CASTERS 


MAKING CASTERS DO MORE 
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National Hardware Show Plans 
Hunting, Fishing Display Floor | 


With the endorsement of Na- 
tional Hardware Show by the 
Associated Fishing Tackle Manu- 
facturers, 420 Bond Bldg., Wash- 
ington 5, D, C., the entire fourth 
floor of this annual 
exhibit will be 
sively to displays of hunting and 


hardware 
devoted exclu- 
fishing goods. The Show will be 
held at the Grand Central Palace, 
New York ( ity, Oct. 12-16, 1948. 
Many tackle and hunting equip- 
ment manufacturers have already 
leased display space. 

A large part of the inspiration 
for the sponsors of the Show to 
invite the of the 
fishing tackle association, which 
resulted in National Hardware 
Show, Inc., 331 Madison Ave., 
New York City, establishing a 


endorsement 


H. G. SMITH, ASST. 
PACIFIC DIST. MGR. 
G. E. APPLIANCE SALES 
H. Gordon Smith has been ap- 
pointed assistant district manager 


of General Electric appliance 
sales in the Pacific District. 
Mr. Smith has moved to San 


Francisco from Jacksonville, Fla., 


where he served as local manager 


of appliance sales since he joined | 


the Company three years ago. 


A. B. FLOWERS ELECTED 
PRES. JACKSON MFG. CO. 


At a recent meeting of the 
hoard of directors of the Jackson 
Mfg. Co., Harrisburg, Pa., Ar- 
thur B. Flowers, formerly execu- 


tive vice president and treasurer 
of the company, was appointed 


president and treasurer to suc- 
ceed the late John E. Core, Sr. 
Mr. Flowers joined the Jackson 
organization in 1917 as company 
accountant and was made a di- 
rector in 1926, He was elected 
secretary and treasurer in 1938 
until he became executive vice 


president and treasurer in 1946, 

William L. Fritz, 
with the Jackson Manufacturing 
for the past 37 
continues as vice president of the 
company and D. N, Shuler, as 


associated 


Company years, 


secretary and assistant treasurer, | 
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fishing and hunting division, came 
from a survey by Harpware AGE 


which determined the importance | 


of hardware distribution to sport- 
ing This 
survey showed that the hardware 


goods manufacturers, 


trade’s sporting goods volume 
exceeds $122 million. 
The Show sponsors were also 


influenced in setting aside a spe- 
by the recent 
the Southern 


cial display floor 
action taken 
Wholesale Hardware 
in organizing 
Division. This 
after a year’s study by a special 
committee of the 
the problem of what the whole- 
do to 
increase the sale of sporting goods 


by 
Association 
a Sporting Goods 
action was taken 
Association on 


sale hardware trade can 


through hardware channels, 


| Mr. Shuler has the 
| Jackson Company since 1920 as 


been with 
cost accountant and became pur 
chasing agent in 1938, at which 
time he was elected secretary and 
assistant treasurer. 

Charles F, 


representative 


x hnepp, a sales 


1947, 


manager, 


since has 
sales 
Kister, assistant 
Mr. Kister 
formerly to the 

tary and treasurer, John E. Core, 


appointed 
Paul D. 
manager, 


been 
and 

sales was 
secretary secre- 


Jr., has been appointed traffic 


manager, 


SELECTIVE DISTRIBUTION 
SET-UP BY CASCO FOR 
POWER TOOL KITS 


Casco Products Corp., Bridge- 


introduced a 
of distribution 
for merchandising its Electr-o- 
tool kits. According to John 
Reidy, sales manager. As before, 


port, Conn., has 


selective pattern 


Casco will continue to distribute 
the tool kits 
through its organization of sales 
representatives. However, for each 


from coast-to-coast 





wholesale trading area, the Casco | 


sales representative will select 
one distributor in each trade 
classification for the kits. Each 
trading area, with the possible 
exception of a few major market 
cities, thus becomes a_ semi- 








exclusive franchise for the dis- 
tributors selec ted, 
To further protect the Casco 


distributor. tool kits will be sold | 


distributors, he 
will be 
directly to retailers. Casco kits 
will be fair-traded at both whole- 
sale and retail price levels. 


solely to 


no 


con- 


tinued, sales made 


APEX ELECTRICAL MFG. 
PURCHASES LAKE STATE 
PRODUCTS, INC. 

The Apex Electrical Mfg. Co.. 
Cleveland, has recently acquired 
Lake State Products, Inc., Jack- 
son, Mich., of the 
Dishamatic dishwashet 
and _ the 
clothes washer. C, 


producers 
electric 
Cinderella portable 
G. Franktz, 
president of Apex, said the mod- 
ern Lake State Products plant at 
Jackson will be kept in operation 
as a wholly owned subsidiary of 
Apex. No change in present per- 
sonnel is contemplated. He also 
announced that Apex will begin 
marketing its new clothes dryer 
and automatic washer in August. 


D. S. MESSINGER NAMED 
GEN. SALES MANAGER 
FOR GOODELL CO. 

The Goodell Co., Antrim, N. H., 
has appointed David S. Messin- 


ger, 1123 Broadway, New York, 
| general sales manager, effective 
June 1, Mr. Messinger has rep- 
resented the Company for the 
past 15 years in the metropolitan 
area and will handle both do- 


mestic and export sales from the 
New York office for the present. 


In association with David M. 
Condit, Mr. Messinger will con- 
tinue to handle the following 
lines which he has represented in 
the metropolitan area for more 
than 25 years. These are The | 
Hamblin & Russell Mfg. Co., | 
Worcester, Mass., The Newell 





Co., Ogdensburg, N. Y., and The | 
Embro Mfg. re Ohio. 

The territory to be covered in 
addition to the metropolitan area 
will he New Jersey, 
Philadelphia, Baltimore, 
Washington. Mr. Condit formerly 
represented the A & J Tool Co., 


Canton, 








Delaware. 


wd 


now Ekco Products, for many 
years in this area and is well- 
known to the trade. 


APPOINT FRANK FEELEY 
ACE HARDWARE CORP. 
HOUSEWARES BUYER 


Frank A, Feeley has recently 
been named successor to Henry 
P. Oetjen as housewares buver 





FRANK A FEELEY 
for Ace Hardware ( orp.. whole 
salers, 1319 S. Michigan Ave., 
Chicago. Mr, Oetjen was made 


merchandise manager of the con 
pany recently. 

Immediately his en 
ployment by Ace, Mr. Feeley w 
associated with the 
of Goldblatt Bros., 


supervisory and buying capacit 


prior to 


Loop Store 


Chicago i 


Previous to this, he was afliliated 
| with Butler Bros. Chicago, 
various capacities the last | 
years as buyer of housewares 


J. M. MEYERS ELECTED 
PRESIDENT UNITED 
AIRCRAFT PRODUCTS 


John M. Meyers has bee 
elected president of the Unite 
Aircraft) Products, In 1] 
Broadway, New York City. to 


| succeed Frederick W. Haller wl 


resigned recently due to the pre 
sure of other business, M 
Meyers has been an executive 
vice-president of the company fe 
the past two years, He is als 
president of the Metal Produ 
tion Corp. 

United Aircraft Products ma 
ufactures aircraft parts in 
Los Angeles, Cal., factory an 


produces spun aluminum kiteche 
ware in the Dayton, Ohio plant 


AGI 
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A. C. RUDY MANAGES 
KITCHEN CABINET SALES 
BERGER MFG. DIVISION 


as Rudy has been appointed 
manager of kitchen cabinet sales, 
Republic Steel 


Bldg.. 


Berger Division, 
Corp.. Republic 
Ohio 

In 1932, soon after leaving col- 
joined Berger. In 1935 he 
was transferred to the produc tion 


ege he 


fepartment, from there he started 
locker sales 
and then in 1939 he 
salesman in the Chicago branch. 


n the department 


became a 
Three years later, he was ap- 
Indian- 
Then, 


pointed manager of the 
apolis district 
in 1945, he returned to Chicago 


as branch manager. 


sales office. 





JULIUS AUERBACH 
MASTER BRONZE POWDER 
PACIFIC COAST MGR. 
Master 
Hammond, Indiana, announce the 
Auerbach 
manager. 


Bronze Powder Co., 
appointment of Julius 


as their Pacific Coast 
He was formerly connected with 
Crescent Bronze Powder Co, Mr. 
Auerbach is an outstanding per- 
sonality in the paint field. Plans 
the making to open an 


Los An- 
the 


are in 
ofice and warehouse in 
headquarters for 
West Coast. 


geles as 


ALUMATONE ESTABLISHES 
CANADIAN PAINT 


FACTORY 
The Alumatone Corp., of Los 
Angeles, Cal., recently estab- 


lished a new branch of the firm 


at 372 Bay Street. Toronto, 
Canada. Known as Canadian 
Alumatone Corp., Ltd., it was 


set up to handle Canadian busi- 
ness and will ship to all member 
ountries of the British Common- 
wealth. The 
ocated at 

Avenue, Los 


factory. is 


Vista 


parent 
1523 


Angeles. 


Grande 


F. L. RIDDEL TO HANDLE | 


COLUMBIAN ENAMELING 
NEW ENGLAND AREA 
F. L. Riddell, Wollaston, Mass., 
has recently been appointed to 
act as representative in the New 
England States for the Columbian 
Enameling & Stamping Co., Inc., 


JULY 1, 1948 


(anton, 





lerre Haute, Ind. Due to previous 
association with several national- 
Mr. 


ly known manufacturers, 


housewares field. 


E. D. ANDERSON ELECTED 
SEC. SPRAY & DUSTER 





ASSOCIATION 
Earl D. Anderson has joined 
the staff of Frank J. Zink Asso 
@iates and has been appointed 
secretary of the National Sprayer 


& Duster Association, 43rd floor, 


Riddell is well established in the 


Board of Trade 
Prior to accepting this new posi 
Mr. Ande r-on 


nected with Republic Steel Corp 


Bldg.., Chic ago. 


tion, was con 


as agricultural engineer = and 
agricultural 


1926, 


manager of — the 
extension bureau since 
buyer in 
the Farm Equipment Division of 
Ward in 


He hecame assistant 


Montgomery Chicago 


Later he was chief inspector and 
field agent for the Farmers 
Mutual Reinsurance Association 
Grinnell. lowa 





the F. E. 


Myers & Bro., 


house May 17-19 to provide an opportunity for its employees’ 


families, 


Co., 


friends and associates 
facturing operations performed by employees. 


Ashland, Ohio, held open 
the 


to view various 


Also 


manu 
due to 


the interest shown by its thousands of dealers, distributors 
and power company representatives while attending the Myer 


training classes and other programs held at 
the management felt justified in 
The three day program was the first ever undertaken 
and was 
Myers, Jr., son of Myers’ president, J. C. Myers. Em- 
ployees worked hours polishing, decorating and displaying 
the products they help produce and the machines and tools 


public. 
by the 
2. 


75-year-old firm, 


the 


opening the plant to 


company, 


the 


under the direction of 


they use. The grand total of attendance for the three days and 
one evening reached 3900. Courteous guides, well versed in 
the plant manufacturing procedures conducted groups of 15 


to 20 people over the tour route 
visitors were given a souvenir package containing the May 


Upon completing the tour, 


issue of Myers News, A Welcome Booklet, multilithed sheet 


of facts about the company and a post card showing views of 


| the four plants. 





GEN. AMERICAN PLASTICS 
NAMES PROPRIETARY 
SALES MDSE. MGR. 


Ihe Plastics Division of Ger 


eral American Pransportation 
Corp., ( hic ago announced re 
cently that A, Raysson has hee 
appointed sales and me handis 
ing manager of proprietary items 
He will be in charge of sales of 
the Cher-Chair, infant’s trai 
seat, as well as tableware, cut 
lery trays and other hardware 
houseware and chinaware items 
Mr. Raysson recently resigned 


as general sales manager of the 


Domestic Appliance Division of 
Pressed Steel Car Co. In this 


position, he created a “Demo 


racy in Business” program de 
signed to give distributors a 
more active voice in merchan 
dising, advertising and distribu 
tion problems, He was also the 
author of an effective system for 


termination i 
that 
used throughout several different 


war contract 


renegotiation was widely 


industries. 


P. N. DUTTON NAMED DIST. 
SALES SUPERVISOR FOR 
RESEARCH PRODUCTS 
The appointment of Philip N. 

Dutton, Ohio is i 


company sales supervisor in Ohio 


(Cleveland, 


and parts of Pennsylvania 

been announced by the Research 
Products Corp., Madison, Wi 
Mr. Dutton, who served in the 
Europe an theater during the war 
was in the industrial equipment 


business before joining the Madi 
son company 
also 


John Schutz of 


The company announces 


the promotion of 


its Cleveland office to an admin 
istrative position at the Madison 
headquarters. 

Both appointments have been 
made as a result of expanded 
sales activities and the addition 
of new products to their line 
DIAMOND W. MFG. MOVES 


TO LARGER BUILDING 


The Diamond W. Mfg. Co 
1100 Altamont Ave., Schenectady 
N. Y., has anounced it’s moved 
to a new building all on one 
floor, eliminating the inconve) 
ience of two floors such as were 
had in the companys former 
location, 

‘0 





SAXON CO., WESTERN 
DISTRIBUTORS FOR 
FEDERAL HOUSEWARES 


Federal Tool Corp., Chicago, | 
ap- 


has announced the recent 
pointment of Saxon 520 
West 7th St., Los Angeles 14, as 
far west representatives for Fed- 
eral Practical Housewares. Roy 
E. Saxon and Sy S. Russell head 
the firm, will the 
territory covering Montana, Idaho, 
Utah, Nevada, New 
Mexico, and Arizona. Saxon Co. 
succeeds the Allen B, Carpenter 
Co. in these states. 


Co., 


which serve 


Colorado, 


G. S. PALMER REJOINS 
BERGER MFG. DIVISION 
COVERS SALES AREA 
Gregory S. Palmer, formerly 
assistant manager of kitchen cabi- 
net sales for the Berger Manu- 
facturing Division, Republic Steel 


Corporation, Canton, Ohio, will | 


he | 


take over the sales territory 
had in Virginia and North Caro- 
lina from 1939 to 1942 on July 1, 
has been announced. 

to Berger 
was vice-president and 


it 

Prior joining in 
1945, he 
general sales manager of the Air 
Communications, Inc., Kansas 
City, Mo., for three years, He 
did sales work for the American 
Radiator and Standard Sanitary 
Corp. of Pittsburgh and the Steel 


Kitchen Corp., Chicago. 


F. J. SHEERIN NAMED 

SALESMAN FOR LINCOLN 
METAL PRODUCTS 

Frank J. Sheerin has been ap- 
pointed sales representative in 
Pennsylvania, Maryland, and Dis- 
trict of Columbia, by 
Metal Products Corp., Brooklyn, 
N. Y., manufacturer of Beautycan 
step-on disposal Mr. 
Sheerin has been active in this 
territory for the past 17 years. 


Lincoln 


units. 


ELECT R. S. TRIMBLE 
KEYSTONER’S PRESIDENT 
The Keystoners, 531 Irvington 
Rd., Drexel Hill, Pa., at its re- 
cent June held in the 
Philadelphia Country Club elect- 
ed R. S. Trimble, Simonds Abra- 
sive Co., president for the coming 
year, R. D. Lamson & 
Sessons Co., elected vice- 
Howard Easton, Na- 
Drill secretary 

Moran, Abrasive 


meeting 


Casey, 
was 
president; 

tional Twist Co.. 
and Geo. L. 
Products Co., treasurer. The fol- 
lowing directors will also serve: 


Bob Brown, Bill Cadle, H. K. | 
Greene, R. E. Hoehl, Jack Me- 
Cann, and Wm, R. Telfer. Jack 
McCann, — publicity manager, 


stated that the past year has been 
a successful one for the associa- 
tion, under the leadership of Ben 
Butterfield, past president. 
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WALTER J, 


GRAY 


MANSFIELD TIRE CREATES 








R. K. HOUSTON 


FOUR SALES DIVISIONS; 


APPOINTS FOUR DISTRICT MANAGERS 


Field sales operations of The 
Mansfield Tire & Rubber Co., 
Mansfield, Ohio, will be directed 
from four newly created divisions 
effective July 1, according to an 
announcement from J. S, Wain-| 
right, vice-president and general 
sales manager. 

Elevated to head the four divi- 


sions as division managers are | 
four district sales managers, all | 
of them veterans in the com- 


pany’s sales organization. 

The new division managers are 
Walter J. Gray who has been 
with the company for 26 years; | 
R. K. (Rube) Houston a mem- | 
ber of the sales force 25 years; |} 
Carl B. Gibson, a veteran of 19 
years; and F. David Boals who| 
has been with the company for 





17 years. 

Mr. Gray will direct sales ac-| 
tivities in the western division! 
which embraces the states of 


California, Oregon, Washington, 
Nevada, Colorado, New Mexico, | 
El Paso, Texas, Arizona, Utah, 
Idaho, Wyoming and Montana. 
His headquarters will be in Oak- 
land, California. 








CARL B. GIBSON 


The southern division will be 
directed by Mr. Houston whose 
headquarters will in Bay 
Springs, Miss. The division in- 
cludes the states of Louisiana, 
Mississippi, Arkansas, Oklahoma, 
Texas (excepting El Paso) Ten- 
nessee, Alabama, Georgia, Flor- 


be 


ida, North Carolina and South 
Carolina. 
The mid-western division di- 


rected by Wr. Gibson is composed 
of the states of Indiana, Illinois, 


Missouri, Kansas, lowa, Nebraska, | 


Wisconsin, Minnesota, North Da- 
kota, South Dakota and_ the 
northern peninsula of Michigan. 
Headquarters will be in Mans- 
field, Ohio. 

Mr. Boals will direct the east- 
ern Ohio, 
Michigan, Massachusetts (except- 
ing Michigan’s northern penin- 
sula), Kentucky, Virginia, West 
Virginia, Permsylvania, Delaware, 
Maryland, District of Columbia, 
New Jersey, New York, Maine, 
New Hampshire, Vermont, Con- 
necticut and Rhode Island. His 


division embracing 


headquarters will be in Mans- 
field, Ohio. 


F. DAVID BOALS 


| Hausler. 


AMERICAN FAIR TRADE 

COUNCIL ACCEPTS 19 
NEW MEMBERS 

Nineteen additional manufa 
turing firms have been accepted 
| recently for membership in the 
American Fair Trade Counei] 
11 E. 44th St., New York City 17 
John W. Anderson, president, ap 
nounced recently. 

The 


manufacturers 


council is an 
of who 
dise one or more products under 


Fair Trade acts now in effect jp 


association 


merchan 


15 states. 
Mr. Anderson listed the follow 
ing new members: American 


Optical Co., Southbridge, Mass, 
W. E. Bassett Co., Derby, Conn. 
Botany Mills, Inc., Passaic, N. J. 
E. L, Bruce Co., Memphis, Tenn. 
Clemson Bros., Inc., Middleton 
N. Y.; Club Aluminum Products 
Co., Chicago; The Fulton Co, 
Milwaukee, Wis.; Gold Seal Co, 
Bismarck, N. D.; Hamilton Mfg 
Ind.; Langley 
Corp., San Diego, Calif.; Miles 
Laboratories, Inc., Elkhart, Ind.: 
Monark Silver King, Inc., Chi 
cago; Nutone, Inc., New York 
City; Oneida, Ltd., Oneida, N. 
Y.; Sessions Clock Co., Forest: 
ville, Conn.; Steel Products Mfg. 
St. Louis. Mo., and Eric 
Wedemeyer, Inc., New York City, 

Although most of the Council's 
members 


Co., Columbus, 


Co., 


new have been mer. 





Fair Trade 
laws for several years, a few of 
them the 
only recently, according to Mr, 
Anderson, 


chandising under 


have adopted policy 





L. B. REYNA SEEKS HDWE. 
LINES FOR CUBA 


L. B. Reyna & Son, 103-17th 
St., Vista Alegre, Santiago De 
Cuba, Cuba, manufacturers’ 


agents, has announced that it is 
interested in obtaining hardware 
allied 
United States to solicit business 
in Cuba for account of _ prin- 
cipals and for direct shipment 
to buyers in Cuba. 


and lines accounts in the 


ELECT JACK PALMTAG 
PRES. LOS ANGELES 
POT & KETTLERS 

Jack Palmtag, E. R. Palmtag 

Co., has been elected president 


of the Los Angeles Pot & Kettle 


| Club for the 1948-1949 fiscal year. 


Other officers elected include: 
Harry Grant, first vice-president, 
Unien Hardware & Metal Co., Bob 
Homan, second vice-president, Lip- 
pincott, Inc., Ray Heinen, treasurer, 
Pacific Merchandise Co.; Harold 
Norton, corresponding secretary, 
Wm. P. Horn Co.; Gould Heyer, 
secretary, Southwest 
Directors are: Vern 
Dana 
round 


recording 
Hardware. 
Rupp, Harry 
Tuesday 


Izenour and 


noon 


table meetings will continue 


| throughout the summer. 
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SOUTHERN DEALERS 
| ELECT OFFICERS 


Meeting in joint convention 


IR TRADE 
CEPTS 19 
ABERS 


mal manufa 


IRVING KANE HEADS | 
ROYAL TELEVISION & 
RADIO CORPORATION | 
The formation of the Royal 
been accepted Television & Radio Corp., 81 
ership in the Willoughby St., Brooklyn, N. Y.. 
rade Counei to produce both direct-view and 


( 7 — 
a ty] projection television receivers has 
preside nt, an 






recently new ollicers were elected 
| for the Louisiana Retail Hard- 
| ware Association and the Missis- 
sippi Retail Hardware & Imple- 
| ment Assn. New officers for the 





Louisiana group are: president, 
C. J. Borne, New Orleans; vice- 
| president, C. F, Averette, Baton 
Rouge; advisor, P. W. Bordelon, 
Television and an_ electronic ose “ ~s following di- 
engineer with Naval Research nc Ww. D. nag — 
Laboratories, is vice-president, GOW WINNER AT NUTMEGGERS GOLF OUTING: <n * >. oe i 2 . ew 
and Edmond Sherman, treasurer.| Despite heavy rain on June 9, 27 golfers went out on th i . \. \ < i as a? 
Mr. Sherman was a senior engi- course at Wethersfield Country Club, Wethersfield, Conn., dria; J. A. Sibley, Bossier City; 
neer with General Electric, for the golf outing of The Nutmeggers. A steak dinner and and H. J. Cornay, Lafayette. 
entertainment, that evening attracted more than 50 members rhe Mississippi group elected 
assaic, N, J, and guests. The Nutmegger’s secretary-treasurer, Z. S. Gow, the following: president, J. D. 
nphis, Tenn Laurel Supply Co., Hartford, had low gross of 81. Second Reynolds, Tupelo; vice-president, 
. Middletor ees low gross—an 88 was turned in by T. Kilduff, Rackcliffe Co., | yw. Logan, Vicksburg; advisor 
um Products a WRIGHT NAMED New Britain, Conn., and third low gross — 89 — was that of W. P. Perkins. —t and 
Fulton Co, WESTINGHOUSE RANGE J. page North & — 7 — eo Mie oa the following directors, H, D. 
old Seal Co, SALES TRAINING MGR. ae Oe es he ok : J 7 Young, Bruce; J. R. T er 
. Hartford. First low net card was that of W. Kennally, Philco ing, ; J. RK. Turner, 
amilton Mfg The appointment of Thomas | Co., Hartford, while second low net was G. Wood, Wood,’ Louisville; W. E. Reynolds, 
d.; Langley B. Wright as range sales train- Alexander & Co., Hartford. C. A. Wallace, Graton & Knight | Waynesboro, and J. P. Metcalf, 
Ualif.; Miles 4 : 1” Co., Worcester, Mass., had third low net. Left to right are:| Indianola. David O. Manstield, 


been announced by Irving Kane, 


president of Royal. 
iN association 
I = Jerome Bresson, who was sen- 
vho merchar . “ep . 
— jor engineer with United States 





roducts under 
Ww in effect jy 


ed the follow 
5 Ame rican 
ridge, Mass, 


Jerby, Cor ° Te? 
3 ‘. Farnsworth, Hazeltine and United 


States Television. 


ing supervisor has been an-| * 
Ikhart, Ind.; ing “4 ; “" i ois G. Wood, W. Kennally, Z. S. Gow and Carlton Pressler, | 996 S State Se Seckeon, Miles. 
; ine houncec vy “ ihe Blodgett & Clapp, Hartford, chairman of the Nutmeggers S eanaiiiiiee ik Geille canine erihais 
New Yor Electric Appliance Division, Re Ne. A [is ' ; ; 
New York Mansfield, Ohio | The Louisiana Assn, in sepa- 
ee, & Mr. Wright is a grandson of | —_——— —————————————————————— —___—— | rate meeting adopted a resolution 


Co., Forest. 

roducts Mfg, - * 
and Eric 

w York City, 


he Council's 


Baxter, founder of the | urging passage of House Bill 329 
Baxter Stove Co., Mansfield,| In 1941, he joined the advertis-| commander in 1945. At that | in the State Legislature to double 
which was bought by Westing- | ing department. Mr. Wright en-| time he joined the purchasing chain store taxes, Both associa- 
house in 1918. Mr. Wright! tered the Navy that same year as department of Westinghouse and | tions urged continuation of efforts 
started with Westinghouse in| a midshipman and was discharged | was transferred to the Laundry towards tax equality of co-opera 


been mer 1940 in the die repair section. | from the service as lieutenant | equipment department in 1947. | tives with other businesses. 
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's, a few of 
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—— Quality Tapes... Available at Better Wholesalers 
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Officers, executive committee and advisory board of the Texas Hardware Boosters 


Club are seated left to right: Ed M. 
Dallas, 


r. Fe 


Speaker, Jr., 


Luther, Dallas, 


2nd_ vice-president; C. B. 


chairman, 


Hasford, Dallas, 


executive committee; 
president; 


Dewey Godfrey, Dallas, retiring president and chairman, advisory board; Paul H. Bowen, 
Dallas, first vice-president; Nat M. Johnson, Pearsall, secretary-treasurer, Standing, left 
to right: Malcolm E. Reid, Dallas, past president and member of advisory board; C. Earl] 
Stafford, San Antonio, executive committee; Frank Johnson, Oklahoma City, newly elected 
member, advisory board; Joe M. Jackson, Houston, executive committee; co. Baldwin, 
New Orleans, advisory board; Chas. W. McKnight, Dallas, executive committee; Chas. F. 
Lanter, Fort Worth, advisory board; Karl Hormann, Dallas, newly elected member of 
advisory board. Only absent member is M. G. Lipscomb, Dallas, past president and mem- 


ber, advisory board. 


Carney and Marshall Address 


Texas Hardwaremen on Tax 
Equality and the Need to Work 


100 Texas hardware 
the 
the 


More than 


men were present for 52nd 
annual convention of lexas 


Wholesale Hardware Association, 
June 11-12. in Meet- 


ing with the wholesalers was the 


Galveston. 


Texas Hardware Boosters Club. 
Two speakers of national re 
nown were on the program at the 
Friday morning open meeting 
Seth Marshall, president of Mar- 
shall-Wells Co., Duluth, Minn.: 


and Ralph W. Carney, vice-presi 


dent and sales manager of The 
Coleman Co., Ine., Wichita, 
Kansas. 

Mr. Marshall gave pertinent 
statistics on the inequality of 
taxation in relation to co-opera- 
tives, but his talk was not com- | 
posed of dry figures it was 


presented in a way to convince 
his hearers of the 


“doing something about it,” 


urgency of 
such 


as intelligently presenting the tax | 


situation to business men and the 
publie, lo The Con- 
gress, and financial assistance to 
the National Tax Equality 
ciation, “Press the 
gress in the spring of 1949.” he 


members of 


Asso- 
idea in Con- 
urged. 

Ralph Carney in his talk, a 
dramatic presentation titled, “The 
Man Who Sells.” said all the 
wholesalers have the same prob- 
lem of teaching new sales organi- 


zation, teaching and training new 


men and the older ones who still | 


confuse writing an order with 
making a sale: and, he added, 
retail salesmen confuse a_ sale 
with a purchase. “If we sold 


only what people come in to buy, 


78 


we would be in a perpetual de- 
pression,” he declared. 
Mr, 


selling, 


Carney recommended vis- 


ible demonstration, ete., 


and then proceeded to give effec- 


tive demonstrations, The most 
deadly disease of all time, he 
said. is the lack of work, the 
desire to get by without work. 

Executive sessions of — the 
wholesalers were held Friday 


afternoon and Saturday morning. | 


The following subjects were dis- | 


Friday: 


“Merchandising | 


( ussed 





- 


Texas 
seated: Hollis E. Colemere, left, president; 
first vice-president. Standing: Nat M. Johnson, left, secretary- 
treasurer; David B. Nash, second vice-president, all re-clected. 


Officers, 





Wholesale 


Hardware at Retail”’—and “How 


the Texas Hardware Wholesalet 
Can Help the Retailer,” by 
Charles H. Flato, president Kings- 
ville Hardware Co., Kingsville, 
Texas, and president of Texas 
Hardware & Implement Assn., 
and Ray M. Souder, secretary- 


manager of the latter: “Employee 
Relations and Employee Compen- 
sation,’ by Oscar J. Koepke, 
secretary -treasurer of Corpus 
Christi Hardware Co.: “Returned 
Goods,” J. W. Barnes, vice presi- 
dent-general manager, Higgin- 
botham Hardware Co.,  Ine., 
Waco: “Specialty Selling.” Chas. 
FE, Nash, president Nash Hard- 
Fort Worth: “Sales- 
N. F. Van Hoogen- 


ware Co., 


men’s Calls.” 


Association are, 
us C. Dittmar, 


Hardwa re 


Wm. 
Co., 


huyze, Van 


San 


president, 
Hoogenhuyze Hdwe, 
Antonio. 

The Saturday morning session 
included committee reports and 
discussion of the following topics: 
“Operating Five Days a Week,” 
Herman Biar, general manager, 
The Schoellkopf Dallas; 
“Cooperation Between Credit and 
Sales Departments,” E. P. Single. 
Nash 


Worth; 


Co., 


ton, secretary - treasurer, 


Hardware (o., Fort 


“Future Bookings of Merchan 
dise,” O. H. Mann, vice president. 


general manager, Higginbotham. 
Pearlstone Hdwe. Co., Dallas. 


All officers and executive com- 
mittee re-elected, 
president, Hollis E, 
Colemere, president Watts Hard- 
ware & Supply Co., 


members were 


as follows: 


Ine., 
Antonio; first vice-president, Gus 


San 


(. Dittmar, vice president-general 
manager, F, W, 
Houston; second 
David B. Nash, vice-president, 
Nash Hardware Co., Fort Worth: 
secretary-treasurer, Nat M, John- 


Heitmann Co., 
vice-president, 


son, Pearsall. 

Executive Committee — George 
F. Pierce, chairman, secretary: 
treasurer, Cullum & Boren (o., 
Dallas: George C. Black. Boca 
Chica Hardware Co., Browns- 
ville: R. C. Neeley, Jr., Amarillo 


Hardware (Co., Amarillo: and 
R. R. Witt, Builders Supply Co.. 


San Antonio 


The 12th annual meeting of 
Texas Hardware Boosters Club 
was held on Friday morning, 


with Dewey Godfrey, 


presiding. 


preside nt, 


New officers and others chosen 
to head this organization for the 
ensuing year are: president, (. B. 
Hasford, Eastman Products Co. 
Dallas: first vice-president, Paul 


Hl. Bowen, Penn Hardware (o., 
Dallas: second vice-president, 
Paul H. Speaker, Jr., Nicholson 
File Co., Dallas; — secretary- 


M. 
sall (re-elected) : 


treasurer, Nat Johnson, Pear- 
Executive Com- 
mittee—Ed M. Luther, chairman, 
Dallas. American Fork & Hoe 


Co.: Charles W. McKnight, Dal- 


las, G. M. Baird & Co.; C. Earl 
Stafford, San Antonio, The Stan- 
ley Works: Joe M. Jac kson, 
Houston, Youngstown Sheet & 


Tube Co.: 


Advisory Board—retiring presi- 
dent Dewey Godfrey, chairman; 
Charles F. Lanter, Fort Wo th, 
Colorado Fuel & Iron Co 
1949: Lawrence J. Baldwin, New 
Orleans, Lawrence J. Baldwin & 
Son, 1949: Karl E. Hormann, 
Dallas, Sager Lock Works, 1950; 
Frank Johnson, Oklahoma City, 
Frank & Forrest Johnson, 19 
and Past Presidents M, G. Lips 
comb, Dallas, Cavert & Lipscomb; 
and Malcolm E. Reid, Dallas 
Malcolm E. Reid & Associates 


and the officers, 
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Wm. Van 
Co., San 
E. T. ALLEN BECOMES | wholesaler catalogs: selling to | 


ning session SALES DIRECTOR | large educational institutions, in = 


reports and PERMA PRODUCTS dustrials and government agen 

ee ne OR CTS | cies control of 17 sales repre CUSTOMERS ARE 
re he erma roducts 0.. 

s a Week.” ; sentatives as general manager of 


il manager ; 
Bt, nine » ca ) “nt " j | 
ann inced the Ep perenne of of all production and distribution 


o., Dallas; i ee ee 
‘Celle ant E, I. Allen as director of sales. of electri iidictae Soe ob ABOUT 
 P. Single. rake Electric. R MURPHY 
The territories to be covered e 
will include Hlinois, Wisconsin 
and Indiana, KNIVES 


irer, Nash 

rt Worth; 

f = Merchan- 
AL VOS NAMED MANAGER 
YALE & TOWNE DETROIT 
SPECIALTY HDWE. OFFICE 


e president. 

Al Vos, Kansas City, Mo., has 
been appointed manager of the 
Detroit office of The Yale & 
Towne Mig. Co.. Chrysler Bldg., 
New York City 17, to handle the | 
sale of Yale automotive locks 






rginbotham- 
, Dallas. 


cutive com- 
re-ele ted, 
Hollis E, 
Vatts Hard- 
Inc., San 
sident, Gus 
lent-general 
tmann (Co, 
e-president, and specialty hardware to manu- 


facturers in) Michigan, ARP mT 








e- president, 
Be Worth: When in full operation, the a ——ax 8 ORPHY 
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WESTINGHOUSE ADVANCES 
G. B. MACKEY, MGR. MID- 
ATLANTIC LAMP DIST. 

George B. Mackey, who joined 
Westinghouse as a lamp sales- 
man in Philadelphia 26 years ago, 
has returned there as manager 
of the Middle Atlantic District 
of the company’s lamp division. 

Mr. Mackey has been manager 
of miniature lamp sales since his 
discharge from the AAF three 
years ago. The Middle Atlantic 
District comprises eastern Penn- 
sylvania, southern New Jersey, 
Delaware, Maryland, Virginia, 
District of Columbia, northern 
Kentucky, northern North Caro- 
lina, northern and 
most of West Virginia. 

Harry A. Croasdale, whom Mr. 
Mackey succeeds, has been ap- 
pointed manager of the Lamp 
Division’s newly-established Cen- 
tral Station Division. Mr. Croas- 
dale, district manager since 1942, 
will utilities in the 
eastern states. 

Mr. Mackey, an Army combat 
pilot in World War I, returned to 
active duty with the Air Corps 
during World War II. He com- 
manded air bases in  Dalhart, 
Texas, and Dyersburg, Tenn., and 
at the end of the war was ex- 
ecutive officer of a B-29 group 


Tennessee 


contact 


in the Marianas with the rank 
of Lieutenant Colonel. 
Mr. Mackey’s Westinghouse 


career has included positions as 
manager at Philadelphia when it 
was a branch sales office; syndi- 
cate manager at Bloomfield, and 
manager of the Lamp Division's 
Southeastern District with head- 
quarters in St. Louis, Mo. 


KEYSTONE 25 YEAR CLUB 
DINNER ATTENDED BY 320 

At the llth annual dinner of 
the Keystone 25 Year Club held 
in the Ballroom of the Hotel Pere 
Marquette tonight, 320 employees 
were honored by the management 





of the Keystone Steel & Wire Co., | 


for their “contribution to 
company’s progress and leader- 
ship in community life.” High- 
light of the evening was the 
award by president Reuben E. 
Sommer of a diamond pin for 
45 of we 5. 2 


McCarthy, foreman of the wire 


years service 
mill yard, 

With the induction of 61 em- 
ployees who completed 25 years 
of Keystone this year, 
there is now one member of the 
Keystone 25 Year Club for every 


service 


eight employees. These new mem- 
bers were announced by Daniel 
P. Sommer, exec. vice-president, 
and presented with framed mem- 
bership certificates and souvenir 
billfolds by Henry G. Sommer, 
chairman of the board, and R. FE. 
Sommer. Chairman of the affair 


80 


the | 





was Henry G. Cordes, drawing 
room foreman. 

The evening’s entertainment 
was furnished by the National 
Barn Dance cast from the Prairie 
Farmer Station WLS Chicago, 
who presented a minstrel show 
written for this occasion, Sole 
guest at the affair was W. J. 
Patton, president of the Jefferson 
Trust and Savings Bank, a Key- 
stone affiliate, 





RYERSON HOLDS OPEN 
HOUSE AT ENLARGED 
CLEVELAND PLANT 


Joseph T. Ryerson & Son, Inc., 


held open house at its enlarged|~., .. 
I Eee | tribution. 


Cleveland plant recently. The 


company completed an expansion 


program which included new 
offices and a large addition to 
plant capacity. An estimated 


1500 customers and other friends 
of the firm attended. Following 
a trip through the plant, re- 
freshments and dinner 
served under the direction of Fritz 
Allendorf, Cleveland restaurateur. 

Among the Ryerson executives 
on hand to welcome guests were 
Everett D. Graff, president, and 
vice president Harold B. Ressler 
and Ainslie Y. Sawyer. William 
O. Springer, manager of the 
Cleveland plant, was host. 

The property at 
53rd Lakeside Avenue, 
Cleveland, Ohio, now comprises 
250,000 feet of 
floor space. A spokesman stated 


were 


company’s 
and 


about square 


| 


| ment 





that the plant is the largest of 
its kind between New York and 
Chicago devoted to the distribu- 
tion of steel from stock. The new 
two-story brick and concrete ad- 
dition to the plant provides 
80,000 square feet of heated ware- 
house space and 13,000 square 
feet of space for new offices. 

J. T. LLOYD CLOSES 

RETAIL DEPARTMENT 


J. T. Lloyd Co., hardware and 
sporting goods concern, 309-311 
Louisiana St., Little Rock, Ark., 
has announced that it is discon- 
tinuing its retail department, to 
concentrate on wholesale  dis- 
The company is 60 
years old and now travels seven 
regular sales representatives, 
covering Arkansas, East Okla- 
homa, East Texas, North Louis- 
iana and Southeast Missouri. 

NORWALK LOCK 

APPOINTS C. O. STAGGS, 

SALESMAN 


Norwalk Lock Co., New York 
City, has announced the appoint- 
of C, O. Staggs as sales 
representative for the sale of its 
products in the states of Arizona 
and New Mexico also the city of 
El Paso, Texas. 

Mr. Stagg’s headquarters will 
be in Phoenix, Arizona. His pre- 
connection with the 
Omally Lumber Company of 
Phoenix, Arizona in the contract 
builders’ hardware department. 


vious was 











The San Francisco Pot & Kettle Club recently elected 


officers for the 


°48-'49 term. Bruno Kaufner, 


Hazel Atlas 


Glass Co., was elected president to succeed Arthur J. Hitt, 


W. C. Hitt Co. 


Other officers elected 


include: first vice- 


president, Ernest F. Happoldt, Ox Fibre Brush Co.; second 
vice-president; George L. Hall, George L. Hall Associates; 
treasurer, Milton Albin, associate editor of Hardware World; 
corresponding secretary, Walter A. Stone, Wm. P. Horn Co.; 
and Max F. Fisher, H. Q. Wilson Co., recording secretary. 
Mr. Hitt became chairman of the board of directors. All new 
officers became directors and in addition, Jack Loughman, 


Boker Co., Homer Q. Wilson, H. Q. Wilson Co.; George 


Douma, 


National Enameling & Stamping Co.; and 


Mike 


Sweyd, factory representative were elected to the board. The 
club held its last social function for its term with a dinner 
dance at the Mart Club, Western Merchandise Mart, San 
Francisco. Shown above is Mr. Hitt presenting the newly 
elected president with the bell and gavel, while Messrs. Hall, 


Albin and Stone look on. 
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E. O. SHREVE, VICE-PRES. 
G. E. RETIRES AFTER 
44 YEARS OF SERVICE 
Earl O. Shreve, vice president 

of the General Electric Co. 

Schenectady 5, N. Y., the 

president’s staff and president of 

the U, 


has 


on 


S. Chamber of Commerce, 
the company 
after 44 years of service, it was 
announced today by Charles 
E. Wilson, G-E president. 

Mr. Shreve has been on spe- 


retired from 


cial assignments with headquar- 
ters in New York City. He pre- 
viously was in charge of 
tomer relations. 

He joined General Electric as 


cus- 


a student engineer on the test 
course at Schenectady in 1904, 
and later was assigned to the 


supply department. 

In following years, previous to 
1917, he in sales activities 
in the West Coast and Far West 
areas, and was placed in charge 
of to the Pacific Gas & 
Electric Co. in 1912. He became 
assistant manager of the G-E 
San Francisco office in 1916, 
and a year later became man- 
ager of that 

Mr. Shreve 
nectady 1926 
the industrial 
and three years 
assistant vice 
G. Barry, 
president 


was 


sales 


office. 
returned to Sche- 


in as manager 
department, 
later became 
to J. 


vice 


president 

then 
charge of 

Following Mr. Barry’s retirement 
in 1934, 
vice president in charge of appa- 
ratus which 
held until appointment 
chairman of the apparatus oper- 


who was 
in 


sales. 
Mr. Shreve was namea 


sales, he 


position 


his to 


ating committee in 1941, 
In 1940 he was elected pres- 
ident of the National Electrical 


Association, and 
served in that capacity for one 
year. 


He 


Manufacturers 


active in 
S. Chamber of Commerce. 
In 1945, he was 
member of that 

board of directors, 
the Department of Manufacture, 
and in 1947, elected 
ident. He was recently re-elected 
to this post. 

Mr. Shreve is a member of 
the board of the National Ele: 
trical Manufacturers and 
a member of the com- 
mittee of the same organization. 


has long been 
re-elected a 
organization's 
representing 


was pres- 


Assn., 
olhcers 


J. J. JOHNSTON NAMED 
N. Y. STATE SALESMAN 
FOR BUCKEYE ALUMINUM 


John J. Johnston III has been 
appointed sales representative for 
the Buckeye Aluminum | 
Wooster, Ohio, in New York state 
north of and including the coun- 


Mes 


ties of Orange and Putnam. His 
headquarters are in Syracuse. 
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MEE 


THOMAS C. 


ELECT T. C. MEE PRES. 
GEORGETOWN UNIVERSITY 
ALUMNI ASSOCIATION 
Thomas C, Mee, president and 
treasurer of Thomas C. Mee Co., 
Pawtucket, R. L., has been elected 
president of the Georgetown Uni- 
versity Alumni Association. The 
retiring president is Thomas A. 
Dean, president of Dean Veneer 

Mfg. Co., Chicago. 

Mr. Mee’s career in the paint in- 
dustry started when he joined the 
financial department of the Rogers- 
Pyatt Shellac Co., New York City 
and later entered its sales divi- 
sion as representative in the New 
York and New England areas. 
Prior to organizing his own busi- 
ness he served as New England 
sales manager for the Mantrose 
Corp., Brooklyn. 


DEALERS TAKE OVER 
NEW YORK BOOSTERS 
IN SOFTBALL, 13-9 

At the Annual Dutch 
Outing of the Hardware Boosters, 
Inc., New York City, held June 
loth at Jones Beach, Long Is- 
land, a team of dealers beat the 
Boosters at softball with a score 
of 13 to 9. Despite cloudy skies 
and rain more than 120 Boosters 
and guests were on hand for the 


Treat 


outing. 

The program of games 
day was rained out with the ex- 
ception of golf and softball. High 
spot of the day however was the 


softball game with Roy Schmidt, | 


Stanley Tools, as umpire, which 
insured much entertainment for 
hth teams and The 
dealers’ team was composed of 
Charles Stemple, Stan Stemple, 
Sam Art Lefko, Dud 
Leavitt, Joe Goerge, and Ed Foy. 
[he salesmen’s team included 
Art Pope, Bill Guernee, George 
Fisher, Ben Rowland, Paul Reese, 
Alec Sobolewski, John McGrath 
and Clifford Taylor. Gifts were 
presented to the winning team. 


spectators, 


Singer, 
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| LaSalle 


and | 
athletic events scheduled for the | 


Harry McDonnell won the golf 
prize (a gift certificate) with a 


| score of 59, The golf trophy was 


awarded to Clifton McKenna 
whose score was 66. 

Final wind-up of 
was a roast beef dinner in 
Marine Grill at Jones Beach. 


the outing 
the 


ENAMEL UTENSIL COUNCIL 


COMPLETES PORCELAIN 
ON-STEEL WARE FILM 


As part of its nation-wide pub- 
licity and education 
program, The Enameled Utensil 
Manufacturers Council, 221 N. 
Ss... Chicago, Ill., has 
announced the completion of a 
new 35mm slide film entitled 
“The Story of Porcelain-On-Steel 
Enameled Ware.” Starting in 
August, the film will be distrib- 
uted free of charge to home 
economics teachers from coast to 


consumer 


coast. 

“The Story Porcelain-On- 
Steel Enameled Ware” is a 
streamlined study of the history, 
manufacture, selection, care and 
use of porcelain enameled uten- 
sils, It will supplement the three 
manuals which the Council has 
provided for schools during the 


of 


past seven years. 
CAPITOL KEYMAKERS 
FACE LICENSING 
A measure which would 
quire registration and _ licensing 


re- 


| June 


of all locksmiths and keymakers | 


the District 


been 


in 
has 


operating 
Columbia 
in Congress by Rep. Arthur G. 


Klein, D., of New York. 


A Board of five members 
would be set up to pass on 
license applications, It would 


consist of five master locksmiths 


who either reside or operate a 
business in the District. 
A major effect of the measure, 


should it become law, would be 


to bring under control the 
“while-you-wait” keymakers who 
operate widely in department 


and five-and-dime stores, Not only 
would keymakers be required to 
maintain records of all keys 
authorization would be required 
for duplication of skeleton keys. 


UNDERWRITERS ACCEPTS 
ALUMINUM FUEL-OIL 
STORAGE TANKS 


Based on results obtained by 
engineers of Reynolds Metals 
Co., 2500 S. 3rd St.. Louisville, 
Ky., and other aluminum pro- 
ducers working with manufac- 
turers of 275-gallon aluminum 
fuel oil storage tanks, Under- 
writers’ Laboratories, Inc., has 


recently issued a set of standards 


covering the use of flat aluminum | 


made and duplicated but written | 
| He had operated the store for 


of | 


introduced | 


minum was issued under Subject 
80-A, entitled, “Standard for 
Aluminum Inside Storage Tanks 
for Oil Burners.” 
set of standards may be obtained 
by addressing Underwriters’ Labo- 
ratories, Inc., 207 East Ohio St., 
Chicago, Illinois. 


Copies of the 


ESSEX COUNTY RETAILERS 
PLAN SEPT. OUTING 


At the meeting of the Essex 
County Retail Hardware Associa- 
tion, Inc., held at the Hotel 
Military Park, Newark, N. J., 
17, 1948, it was decided 
that an outing and picnic be 
held on September 19, 1948, at 
Mt. N. J. 


Bernard Goldstein, 
announced the beginning of a 


Freedom, 


president, 


membership drive so as to in- 
clude all the hardware dealers 
in Essex County. 


PHIL ROETTINGER JOINS 
COLT’S MFG. COMPANY 
Phil Roettinger, an outstanding 


of the nation, has 
joined Colts Mfg. 


shooter re- 


cently Co., 


on | 





ROETTINGER 


PHIL 


Hartford, Conn., handling a sales 
territory, contacting regular out- 
lets and police departments, 


Since he first entered active 
pistol competition in 1940, he 
has consistently placed in the 


top brackets. His present NRA 
pistol classification of 95.4 lists 
him among the first five. During 
the war he served as a major in 
the Marine Corps where he served 
as a range instructor at Quantico 


| in addition to combat duty. 
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CLARENCE E. WEED 

Clarence E,. Weed, 48, manager 
of the price bureau of the Stan- 
ford Division of the Yale & 
Towne Mfg. Co., Stamford, since 
1930, died in Darien at his home 
recently, 

Having joined the company in 


1919, he followed in the foot- 


steps of his dad, the late Clar- | 


Yale 


for 


& 
15 


Weed, who 
Towne bank lock expert 
years. Mr. Weed was a 


of the first World War. 


ence was a 


HOBART D. TANN 
Hobart 77 
tired hardware store operator of 
Hammond, N. Y., died recently. 


Deane Tann, re- 


many years, retiring in Sept., 


| 1946. 


sheet for the manufacture of such | 
| tanks, This acceptance of alu- | Newell was a partner in the 


WALTER D. MILLER 
Walter D. Miller, 63, 
sales representative for Mathews 
& Boucher, 
salers, died recently. He was con- 
nected with the 
for 17 years before joining Robe- 


former 
Roc hester, whole- 
hardware firm 


son Cutlery Co, as a salesman. 


GEORGE F. NEWELL 
Newell. 86, 


hardware dealer, 


San 
Francisco died 
recently at a Marin county hos- 
pital after a brief illness, Mr. 


George F. 


veteran | 





Marshall-Newell Supply  Co., 
founded in 1906, The earthquake 
and fire later wiped out the busi- 
ness, but Mr. Newell rebuilt his 
store. 


PETER HEICHELBECH 

Peter Heichelbech, 89, opera 
tor of the Heichelbech Hardware 
Dale, Ind., died recently 
after a prolonged illness. He was 
one of the oldest hardware deal- 
ers in southern Indiana. Mr. 
Heichelbech was one of the orig- 
inal directors of the Dale State 
Bank. Survivors .include his wid- 
ow and two sons, one of whom, 


Co., 


Leo was associated with his 
father in the business. 
EDWARD C. EBLING 
Edward C. Ebling, 54, vice 
president and treasurer of B. 
Ebling, Inc., 17 LaSalle Ave., 
Kenmore, N. Y., died June 20 


at his home, 

Mr. Ebling had been in the 
hardware and plumbing business 
since 1928. He served as 
Kenmore’s assistant superinten- 
dent of public works. 


once 


R. A. REYNOLDS 
Roswell A. Reynolds, 79, 
tired hardware dealer of Phelps, 
N. Y., died June 20 in Clifton 
Springs Hospital where he had 
been a patient since last August. 


re- 


81 
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ADVANCES 


Aluminum. One line industrial motors and generators. One line wire and cable 

products. One line bare copper wire. One line weatherproof wire. One line 

magnet wire. One line bearings. Some heavy chemicals. Cellophane. Plexi- 
glas sheets and rods. 








Aluminum price advanced 
The Aluminum Co. of America granted 
wage increases to the C.LO. United 
Steelworkers, and, as a consequence, 
on June 25 raised its aluminum prices, 
The wage advances range from 10 to 
16 cents an hour, and affect 18,500 em 
ployees in nine Alcoa plants. The 
action averted a strike which the union 
had set for the next weekend. Alcoa 
said the wage rises forced it to advance 
aluminum prices by one cent a pound, 
and that was the first increase in the 
hasie price of aluminum in IL years. 
a a 
General Electric Motors 
On June 23, General Electric Co. 
announced it will raise its prices on 
industrial motors and generators, above 
one horsepower, 5) per cent, and = on 
industrial control equipment 10 pet 
cent, effective July 1. Higher costs of 
maierials and transportation, and the 
wige increases of 8 per cent awarded 
recently, were given as reasons for the 
raises, There will be no increases on 
other lines at present. 
d * a 
Timken bearings to advance 
Recently, the Timken Roller Bearing 
Co. announced a 5 per cent price in- 
crease on bearings, to become effective 
August |. The company cited wage 
rises and higher material costs as rea- 
sons for the advance, 
* * x 
Cellophane prices up The 
price of Cellophane will be increased 
by an average of 614 per cent, effective 
August 1, says E. [. du Pont de 
Nemours & Co., Inc, Cellophane prices 
were increased by about 7 per cent last 
year, following 21 successive price re- 
ductions since the product was intro- 
duced in 1924. The new prices will 
be from one to 5 cents per pound 
higher, depending upon type and grade. 
Du Pont said the increase is due to 


82 


the greatly increased cost of raw mate- 
rials and labor. These costs have in- 
creased about 65 per cent since 1941, 
It reports, 
* * & 
“Plexiglas” to be higher 

Rohm & Haas Co., announced a 7 pet 
cent increase, effective July l, in the 
prices of plexiglas sheets and rods. The 
price of plexiglas moulding is not 
affected, As 


increase will change sheet and rod 


an example of how the 
prices, the company says the one- 
quarter inch thick sheet now. sells for 
$1.40 a square foot on orders of 150 
square feet or more. The new price 
will be $1.50. The advances will be 
made to absorl increases on prices ot 
raw materials, up 20 per cent on the 
average since September, 1947. as well 
as inereases in wages, and other pro 
duction costs. There has been, too, some 
decline in sales'volume since the end of 


the war. 


Important chemicals  ad- 
vanced-—The Pennsylvania Salt Manu 
facturing Co. has announced increases 
in prices of four heavy chemicals, effec 
tive July 1. The increases per pound 
are: Hydrate of alumina 2/5 of a cent: 
chlorinated lime one-half cent: anhy 
drous ferric chloride one cent, and 
hydrogen peroxide one cent. The com- 
pany said the inereases are “necessi 
tated by increased costs of labor and 
fuel, as well as higher prices and in 
creases in freight rates on raw mate- 
rials.” 

co * * 

Wire and cable advances— 
On June 24, General Cable Corp. an- 
nounced that it is increasing prices of 
its principal wire and cable products by 
an average of slightly over 5 per cent. 
Increases on individual items ranged 
up to 13 per cent. Some products were 
not affected, This is the first change 





in General Cable’s prices since Apri 


23, 1947, when it reduced prices by a 


average of approximately 6 per cent. 
The company explained that the pres 
ent increase is the result of higher 
wages, also substantial increases in 
costs of freight, fuel, insulating paper, 
clerical salaries, supplies and other 
items. General’s new base price for 
(L.C.L.) will be 


28.875 cents per pound, compared with 


bare copper wire, 


a previous price of 27.30 cents. Weather 
proof wire, (L.C.L.) will be priced at 
29.50 cents per pound, against the pre 
vious price of 27.85 cents, The magnet 
wire base price is fixed at 32.25 cent 
per pound for less than carload lots 
compared with 30.50 cents per pound 
formerly, These increases, plus some 
increased differentials, 
centage increases of 744 per cent for 
and 8 pet 


represent pel 


bare and weatherproof wire, 
cent for magnet wire. 
Armstrong cork prices 

Ihe Armstrong Cork Co. announced it 
is making no general increase in base 
mill prices on its linoleum and other 
floor and wall covering materials at 
this time, notwithstanding the wage 
increase which became effective June 
10, It has been necessary, however, the 
company said, to make minor upward 


adjustments in the zone prices of lino 


leum and felt-base floor and wall cover 
ings, in order to compensate for the 
latest increase in rail freight and truck 
rates. Armstrong’s action follows a_ re 
duction in its prices of rubber tile and 
linotile on June 1. Reductions in rubbe 


tile and linotile ranged from 314 cents 


to 8 cents per square foot, while linotile 
prices were reduced 514 cents pe 
square foot. ©. N. 
dent, says that, including the increase 
which became effective in July, 1947 
the company’s total labor costs have 
advanced about 25 per cent within the 
vear, and have been absorbed without a 


Painter, vice presi 


corresponding general increase in its base 
mill prices. Mr, Painter also announced 
that beginning July 1, Armstrong’s 
asphalt tile in LCL quantities will be 
distributed to retailers throughout the 
country only through established Arm- 
strong wholesale distributors. 
* * oo 
Zine prices may advance 

The failure of metal subsidy bills to 


pass the recent session of Congress 
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“You can look at the future two ways. One 
way — the intelligent way — is to do your 
best to keep customers sold on quality lines, 
constantly reminding them that quality 
saves money in the long run, That’s why 
RB&W’s T.F.E. is so smart —it shows 
that True Fastener Economy is the lowest 
total cost of handling fasteners, not neces- 
sarily the lowest initial price. 

“The other way — you see buyers taking 
the whiphand and ordering poor grades of 





















supplies in order to cut initial cost. The 
inevitable consequence — smaller profits 
for the distributor and dissatisfaction on 
the buyer’s part because of poor perform- 
ance. 

“By promoting T.F.E. ourselves, we an- 
ticipate greater success in maintaining vol- 
ume and profits on this quality line.” 

Follow RB&W’s advertising of T.F.E. 
in the leading magazines read by your 
customers. 
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RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


Factories at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, 
Calif. Additional sales offices in: Philadelphia, Detroit, Chicago, Chattanooga, 
Oakland, Portland, Seattle. Distributors from coast to coast. 
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has added to the prospect of a sub- 
stantial increase in the price of zinc. 
The important high-cost producing Tri- 
State zine district is expected to 
take the initiative in this respect. 
Some producers claim that in order 
to maintain present Tri-State produc- 
tion and re-open some closed mines 
the price paid for zine concentrate and 
ore should be $100 a ton. This would 
be equivalent to roughly 15 cents per 
lb. for zinc metal. The present price 
there for zinc concentrate is $78 a ton, 
while the metal price is 12. cents 
per Ib. at East St. Louis. There is con- 
siderable opposition to an increase in 
the zinc price among other members 
of the zinc smelting industry who feel 
that an advance will be detrimental to 
the future use of the metal, and that 
present uses or markets for it may be 
lost to substitutes. Particular stress is 
laid on greater competition from alu- 
minum in the die casting industry. 
Others point to the large stockpiles of 
zinc concentrate that have been built 
up throughout the world, and held 
back only because of a lack of trans- 
portation. 


News of stecl—After holding 
at 96 per cent of capacity for several 
weeks, output of steel ingots is now 
likely to suffer some reduction as a 
result of the regular ten-day vacation 
of the coal miners. An annual vacation 
is good, of course, but in this case it 
will further postpone the effort to make 
up losses in both coal and steel caused 
by the miners’ walkout earlier this 
year. Steel is in about the shortest 
supply, relative to needs, of any of the 
principal manufacturing and construc- 
tion materials, The steel products ad- 
visory committee of the Office — of 
Industry Co-operation recently has: (1) 
Turned down a voluntary agreements 
program for oil and gas pipe and oil 
country goods, (2) Announced that no 
agreement on steel requirements for 
oil refinery equipment can be developed 
until there are firm requirements as to 
need, end use and projects. (3) Agreed 
to study an estimate of requirements 
for steel petroleum and gas storage 
tanks, and a plan to assist small busi- 
ness requests for steel in hardship 
cases, (4) A pproved proposed alloca- 
tions of 58,000 tons of steel for produc- 








Boosting Softball Team Booms Sales 
Of Sporting Goods 


HERE are two good reasons 

why the Nyland Hardware & 
Appliance Store, Ishpeming, 
Mich., is interested in local soft- 
ball activities. 

In the first place, Arvid Nyland, 
owner, sponsors a softball team 
in a city league, a team which 


runs under the store name. Sec- 
ondly. Clarence Stone, a sales- 
man in the Nyland store, is the 
star left fielder on that team. Mr. 





Stone works in the sporting goods 
department at the store and a lot 
of his friends come into the store 
to purchase sporting goods. The 
store also carries a sign in its 
window which reads, “Nyland’s 
Softball Team. Support Them.” 

Softball sponsorship of — this 
kind helps to bring much addi- 
tional publicity and business to 
the Nyland sporting goods depart- 
ment. 


cf 





Clarence Stone shows the sign that is featured in 
the window, "Nyland's Softball Team. Support Them." 
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tion of ail-steel pre-fabricated houses 
and 21,000 tons of steel for production 
of flue-connected floor and wall furn 
aces, the steel to be available the rest 
of this year and the first two months 
of 1949. (5) Referred to the O.D.T. a 
proposed agreement to provide steel for 
building inland waterway barges. 
* * * 

Perhaps cheaper paints - 
Easing linseed oil prices give hope of 
cheaper paint. Eastern sellers now offer 
abundant supplies of this key paint in- 
gredient at 28.40 cents per pound. 
Earlier this year buyers could not get 
the oil for less than 334% cents per 
pound, Trade observers think more 
price weakening is ahead, They base 
their prophecy on the fact that supplies 
in important producing areas—Argentina, 
Canada, India—are improving. The Cen- 
sus Bureau has just released some April 
figures on paint sales. It says that the 
dollar total reported by 680 establish- 
ments manufacturing paint, varnish, 
lacquer and filler was $96,978,881 in 
April, compared with $91,685,412. in 
March and $99,490,968 in April last 
year. April sales of all types of water 
thinned paints amounted to $3,145,101, 
against March sales of $3,202,287. 

o * * * 

Air-borne weed killers—Not 
only the spreading of insecticides, but 
now weed fighting from the air is ex- 
panding. In the southwest winter wheat 
country, more acres were airplane- 
sprayed with weed killers in one day 
this year than in all of 1947. In Kansas 
and eastern Colorado a battery of 20 
planes sprayed 7.000 to 15,000 acres 
a day in May. In some Kansas counties, 
20,000 to 30,000 acres were treated from 
the air. 


Coal settlement reached 
John L. Lewis signed a now contract 
with two-thirds of the soft coal industry 
on June 25. It replaces the contract 
expiring June 30 and averts the pos 
sibility of a nationwide strike of th 
miners after their annual vacation 
ends July 6. The agreement calls for a 
$1 daily wage raise for the miners and 
a $100 million yearly welfare fund. All 
soft coal operators except representa 
tives of the mines owned by major 
steel companies accepted the new con 
tract. The spokesman for the latter 
gioup objected, chiefly to the union 
shop provision carried over from the 
present contract. But industry sources 
predict that the steel interests “will be 
signed up by July 6.” 

* ¢ ¢@ 

Business activity rises 
Business has clearly taken an upward 
turn after brief hesitation in early 
1948, the Commerce Department re 
ported on June 20. An upswing in 
spending and new orders placed with 
the factories during May and June 
“marks the end of the period of 
temporary hesitation,’ a Department 
survey of business conditions — said 
Stepped-up spending put a halt to th 
piling up in stocks of goods in the 
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GOLDBLATT 
TROWELS 


st Choice 


of Plasterers and 
Cement Finishers 


A 
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FIRST 
QUALITY 
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ALL MASONRY 
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IMMEDIATE 
DELIVERY 
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CATALOG 
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Nationally Advertised Since 1885 


GOLDBLATT TOOL Co. 


1622 WALNUT STREET 
KANSAS CITY 8, MISSOURI 
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Ask Your Jobber For These Quick-Selling 


TWIXx 


QUALITY TOOLS AT POPULAR PRICES 
THAT WIN INSTANT ACCLAIM 


> a - > 
+ 422-5 


~’ Model B-105 


Sliding Bevel. 


we 
ot 
’ 


Model G-115 
Jobber’s Drill Gage 


Combination Square 
with level and scriber 


s 


ARE 
o Model S-107 
*10” Adjustable Bench 


Level 
\ 
i 
\ 


Model M-119 
Vise Type “Mitre Box 


2 oY 


« 


ra 


Model BD-124 
*Universal Hand Drill 


Positioned at any angle 


(™~ \{ , 
‘epr \\ es 
ad : .- ¥ 
P| =~ % s ; 


VS aba 
Model P-121 
All Steel Unbreakable 
Non-Adjustable Block 
Plane 


Model AP-120 
*All Steel Unbreakabk 


"e@e- 


Model HP-125 
*All Steel Unbreakabl: 


Hobby Block Plane 


«4 


Model HM-131 
Hobby Try Mitre Square 
with sturdy plastic 
handle 





x ne 


tars 2B 
4! 15 ms “ = 
= ' : 
Model RL 113-2 
New 6 ft. Aluminum 
Folding Rule. Satin Fin- 
ish, Black Numbers on 
Both Sides 


Model L-11 
*Adjustable Level Jr 


Carpenter Square and 
2 vial spirit level 


Model C-102 
Try & Mitre Square with 
level. _<—\ 


- 
\ 


> 


Model P-108 


*Protractor & Drill Gage 


4 tools in | : 
ww 


Model D-106 


*Handy Home Too! 
6 tools in 1. 


WATCH FOR ADDITIONAL ifele) 5. 
NEW NUMBERS APPEARING REGULARLY 


If \our jobber ¢ 


TWIX MANUFACTURING COMPANY, 


40-09 2lst STREET, LONG ISLAND CITY 1, 


INC. 
N. Y. 








ADvAnce| 





OUTWEARS 


SEVERAL PAIRS OF 
ORDINARY GLOVES! 





TIGER GRIP is the glove that has proven its 
true worth on the job. It gives the worker 
greater protection because its specially knitted 
material contains hundreds 
of “loops”’ that cushion the 
hand. Soft and comfortable 
—cool in summer, warm in 
winter. By actual test it OUT- 
WEARS several pairs of ordi- 
nary woven fabric gloves. 










eer CVULr Ty, 





‘D 


9” Guaranteed by. 
Good Housekeeping 


S248 aovransse OE 





“A BETTER WORK GLOVE 
FOR EVERY PURPOSE’’ 





NO. 271PK—LEATHER PALM GLOVE 


A quolity safety glove. Leather palm, thumb and 
finger tips. Leather knuckle strap for extra pro- 
tection. 


ADVANCE manufactures a 
complete line of cotton and 
leather gloves, welders gloves, 
wire-stitched gloves—a complete 
line of safety and protective 
clothing for every industry. 


52 page CATALOG 


YAN TOS 


GLOVE MANUFACTURING CO. 


DEPT. HA, 901 W. LAFAYETTE BLVD. 
DETROIT 26, MICH. 


Detroit. Toledo+ Chicago.Rome, Ga. 
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hands of business, whose inventories 


had been showing a large increase in 
earlier months. The rising demand for 
goods also brought a renewal in price 
factories to 


advances, and induced 


speed up their production schedules, 
The Department said factors behind the 
spending speed-up were (1) lower 
taxes, which began leaving more money 
in pay envelopes as the lower withhold- 
ing rates became effective at the start 


of May; (2) “third round” wage in- 


creases in the mass production in 
dustries; and (3) 


under the European recovery pregram. 


increased buying 
Prices of foods and farm products, 
which had stumbled in early 1948, got 
back on the upward path with other 
prices, the Department reported, com- 
menting that by the first week of 
June: “Prices of goods were within 2 
per cent, and prices of farm products 
within 4 per cent, of their earlier 
peaks. The index for commodities other 
than farm products and foods was 
somewhat higher than in January.” 


* * * 
Better earnings for business 

This year’s profits of U.S. business are 
likely to be larger than in 1947, says 
Board. As a re- 
sult, it predicts cash dividends probably 


the Federal Reserve 


will be higher. The Board announced 
recently that 200 of the nation’s big 
gest manufacturing companies had net 
profits in 1947 
dollar of sales, 
1946 and 7.2 cents in 1939, It forecast 
further improvement in average profit 


averaging 7.8 cents per 


against 6.7 cents in 


margins this year, “due primarily to 
the exceptionally small number of un- 
profitable companies in business today.” 


- * 


Lead import bill signed 

A bill providing for a one-year’s free 
importation of lead has been signed by 
President Truman. It allows lead-bear 
ing ore, lead bullion, lead pigs and 
bars, lead scrap and antimonial lead 

be brought into this country free of 
import duties, until June 30, 1949. 

* a * 


Plumbing and _ radiation 
Prices of radiation products will prob 
ably advance this fall, V. W. Blackney, 
assistant general manager of sales, 
United States Radiator Corp. said re- 
cently. Discussing the hot water and 


steam heating industry, he said in 
creased costs of raw materials, labor 
and transportation may push product 
prices up. He also predicted a shortage 
of radiation this fall, and a lack of 
certain boiler sizes and types, Recently 
plumbing fixtures manufacturers (per 
force) have voted to accept the gov 
ernment’s plan for allocations of pig 
iron to the industry under the housing 
The Office of Industry Co- 


operation will screen the pig iron re 


program, 


quirements — for plumbing equipment 
and refer its findings to the pig iron 
The O.LC, 


of plumbing fixtures 


industry committee, expects 
“acute shortages” 
because of today’s high rate of resi 


dential construction, and the present 


meagre supplies of pig iron. 


Draft) may 
market—On June 24, 


pinch — labor 
President Tru. 
man signed the new draft bill. To go 
into effect at once, the legislation calls 
for the draft of men, 19 through 25 
21-month period. Between 
200,000 and 225,000 men are expected 
to be called up the first year, althougl 


years, for a 


inductions cannot begin for 90 days 
Registrations are expected to start ir 


Naturally, the calling uw 


six weeks, | 
of this group of young men will re 
flect in some further tightening in the 
labor market, and will perhaps, late 
open the door further for industry re 
employment of some older men. In the 
new act, the President is given the 
power to draft industry which does not 
produce at reasonable prices or give 
priorities to military orders, Re-employ 
ment rights are preserved for both 
draftees and those who enlist. Draftees 
will receive the same pay, allowances 
pensions and = disability and death 
compensation as regular service men 
The passing requirement for accept 
ance is lowered to 70 per cent (fron 
the present 80), in the army general 
classification test. Draft procedure 
generally will be similar to that in the 
prior selective service act. It is ex 
pected, however, that the lottery system 
will not be used. Men will be called 
by age groups through a procedure be 


ing devised by the draft administrators. 


Draft Act affects steel allo- 
cations—The new draft legislation 
President through — the 
Secretary of Defense. to direct stee 


empowers the 
producers to supply certain percent 
ages of their output to manufacturers 
of steel products or materials required 
by the 


steel producers must give 


armed forces, The bill provides 
priority to 
these firms with military orders, This 
provision, added at a late moment, is 
seen by many steel executives as a 
threat to the steel sup yplies of all other 
consumers, some already crippled by 


present shortages. The amendment 


caught many segments of the industry 
and steel consumers, by surprise, al 
though they had protested forcefully 
some time ago to the Commerce De 
partment against such mandatory cor 
trols. The steel industry, at that time 
had insisted that Army and Navs 
orders, in case of any national emer 
sifted 
military didn’t “ove 


gency. should be carefully to 
insure that the 


order” to the disadvantage of othe 


consumers, As one executive put it 


“The military men like a wide marg 
of safety in setting up their supplie 
If one supply officer figured he might 
possibly need 100 bolts of a= certai 
size and thread, he usually orders 
1,000 to be extra safe. And then othe 
users of bolts, some with high priorit 
needs, too, went without any bolts 

all—while that 
rusted away.” 


supply officer's bolt 


* 


Inflation threat veers from 
farm products—In the latest new 
the threat of inflation pressure is swin 


ing away from farm commodities, at 


HARDWARE AGI 











towa d’ ne 


ro} are 


hunger Is 


the vear- 
But demé 
shead =O 
poom kee 
prices Up 
pect. A 

The pric 
(16 per ¢ 
ing lorel, 
sure on | 
eum In¢ 
prospect! 
rice of 
if milite 
osts ha 


now onl 
ago. Bui 
than far 
] mbed 
cost of 


increase 


others; 
above n 
0 foor 


above t 


slightly 
ment a 
partme! 
27, 440,0 
in Jan 
97550. 
slight « 
the far 
ceding 
ichec 
populat 
ent WW 
veteran 
returne 
war. T 
occurre 
farm 
nearly 
unnual 
crease 
lation 
now, 


to farr 


tende 
ment’s 


econ 
systen 
tion 
presser 
ntil 
lor a 
Depa: 
under 
parity 
wheat 
ean 


} Ss 
ogs, 


JUL 














inch labor 
resident Try. 
t bill. Ty Z0 
vislation alls 
) through 25 
iod, Between 
are expected 
ear, although 
for 90 days, 
| to star in 
calling uy 
nen will re 
ening in the 
*rhaps, later 
industry re 
men. In the 
s given the 
i h does not 
Ces OF Live 
Re-emp oy 
1 for hoth 
ist. Draftees 
allowances 
and death 
Prvice men 
for accept 
cent (from 
my general 
procedure 
that in the 
It is ex 
tery system 
be called 
A edure he 
Linistrators, 


steel allo- 
legislation 
rough — the 
irect steel 
1 percent 
ufacturers 
S required 
| provides 
iority to 
ders, This 
loment, is 
ves as a 
all other 
ppled bv 
nendment 
industry 
prise, al 
forcefully 
lerce De 


tory cor 
hat time 
id Navy 


al emer 
‘fully to 
"t “ove 
of oth 
put it 
margi! 
supplic 

e might 
certal 
ordere 

‘n othe 
priort 
bolts 


s_ holt 


J from 
new 


» Swin 


CS, al 











toward non-agricultural staples. World 
crops are catching up, and general 
hunger is easing, Lower farm prices by 
the year-end seem clearly indicated. 
But demand for key metals and oil is 
ahead of supply. The construction 
boom keeps pushing building material 








prices upward. Costlier steel is in pros 
pect. A zine price boost is indicated. 
The price of lead was lifted 2.5 cents 
(16 per cent) a pound in April. Mount- 
ing foreign demands puts upward pres 
sure on the cost of copper, The petro 
eum industry buzzes with talk of a 
prospective general advance in the 
price of crude oil. Expanded building 
f military aircraft plus higher labor 
osts have made aluminum more ex- 
ensive. A few figures show how. the 
inflation emphasis is shifting. The 
average of all farm products prices is 
now only 8.5 per cent above a year 
ago. But prices of commodities other 
than farm (and food) preducts have 
limbed 13 per cent in 12 months, The 
cost of fuel and lighting materials has 
increased nearly a third. Despite all this, 
farm product prices, compared to pre 
war, are still far more inflated than 
others; they average 215) per cent 
above mid-1939. Prices of all non-farm 
on-food products average 84 per cent 
above the mid-1939 level. 
* * & 
Farm population recedes 
slightly — The back-to-the-farm move 
ment apparently has halted. The De 
partment of Agriculture 
27,440,000 people were living on farms 


estimated 


in January, this year, compared to 
27.550.000 a year earlier, The very 
slight decrease contrasts with gains in 
the farm population in the two pre- 
ceding years. From a low of 25,190.000 
reached in January, 1945, the farm 
population increased by nearly 10 per 
cent in January, 1947, as demobilized 
veterans and some civilian migrants 
returned to farms after the end of the 
war. The latest drop in farm population 
occurred despite the fact that births to 
farm residents exceeded deaths by 
nearly 500,000. This was the highest 
annual national (births over deaths) in- 
crease since 1925, when the farm popu 
lation was about one-tenth larger than 
now. Nearly a million persons moved 
to farms from cities, towns, and villages 
last year, But more than 1.5 million 
moved away from farms. 
* * * 
Farm support program ex- 
tended—A hill continuing the govern 
ents wartime farm support) program 
substantially its present form for 
one year, and then switching over to 
1 completely over-hauled farm support 
system, was the last major piece of legis- 
lation passed by the 80th ¢ ongress, The 
present program continues in_ effect 
until January 1, 1949, On that date 
or a one-year period—the Agriculture 
Department would be required to 
underwrite prices at 90 per cent of 


parity on the six basic crops—corn, 


wheat, cotton, rice, tobacco, and whole 


peanuts—and on dairy products, eggs, 
hogs, and chickens. The department 
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would also support at 60 per cent to 
90 per cent of parity prices most other 
important farm commodities, including 
flaxseed, soybeans, potatoes, dried beans 
and peas. and peanuts grown for oil. 
The 1946 support price would apply 
to wool marketed before June 30, 1949, 
and 90 per cent of parity is guaranteed 
potatoes harvested this year, regardless 
of the time they are marketed. Parity 
is a price to give the farmer the same 
purchasing power he had in a_ base 


period, usually 1909-1914, 


The “long-range” farm pro- 
gram—At the end of 1949, the long 
range program would take over. Subject 
to modification by the next Congress, 
the Agriculture Department would sup 
port tobacco at 90 per cent of parity, 
and the other five basic crops at 60 to 
90 per cent of parity, with the exact 
figure depending on supplies, The Sec 


etary of Agriculture could always 
raise the support level for any com 
moditv—basic or non-hasie—if such 
increase Is necessary to “Increase pro 
duction in the national interest.” The 
long-range bill would also constantly 
change the parity figure, by a compli 
cated formula tying the 1999-1914 hase 
period with the most recent ten-yeat 
period. The long-range program would 
not allow a drop of more than 5 pet 
cent in the Support price of any com 
modity in any one year, during the 
period of transition from the wartime 
support level to the permanent level. 
For instance, if the new formula in 
1950 provided a support price 20 per 
cent below the 1949 level, the 20 per 
cent cut would have to be spread over 
four years. Acreage quotas for corn, 
wheat, cotton and rice are also pro 
vided by the bill. The Secretary. of 
Agriculture would be authorized to call 
a referendum of farmers whenever the 
supply of any of these crops rose above 
115 per cent of normal. 
* * * 

Plumbing going plastic? 
Perhaps soon the family bathroom may 
be adorned with plastic wash basins, 
and the kitchen with sinks, which are 
said to be extremely light, yet to offer 
remarkable resistance to the usual wash 
room hazards, The new products, made 
with du Pont’s “lucite” resin plastic, 
ire being produced in’ commercial 
quantities by American Plastic Prod 
Millburn. Ne “Ww Jersey The 


largest and heaviest of their new 


ucts, Ine., 


models, a de luxe bathroom fixture 
weighs only 7!4 pounds. It can be made 
transparent, translucent or opaque, in 
a wide variety of pastel shades, The 
smallest model weghs only 144 pounds, 
but is extremely resistant to breakage. 
American Plastics also is making spe 
cial fittings, designed to fit into air 
planes, trains and trailers, 
* * * 
Oil-burners vs. coal furnaces 
The Commerce Department reports 
that factory shipments of oil burners 
in April totaled 22,000 units, 18 per 
cent above March, but only about one- 
fifth of the number shipped in April, 








Super has completely revised 
its Standard, Stocked, Masonry 
Drill setup—added sizes, re- 
duced prices, added kits. 

Write today for new bulletin. 


STANDARD 


AND pu p €R 


Carbide “Jools 
SUPER TOOL COMPANY 


21650 HOOVER ROAD 7 DETROIT 13, MICHIGAN 
SURPLESS-DUNN CO. 
National Distributors 
NEW YORK . CHICAGO 











No. 3010 
ASSORTMENT 


3 "Scandia’’ Chis- 
els ('/2"", %4"' and 
1'') mounted on 
smart blue-and- 
gold display board, 
with matching blue- 
and-gold display 
box. 


hand. 
guaranteed. 


open stock. 


i FULLER TOOL CO., Inc. 





e Every chisel branded and fully 


e 1A", %4" and 1" 






* 


A BRANDED TOOL 


As Advertised in 
POPULAR MECHANICS 


and 
POPULAR SCIENCE 





DEALER’S 
cOsT 
$360 


RETAIL LIS $5.40 


© Forged Vanadium Steel blades, perfect | 
temper, precision ground. 

Sharpened and honed edges. 

Fuller's famous unbreakable amber 

handles, full size to fit the mechanic's 


sizes; also available in 


*Reg. U.S. Pat. Off. 





Unbreakable Amber Handle Tools 


i World's Largest Producers of 


| Garrison & Faile Sts.. Bronx 59, N. Y. 


| 
ACT NOW! MAIL THIS HANDY COUPON! 


Garrison & Faile Streets, 
Rush 


Name 
Address 
City Zone 


""Scandia’’ Brand Butt Chisels on display board. l 


FULLER TOOL COMPANY, Inc. | 


Bronx 59, N. Y. 
No. 3010 Assortments | | 


Ship through the following jobber: 


| 
| 
State 
| 
City | 
| 


1947. Its figures include residential type 


oil burners and commercial and indus- 
trial units, and are based on 
from 151 oil burner manufacturers, The 
Department says that April factory 
shipments of warm air furnaces totaled 
46,000 units, valued at $7.8 million, an 
increase of 16 per cent above the 39,000 
units shipped in March, but 18 per cent 
less than the number shipped in April 
last year. 


reports 


co * * 
Vacuum cleaners gain — 
Factory sales of regular household 


vacuum cleaners for the first five 
months of 1948 totaled 1,557,554 units. 
This compares with 1,670,129 in the 
entire year of 1941, the greatest pre- 
five-month total 
sents an increase of 3.7 per cent over 
the units sold in January through May, 
1947, according to the Vacuum Cleaner 
Manufacturers’ Association. May sales, 
however, totaling 279,831 
units, compared with 306,588 in April, 
a decrease of 8.7 per cent. They were 


war year, The repre- 


were off, 


down 12.5 per cent from the sales in 


May, 1947, 


* * * 
Electrical goods — Says the 
U. S. Department of Commerce, April 
sales of electrical goods wholesalers 
were about $339 million, a gain of 
about 4 per cent over March, and 17 


per cent above the figure recorded for 
April, 1947. 
* * &* 
Claims a better fluorescent 
-The Sylvania Electric Products Com- 
pany says it has perfected a new 75 
watt fluorescent lamp which it claims 
has a higher efficiency than any other 
Huorescent lamp in existence, 
Television output booming 
Television receiver production in the 
first five months of 1948 totaled 214,543 
sets, the Radio Manufacturers Associa- 
tion has production 
totaled 50,177 sets, an average of 12.500 


announced. May 


weekly and 38 per cent higher than the 
weekly average turned out during the 
first quarter. Since the end of World 
War II, a total of around 400,000 tele- 
vision sets have been turned out. Ad- 
miral Corp. sales, in the quarter ending 
June 30, will be cent 
above the like quarter of 1947, accord- 
ing to R. D. Siragusa, president. Ad- 


about 50 per 


miral attributes its increase in sales to 


the extensive advertising of its three- 
way combination — television, —radio- 


phonograph, record cabinet models, The 
units are sold collectively or individu- 
ally. “The demand for Admiral tele- 
vision receivers far exceeds our present 
says Mr. Sira- 


is now producing tele- 


production capacity,” 
Admiral 
receivers at a rate in excess of 


gusa, 
vision 
150.000 units per year, which is equiv- 
alent to practically the total number 
of television receivers produced by the 
entire industry in 1947, 

* * * 

Building awards set record 
—Construction contracts awarded in 
May for the states east of the Rocky 
Mountains totaled $970,789,000, the 
highest peacetime dollar volume in his- 
tory, F. W. Dodge Corp. reported. This 


was second only to the $1,190,264.000 
recorded in May, 1942, when war con. 
struction was at a peak, The May total 
was 44 per cent greater than reported 
for May a year ago, and 11 per cent 
higher than the total for April of this 
year. The cumulative total for 1948 to 
date is $3,831,607,000, a 33 per cent 
jump 
months of 


awards for the first five 
1947, Non-residential con- 
tracts increased 56 per cent; 


over 


residen- 
tial contracts gained 17 per cent, and 
heavy engineering awards 29 per cent 
over the corresponding period last year, 
the Dodge report said. 

* * «* 
department 
dollar 


Big rise for 
stores—Department 
in the week ended June 19 rose sharply, 


store sales 
reaching 20 per cent above the corre- 
sponding week of 1947, as reported by 
the Federal Reserve Board. The Board 
did not comment on the reasons for this 
substantial increase, which represented 
a marked advance over weekly 
comparisons. For the year to date, the 
dollar gain, compared to the 1947 
period, was 7 per cent, 

* * &* 


recent 


Independent dealers gain— 
Dollar value of May sales of 14,000 
independent retailers showed a 2 per 
cent gain compared with sales in May, 
1947, the Department an- 
nounced, May sales showed a 1 per cent 
drop from 


Commerce 


April, due to lessened sales 
by motor-vehicle dealers. The greatest 
gain in sales in May over the like month 


last year was shown by lumber and build 
) 


ing materials dealers, up 23 per cent. 
Sales of furniture stores and motor 
vehicle dealers increased 5 per cent. 


Jewelry stores showed the largest de 


cline for the period—7 per cent—while 


general mer- 


dropped 2 per 


hardware, dry goods an 
chandise stores cent. 
The Department comments that ever 
since World War I, the typical retail 
store has been reducing the size of its 
stocks in with im- 
proved control of inventories apparent 
in all parts of the United States. 


ok * * 


relation to sales, 


up again—Thi 
wholesale commodity index ol 
the Bureau of Labor Statistics during 
the week ended June 19 was back to 
shade (1/10 of 1 per cent) 
below the mid-January post-war 
The index for the June 19 week stood 
at 165.3 per cent of the 1926 average. 
At this point, it is little more than | 
per cent below the May, 1920, all-time 
high, among 
latest fractional, 
materials showing the largest gain, (0.6 


largest 


Price index 


pric e 


only a 


pe ik. 


Changes groups in the 


week were with raw 


per cent, and chemicals the 
decline, 0.8 per cent. 


* * * 


Sears’ catalog prices higher 


—During the June 21 week, the “Big 
Four” in the mail-order field, Sears 
Roebuck, Montgomery Ward, Spice 


and Aldens, sending out th: 


fall-and-winter catalogs. 
years books are higher on the avera 


were 


Prices in 


than in the comparable books of 
year, and in the 1948 spring-and-su 
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mer books. The latest catalogs “feature 
the largest selection of mail order mer- 
chandise since the war.” Sears’ fall- 
and-winter book, which weighs 5 lbs. 
and contains 1,316 pages, resumes the 
listing of such items as_ refrigerators, 
washing machines, electric ranges and 
ironers, According to Sears, its prices 
are on an average 1.7 per cent higher 
than those in the spring-and-summer 
general catalog, and 5.9 per cent higher 
than prices in the fall-and-winter book 
issued at this time last year. In a test 
of some 1,500 representative items in 
the new catalog, Sears says that half 
the items sampled are unchanged in 
price from last spring: 33 per cent are 
higher and 17 per cent are lower. In- 
creases are fairly evenly distributed be- 
tween hard and soft lines. 
* * * 

Others claim lowered prices 
—Montgomery Ward’s new book lists 
prices that are slightly under the prices 
of the spring-and-summer book, accord- 
ing to a company spokesman. Prices 
on such items as electric refrigerators, 
tires, furniture, woolen blankets, shoes 
and wearing apparel are 2 to 5 per cent 
lower than in the spring book. Prices 


of other lines are generally unchanged. 
Some increases in textiles are reported. 
Ward’s has dropped the farm imple- 
ment section from its fall-and-winter 
book, and expects soon to issue a sup- 
plement for this merchandise. Alden’s 
latest catalog contains almost 30 per 
cent more items of merchandise than 
last year’s. It is built around the theme 
of lower cost of living, and “provides 
quality merchandise at guaranteed low- 
est prices.” according to a company 
spokesman. 
* © 8 
B.L.S. reports on prices 

Price averages moved up another 
7/10 of one per cent between mid- 
April and mid-May, to reach a new 
high. Food prices jumped 1.4 per cent 
-for another record peak. The Bureau of 
Labor Statistics said its 
price index for last month showed a 


consumer's 


general pric e increase of 9.3 per cent 
over last year, 27.9 per cent over June, 
1946, and 72.9 per cent over August, 
1939. Food prices, up 1.4 per cent in 
the month, reached another record 
peak, They average 12.4 per cent above 
last year, 44.8 per cent over June, 1946, 
and 125.6 per cent over August, 1939, 








Price-Tagged Steel Goods Help the Customer 


o-reow8€£r and customers of 
T. & T. Hardware, Escanaba, 
Mich., like the garden and farm 
tool department, because stock is 
always so neat and orderly that 
it heightens the purchasing urge. 
Not only is there a wide selection 
of items in the display, which 
stands directly behind the center 
area wrapping counter, but the 


VAKLEN OF 
. v 
i 


i \y i 
3 








various articles are neatly price- 
tagged. 

The customer does not need to 
turn handles in order to find a 
price written on the wood. He 


can see the price without any 
effort and he likes it. A fine vol- 
ume of sales on these items at 
the T. & T. store attests the value 
of this display technique. 


eS ee 
* Yo! © eager ho 
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All items in this display are price-marked to the joy of customers. 


JULY 1, 1948 





QUICK PROFITS 
SMALL SPACE 


af 


GKS WALL SHELVES 
and PLANT HOLDERS 


} if 





Grass Winvow Sue tr. Suitable for the 
finest homes but priced iow! Height 
17%” with 2 crystal bulb edge glass 
shelves, 4”xl14” and 4”x18”. Gleaming 
white. Cat. No. GWS-2, $10.80 doz. 


Meta Wart Suerr (left). Height 
18%”, width 94”, with 3 graceful 
shelves 4%” deep. White or Verde 


Green antique. Cat. No. SMS-10, 
$15.00 doz. 
Mera Watt Suerr (right). It's 


19%” high, 91%” wide, with 3 shelves 
4%” deep. White or Verde Green 
antique. Cat. No. WS-41, $15.00 doz. 





Conner Watt Suerr (left) 
rative and useful; 21%” high, 6%” 
sides, 3 shelves. White or Verde Green 


antique. Cat. No. CWS-3, $15.00 doz 


PENDANT BRACKET (right). Artistic 

scroll wire bracket with 4” “Easy Gro” 

pot, chain suspension. Height ove rall 

22! width 8%”. White or Verde 

Green. Cat. No. PB-2, $9.00 doz. 
Write for information about our 
complete line of fast-selling Wall 
Shelves, Plant Holders, Porch and 
Garden Furniture, Bath Room Ac- 
cessories, Planted Novelties and 
Hand Painted Wall Plaques. 


GEORGE KOCH SONS, Inc. 


EVANSVILLE 4, INDIANA 


8&9 















LANTERN LEADERSHIP 


The HEAD that is A-HEAD! 


He 
WILPOP SPRINKLERS GR 



























1 @ Adjustable -_—> j Solid Brass * 
\ Volume Control rms throughout b BET 
i 7 
j *Heavy Plunger 4 
} insures ~~ 
: % Positive Return Y 4 F These 
q a wf Pops upeasy « machine 
Coming Conventions | -Removabie_ Drops down fast -saggo 
And Events oe ~ me guioma 
| omechi “O" Ring 
American Hardware Manufac- ve - Lifetime Seal in bette 
turers’ Assn., 95th semi-annual con- , —— 
vention to be held jointly with the 54th Ahead in QUALITY ice M 
|annual convention of the National Ahead in PERFORMANCE ae 
|W ale p en a) e 
| Waetennh Hardware Assn., Oct. 18 1, Ahead in PROFITS - $ Poted. 
| 1948 at the Marlborough - Blenheim Here’s the pop up sprinkler head with mais 
| Hotel, Atlantic City, N. J. Charles F. all desired improvements—and more. id ts 
| Rockwell is secretary of the manufac- Pops up on only 2 pounds pressure. e | 
| turers’ association with headquarters at Positively drops when pressure turn- wt 
YEA RS | 342 Madison Ave. New York City 17 ed off. Install flush with earth for Underv 
T nates! “ae ey : i better lawn appearance and no mow- use on 
E X pe R | a | C E homas A. Fernley, Jr. is executive er obstruction. Self-cleaning. Com- on 
secretary of the wholesalers’ group with pact—just 1%” retracted. All full, half 
headquarters at 505 Arch St., Phila- and quarter circle heads adjustable. He 
PR OD U Cc E D TH E delphia, Pa. Body remains stationary. pip 
| Hardware Golf Association, 22nd : 1 
EMBURY annual tournament, Sept. 9-11, 1948, at Ahead in SALES, Too! PRO 


Write to: Larry Reynolds 
Mfgr. rep. & exporter 
725 N. Highland, L. A. 38, Calif. 


WILJACK CO. 





the French Lick Springs Hotel, French 
A [ R ia i L  @) Y Lick, Ind. Dietz Lusk, Henry Disston & 
Sons, Inc., Kansas City, Mo., secretary- 


oy baad, treasurer, 
















Housewares and Appliance Show, 1128 Mission St., 
ORDER THROUGH YOUR JOBBER Jan. 13-20, 1949, at the Navy Pier, ‘So. Pasadena, Calif. 


EMBURY MANUFACTURING CO. Chicago, Ill. Sponsored by the National 

WARSAW, NEW York Housewares Manufacturers’ Assn., 1402 
Merchandise Mart, 222 No. Bank Drive, 
Chicago 54, A. W. Buddenberg is execu- 








tive secretary. 
National Hardware Show, Oct. 


‘ 12-16, 1948 at Grand Central Palace, 
“t New York City, Frank M. Yeager, 
pA managing director. 
i : National Retail Hardware Asso- 
ciation, 49th annual Congress, July 













= 12-15, 1948. Chalfonte- Haddon Hall 

* _— Hotel, Atlantic City, N. J. Sessions at 

Haddon Hall, Rivers Peterson, 333 No. 

| Pennsylvania St., Indianapolis, Ind., 

{swees managing director. 

‘ ‘ : National Wholesale Hardware 
¥ é : Assn., 54th annual convention to be ID 

y IT SPINS held jointly with the 95th semi-annual 

e convention of the American Hardware 

T BENDS Y Manufacturers’ Assn., Oct, 18-21, 1948 


at the Marlborough-Blenheim Hotel, 
Atlantic City, N. J. Thomas A. Fenley, 





95% OF " 
Jr., is executive secretary of the whole- 
ALL CORD salers’ association with headquarters at te Gute Gait tam 
SET TROUBLES 505 Arch St., Philadelphia, Pa, Charles a —— Y tched pt A Ly 
A BIG VOLUME, FAST MOVING KF. Rockwell is secretary of the manu- . : 4y 


LONG PROFIT SPECIALTY! ¢ A copper top tank ball that 


facturers’ group with headquarters at 


Tl 
Di 


imi zs insures firm seating and pure 
aston eamat —— et agpdine 3 42 Madison Ave., New York City 17 molded rubber Sao that 
heat of electric iron, eliminates cord New York State Retail Hardware prevents leaks—it's right for 


chaffing, twisting — no broken wires, 


a aia: tone Association, annual convention and ex 
, i 


every tank. 


quality cord. Two smartly styled hibit, Feb. 15-17, 1949, at Buffalo, N. Y. e Attractive display box con- Ni 
models, two price ranges. A proven t 7 eave . ea an : : es 

seller. Women who see it will try N. H. Kiley, 508 Hills Building, Syra tains one dozen individually 

it; women who try it will love it. cuse, N. Y., secretary. boxed balls. 


FREE DISPLAY CARD 


Holds one WRIST ACTION 
set, and illustrates unique 
swivel action. See your job- 
ber or write direct for com- 
plete details and prices. 










Texas Hardware and Implement 


A BIG PROFIT ITEM 


Order from your jobber or 
write us direct 

Write for information about MASTER-FIT 

Tank Bails that meet all competition. 


AMERICAN RUBBER PRODUCTS CORP. 
151 EAST 50th ST 


Assn., annual convention and _ exhibit, 
Feb, 7-9, 1949 at Dallas, Texas. Facili- | 
ties of the Baker and Adolphus Hotel | 
will be used. Ray M. Souder, 814-15 | 


| Texas Bank Bldg., Dallas, secretary- 
DAVIS Mfg. Company haauae | 


PLANO 1, ILLINOIS 


TI 






NEW YORK 22.N. Y. 
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| tess Precision Machined Steel 


GROUND JOINT UNIONS 
e Brace te Steel Seat 
ABETTER PRODUCT ¢ PRICED COMPETITIVELY 


These unions are precision 
mochined from cold finished 
bar stock on multiple spindle 
automatic machines, resulting 

in better alignment and closer 
tolerances. 250 pounds serv- 
ice steam pressure; 500 
pounds non-shock service cold | 
oil, water and gas pressure. | 
Plated. Made to U. S. Gov- 
ernment specifications under 
rigid inspection. Heco unions 
have been approved by the 
Underwriters Laboratories for 
use on lines carrying hazard- 
ous liquids 


Heco also makes a line of plated precision machined steel 
pipe fittings—caps, couplings, reducers, bushings, plugs. 


PROMPT DELIVERY * COMPETITIVELY PRICED 


Write Dept. HA for name of your nearest jobber, 


HECKETHORN MFG. & SUPPLY CO. 


Ghestace),  HECO} ele} Re) 7 .\sle) 

















A Popular Line with Shooters 


LYMAN 
SIGHTS 


IDEAL RELOADING TOOLS 
METALLIC SIGHTS 
TELESCOPE SIGHTS 

CUTTS COMP 


Lyman Products profitable to handle. 
They are accepted by sportsmen. 


Distributed through the trade. 


| Nationally advertised. 


Write us for Catalogs and Folders 


THE LYMAN GUN SIGHT CORP. | 


Established 1878 
MIDDLEFIELD, CONN. 





DIAN TING 






Just what is this (3(tihiacites 
i 
— 


ORDINARY 
SCREENS = 
LOGAN SCREENS with 
spark-proof Piano-Hinges 


. permit sharp- 
shooting sparks to 





pass through the give 100% protection at 
hinge gaps to hinge points. There is 
damage rugs, cloth- no gap for sparks to 
ing and home. pass through 

Logan is the only firescreen with the 
patented, Spark-Proof PIANO-HINGI 

and therefore the only one with absolute 
spark protection between the panels. This 
story of extra protection is reaching 
millions of readers through Logan national 
advertising in consumer magazines and 


carries the Good Housekeeping seal of 
approval. 


ov ump > 


** Guaranteed by © 
Good Housekeeping 


740 Cabel Street, 
Louisville, Ky. 


LOGAN CO.., Inc., 


ae 
43 apvraresre 





Sell Jia 
OIL BURNER EQUIPMENT 


To Save Fuel—Increase Comfort 


“DETROIT” CRC-239-P and CRC-239-PF Add On-Controls 


Mount either of these on a manual type CRC-239 Float Valve 
Connect to lighting circuit, and run two low voltage wires to the 
"Detroit" No. 411 Room Thermostat. That's all there is to making 
the space heater or floor furnace automatically self-regulating 
CRC-239-P is for space heaters—CRC-239-PF for floor furnaces. 


Built-in transformer. 


“DETROIT” No. 411 Room Thermostat 
and 


temperature 


Provides 
with the 
Spece heater 


Eliminates overheating consequent fuel waste 
accurately leveled Combined 
Add-On Control, it saves oil, improves comfort 


and floor furnace owners are waiting for this combination. 


“DETROIT” CRC-433 Fuel Transfer Pump 


Automatically keeps heater supplied with fuel—no more hand 
carrying and filling. No spilling, no mess. No attention needed 
after installation. 


“DETROIT” CRC-520 Three Way Valve 


Used on dual tank installation. Second tank provides reserve 
supply and permits buying of oil in more economical quantities. 
Three positions—left hand tank, right hand tank, and all off 
Cast brass body—%3" or '/2"" F.P.T. connections. 


control. 


Detroit Lubricator Company 


General Offices: 5900 Trumbull Avenue 
Detroit 8, Michigan 


Division of American Radiator anc Standard Sanitary Corporation 
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Positions Wanted 


(Special Rate) 
50 words 


set solid, maximum, 


Allow Seven Words for Keyed Address 
or Your Address 














Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


previous to date of publication, 


Address your correspondence and replies to | 


100 East 42nd St., New York 17, N. Y. 


© a 4 | ’ e e QR ’ 

| 
Help Wanted, Accounts Wanted | Caer Merchandise, Literature, Catalogs, | 

c os * etc., will not be forwarded to box number 
Business Opportunities } BOXED DISPLAY RATES | advertisers unless accompanied by sufficient } 
Representatives Wanted, etc. $8.00 Per Column Inch | postage fee remailing. 

‘ nl HARDWARE AGE is published every other 

Set Oe Peiem, 20 wets Seecees age Thursday. Classified forms close 15 days 


HARDWARE AGE 


Classified Opportunities Dept. 
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[ Help Wanted ——«d| 








MANAGER 


eee FOR RETAIL HARDWARE STORE 

NEW JERSEY TOWN ABOUT 20 MILES 
FROM CAMDEN. GOOD OPPORTUNITY FOR 
EXPERIENCED, CAPABLE MAN. _ REPLIES 
TREATED IN CONFIDENCE. REPLY TO BOX 
M-364, CARE OF HARDWARE tae 100 EAST 
42nd ST., NEW YORK 17, N. Y. 














[Sales Representatives Wanted | 





REPRESENTATIVES WANTED—WHO ARE 
NOW CALLING ON DEALERS in the hard- 
ware, electrical and marine fields (most. terri 


tories) to sell quality line of labor saving equip- 
ment and accessories on an exclusive basis. High 
commissions. Write, giving territory covered, 
lines handled and references, to: Department 6, 
Box No. M-346, care of HARDWARE Acs, 100 
East 42nd St., New York 17, N. Y. 





MANUFACTURER'S AGENT WANTED 


SEVERAL LARGE LUCRATIVE TERRITORIES 
OPEN TO AGGRESSIVE ESTABLISHED MANU- 
FACTURER'S AGENTS TO HANDLE LINE OF 
PLASTIC SCREENING FOR LARGE NATION- 
ALLY-KNOWN COMPANY. PLEASE ADDRESS 
REPLIES TO BOX M-347, CARE OF HARDWARE 
AGE, 100 EAST 42nd ST.. NEW YORK 17, N. Y. 

















WANTED: 
MANUFACTURERS 
REPRESENTATIVE 


New Kitchen Mixer Set. Manually operated 
with motor speed and ease Three inter 
changeable mixing attachments. Kitchen 
proven. $5. to $6. price range. Manufacturer 
has sales, advertising and packaging know- 
how. Applicants must have successful and 
provable sales record and contacts hardware, 
dept. store, chain outlets. Volume production 
ready October. Exhibit and demonstration 


National Hardware Show New York in Octo- 


ber. Applications received for all territories. 
Give full details, territory covered and present 
lines. Replies confidential. Our present con- 
tacts have knowledge of this ad. Send full 





particulars to Box M-369, 
Acer, 100 East 42nd St., 


care of Harpwart 
Ne w York 17, 








FACTORY REPRESENTATIVES 
YOU SELL To Hardware, Houseware, 
own Jobbers A Line of Mop Handles 
lished over a half century. 
contact us at once. We still 
territories open. Box M-367, 
AcE, 100 East 42nd St., New 


Janitor 
estab 


have a few 
care of HARDWARE 
York 17, N. ¥ 


SULTAN BROS. INC., 
BROOKLYN, N. Y. 


1470 - 


Quality Line of Builders Hardware, such as 
inside glass and brass sets, tubular sets, flush 
bolts, barrel bolts, kitchen hardware, wants sales 
man who calls on large dealers, lumber yards, 
jobbers, for Eastern and Middle—Western States 
Send for catalog. 

WANTED: MANUFACTURERS AGENTS 


THAT CALL ON retail hardwares, lumber yards, 


mill and machinery stores, to sell a quality line 
of woodworking power tools, such as 8” tilt arbor 
saw, 6” jointer-planer, 14” band saw, etc. State 


in your first’ letter number and kind of lines now 
carried, how often you cover the territory, and 
length of time you have traveled territory. We 
are rearranging these sales areas, Washington, 
Oregon, Louisiana, Arkansas, Texas, Nebraska, 
Ke entucky, Tennessee, West Virginia, and Vir 
ginia. Address Box M-368, care of Harpwart 
Ace, 100 East 42nd St., New York 17, N. Y 


— CAN 


If you think you can, 


choice 


39th STREET, 
MANUFACTURERS of a 





THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 100 factory lines to salesmen 
covering retail stores outside of the larger 
cities. Here are one hundred complete factory 
lines and salesmen earn a good living handling 
them. It would take you a lifetime to assemble 
so varied an assortment of lines. Write Sales 
Manager, Box M272, care of Hardware Age, 
100 East 42nd St., New York 17, N. Y. 








SALESMAN MAKING 
CITIES selling to Hardware, Furniture, Variet 
and vig, = ther yore Stores for complete line of fast 
sellers. Good commission and protected ter 
Lloyd’s Products Co., 3 N. Paulina St., Chi 
12, Illinois. 


THE SMALL 


cago 





las oe AND HEATING WHOLESALE 


PPL HOUSE HAS OPENING FOR 
S AL E SMEN. We sell boilers, furnaces, enamel 
ware, steel pipe, fittings, copper pipe and fittings, 
sinks, cabinets, valves. In fact, a complete line 
throughout the U. S. Many territories open 
Address Box M-366, care of Harpware Ace, 
100 East 42nd St., New York 17, N. Y. 

SALES REPRESENTATIVES WANTED 


OLD ESTABLISHED NATIONALLY KNOWN 
MANUFACTURER of Builders Hardware is nov 


readjusting territories and representation. Will 
create openings fer several experienced repre- 
sentatives who have good following and und 
stand builders hardware. State lines now carried, 
type of trade covered and territory, Acidress 
30x. M-334, care of Harnware Ace, 100 East 
42nd St., New York 17, N. Y 





MANUFACTURERS AGENTS 
WANTED 


Houseware and Hardware Trae 
to sell NEW Horizontal SIMPLEX Alumi: 
(City type) Mail Box with — transpare 
PLASTIC window and magazine rack. Great 
est Improvement in a CENTURY! Wri 
SIMPLEX MAIL BOX COMPANY 
404 MIDLAND BLDG. KANSAS CITY, MO 


“alling on 











MANUFACTURERS 


\ LTT aa bee 
WANTED, MEN NOW Y 


ALLING ON 


ERS OF BUILDERS H ARDW ARE, All terri 
tories open. Address Box M-351, care of Harp- 
WARE AGE, 100 East 42nd St., New York 17, 
N. ¥. 








MANUFACTURERS 
REPRESENTATIVES 


Good exclusive and protected territories open 
on liberal commission for hardware and chain 
distribution, on the new and improved RAT 
SLUGS, which are quick death to rats but 
harmless to people or pets. For saoplics, etc., 


write to: 
FIRST AID 


BOX 84 BUFFALO 17, N. Y. 

















HARDWARE WHOLESALERS 
MANUFACTURING AGENTS 


Don’t get caught short of top quality pla 

garden hose in the summer buying rush. I 

ready for fall stocki Round out your 

with the new V INYL ITE Brand Co: 

garden hose Protected terr:tor ib 

your area. Fair traded. Attractive discou 4 
year manufacturer’s guarantee. Immed 

delivery. Advise exact ea covered 

of traveling men, references nd lines n 

being handled. Reply Box M-3 care 


Harpware Ace, 100 East 42nd St., Ne 
York 17, N. ¥. 














92 


HARDWARE AGE 








SIDE I 
following 
Supply an 
7 roof 
Address I 
100 East 4 


WANTI 
on electri 
departmen 
lighting fi 
handled. ' 
Address 
100 East 


SIDEL 
LARGE 
Leather |] 
etc., to © 
furnishin| 
Protected 
Box M-3 
s2nd St. 


SIDEI 
COVER: 
Stores. 
matic to: 
hot plat 
kitchen 
dryers, 
cabinets, 
Box 

nd St 


Alumin 
with oO 
$ mad 
minum 
brass 


York | 


SAI 
pATE 
verfer 








JU 
































Catalogs, 
tf number 
sufficient 


ery other 
15 days 


























woliea to [Sales Representatives Wanted || [Sales Representatives Wanted] [Sales Representatives Wanted | 
E * 
rept. SIDE LINE SALESMEN WANTED with 
mA , & following 4 _— — pgs ge 
Supply anc ardware ealers Oo se e¢ oO 
a ae Ba) a a EXCELLENT OPPORTUNITY FOR SALESMAN 
2nd St., New York 17, N. Y. 
celebs WELL ESTABLISHED WITH JOBBING TRADE 
WANTED SIDELINE SALESMEN calling 


on electrical contractors, retail hardware stores, 
department stores, to sell electrical supplies and 
lighting fixtures. State territory desired and lines 
handled. Write for full details. Commission basis. 
Address Box M-223, care of Harpware AcE, 
100 East 42nd St., New York 17, N. Y 








LARGE MANUFACTURER of a Full Line of 
Leather Dog Collars, Harnesses, Leads, Muzzles, 
etc., to call on hardware, sporting goods, house 
furnishings, and variety dealers and jobbers. 
Protected territory; liberal commission. Address 
Box M-356, care of Harpware Acer, 100 East 
42nd St., New York 17, N. 

— SIDELINE SALESMAN, SMALL TOWN 


Houseware, Appliance 
Catalog includes auto- 


Hardware, 


YHOLESAL COVERAGE. 


Stores. Commission 74%. 


ENING FOR matic toasters, pressure cookers, gas and electric 
laces, enamel hot plates, stainless steel flatware, playpens, 
e and fittings, kitchen step-ladders, aluminum outdoor, indoor 
complete line dryers, curtain stretchers, boudoir lamps, kitchen 
itories open cabinets, tubular steel stools, racks, etc. Address 
_a Ace, Box 321, care of Harpware Ace, 100 East 


$2nd Se. New York 17, N. ¥ 


PAINT SALESMEN OR MANUFACTURERS 
REPRESENTATIVE WITH FOLLOWING: 


hardware 


VANTED Many choice territories open, covering 

LY KNOWN and paint stores, lumber yards, ete. Full line 
lware is nov popular priced paint. Liberal commissions. Reply 
tation. Wi to Box M-344, care of Harpware Ace, 100 East 
“need repre. 42nd St.,. New York 17, . # 

and under 

7 sae TOP NOTCH SALESMEN WANTED BY 
100 East MANUFACTURER to handle Six Foot Folding 


E 00 st " P 
Hi Es Aluminum Rules as sideline. Not to be confused 


with ordinary aluminum rules because this rule 
is made of the most durable and toughest alu 
- minum alloy made. Will not rust. Brass rivets, 


brass joints. Box 1377, 1474 Broadway, New 
































MANUFACTURERS OF HIGH GRADE KITCHEN CABINET 
HARDWARE HAVE SEVERAL CHOICE TERRITORIES AVAILABLE 
ON ATTRACTIVE COMMISSION BASIS. STATE YOUR AGE, 
TERRITORY, LINES HANDLED AND TYPE OF TRADE YOU CALL 
ON. ADDRESS BOX M-360, CARE OF HARDWARE AGE, 100 
EAST 42nd ST., NEW YORK 17, N. Y. 








SALESMAN WANTED: CALLING ON JOB- | 


BERS to sell High Grade Steel 


Kitchen Ensem- | 


ble Cabinets. Good commission and prices very 
attractive for easy selling. Lloyd’s Industries, 
N. Paulina St., Chicago 12, Illinois. 
SALESMEN: EXPERIENCED CONTACT- 
INGING EITHER Hardware, Electrical, Hos- | 
pitals, Hotels, etc. Sell maintenance and con- 
struction electrical supplies, tools and appliances 
as side line for our 40 page competitively priced 
catalog with freight allowances. Write complete 


qualifications to Raymond de Steiger, Inc., 10311 
Gratiot, Detroit 13, Michigan. 


SALESMAN WANTED BY WELL ESTAB- 
LISHED HARDWARE HOUSE. Must have 
established following among Metropolitan, Nas- 
sau, Suffolk County Hardware and Housefurnish- 


ing Trade. Good opportunity. Write stating 
experience. Address Box M-355, care of Harp- 
WARE Ace, 100 East 42nd St., New York 17, 


SPORTING GOODS MANUFACTURER 
SEEKS SALESMEN with established following 


among well rated accounts in hardware, sporting 














York 18, N. ¥ goods, automotive acc’y, toy, variety, and dept. 
ENTS — | — eg a gp oe see. 
7 = — _ “E . asketballs, footballs, shoulder yads, OxinNg 
SALESMEN WANTED. UNIQUE, NEW, | gioves, golf balls, beachballs, baseballs, hats, base. | 
PATENTED, SMALL HARDWARE’ ITEM, | floves. golf balls, beachballs. baseballs, _ ; 
re Trade erfect for lumber and hardware retailers. (Sol. ons 2 —— Genvery. _ Commission 
Jumin : million in months), long dealer discounts, basis igre f lines stay © g~ Pgpcog and territory 
INSpar irge commissions on initial and repeat order hen 86 tae tet New Yok 17 NY 
Gre Good salesmen earn $25.00 daily. Territories activi ii i einsohe bib 
Wri east of Rockies and north of Ohio available coearenne 
ANY King-Chippewa Co., Mfrs., 2517 California Ave., _SALESMAN OR DISTRIBUTOR WANTED. 
TY, MO St. Louis 4, Mo. Nationally Advertised Line of Chemical Special- 
; ties. Nash & Kinsella Labs., 1218 Olive St, 
: = omeaan ~~ St. Louis 3, Missouri. 
MANUFACTURER'S SALESMEN CALLING ON HARDWARE, 
a APPLIANCE, GARDEN SUPPLY AND FUR 
REPRESENTATIVE NITURE DEALERS as well as other outlets for 
ERS the distinctive and salable “Fountain Beauty” 
; WANTED! Lawn Sprinkler. Name territory desired and lines 
NTS handled. Write full details. Commission basis. 
Prominent housewares manufacturer with nation- Garnerville Machine & Tool Corp., Garnerville, | 
pla ally advertised, compact, volume producing N 
line, seeks qualified representatives with 
= STRONG DEPARTMENT STORE, JOBBER AND 
ul CHAIN FOLLOWING! 
We have these developed territories open at SALESMEN WANTED 
ab! present: Western Pa., West Virginia, Mid-South | Leading Manufacturer, Complete Line of 
u \ ' and Southeastern States. Leather Dog Furnishings, has a few choice 
ee Liberal commission and an outstanding oppor- protected territories open for experienced mer 
nee tunity for producers. No objection to non- with following among retail hardware and 
conflicting lines. Write Box M-370, care of housefurnishing stores Liberal commissior 
n Hardware Age, 100 East 42nd St., New York Address Box M-278, care of Harpware AGE, 
re 17, N. Y. 100 East 42nd St., New York 17, N. ¥ 
Ne 
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PLUMBING SPECIALTY 
YORK CITY has Various 
Representatives to sell to Hardware and Plumb- 
ing Supply Jobbers. Akron Supply Co., Inc., 
315-317 Stanton Street, New York 2, N. Y 


FIRM IN NEW 


lerritories Open for 


WANTED: SALESMEN TO HANDLE ES. 
TABLISHED SADDLERY and Other Factory 
Lines in Alabama, Mississippi and Tenne 
Commission basis, exclusive territory, representa 
tive covering one State only preferred. Must 
have car. Address Box M-358, care of Harp 
WARE AGE, 100 East 42nd St., New York 17, 
N. Y., stating age, experience, etc. 


sSeE 


WANTED SALESMEN VISITING HARD. 


WARE STOR ES, ETC., to sell Complete Line 
Pocket Knives, Profitable sideline of six leading 
brands. Prompt deliveries. Retail 50c to $5.00 


Liberal commission. Samples supplied in roll that 
adds prestige to sales effort. Address Box M-349, 
care of Harpware AGe, 100 East 42nd St., New 


York 17, N. 


WANTED: SALESMEN, ON A STRICTLY 
COMMISSION 


BASIS, for a complete line of 

Horse Collars, Harness, Strap Goods, Saddles, 
and Riding Equipment, for an established sad 
dlery manufacturer of a quality line of met 
chandise. To call on the better class retail trade 
in the States of Illinois, Indiana, Michigan, Wis 
consin, Minnesota, North and South Dakota, 
Iowa, Nebraska, Kansas, Missouri, and the New 
England terriggry. Address Box M-354, care of 
AcE, 100 East 42nd St.. New York 


HARDWARE 
17, Y 





enn ae 





ACCOUNTS WANTED. MANUFACTURERS 
AGENT DESIRES LINES for hardware job 
bers, also retail, department, auto an chain 
stores, in Philadelphia, Eastern Pennsylvania and 
Central and South New Jersey, established in 
this territory for 1 years with storeroom 
office. Excellent reference. Address Box M 


AGE, 


care of Harpwart 


York 17 ’ 


100 East 42nd St., New 


SWITZERLAND — WHY _NOT HAVE 


YOUR PRODUCTS SOLD ON L/C BASIS 
in that Country and Belgium. Swiss-American 
sales engineer, experienced and cooperating with 
large distributing corporation will han your 
old reliable and new lines. ¢ pe ily if you are 
not satished with present result Factory visit 
possible In any case full market report to you 
if quotations submitted, preferably by airmail. 
to John Kaye, EKA Organization, P. O. Box 
77, Zurich 32, Switzerland or Box M-361, care 


of fom Ace, 100 East 42nd St., New York 
17, N. ¥,. 


(Classified Opportunities continued on page 94) 
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DO! 






























































































































































| = Accounts Wanted iL Accounts Wanted || [| Bassiness rtunitien | || 
Opp Electri 
f WANT TO BUY A WELL ESTABLISHED “Lifes 
' H+ "ARE S > 
SOUTHEASTERN STATES MANUPACTURERS’ AGENTS farming community ta he’ Mitten tens 
INTENSIFIED COVERAGE BY 4 MEN COVERING Maryland or West Vit ee 1 western, States 
Manufacturer's Agents. Establis _ 1926. ILL., IND., & WISCONSIN. SELLING HDWE. eise eules volume beehedgpiee In reply , ELEV. 
ai ak ince. Cader ihe + tne vont. JOBBERS & HDWE. CHAINS, AUTOMOTIVE || lone stoce fan nce atts of competition and how 
ll Ag co a elisins tosieed ’ JOBBERS, & RETAIL CHAINS, ELECTRICAL ong store has been operat bs present owner 
: 1ERS, MAIL ORDER ato yg gia cdl i omas, 1101 W 
Cossitt Ave., LaG ¢ linois LEC 
McCUTCHEN-SIMPSON, INC TURERS who sit OUTSIDE popueTs THRU | | . 
9822 N. E. 2nd Avenue Miami 38, Florida THEIR RETAIL DEALER ORGANIZATIONS. FOR SALE 
LEE E. LANE COMPANY MUST BRE’ < 7 ARE STORE, CHEAP DUMI 
624 So. Michigan Ave. Chicago, Ilinois P — PO a 50 For details write care of 
a . ox 237, ps ad, So. Dak . ‘ 
FOR SALE. RETATI g TAR 
NATIONAL DISTRIBUTORS . vane ETATIL HARDWARE STORE 
Established—Reliable Aggressive SPECIALIZED, EXPERIENCED gg olay gd Ae : Dav 
sats fo Story Tick murlding ith * 
ANCO CORPORATION Pittsburgh 22, Pa. EXPORT MERCHANTS OFFER apartment above store. Clean a i iy nn Write 
Branch Offices EXPORT DISTRIBUTION cash. Health condition necessitates outside em 
New York @ Philadelphia @ Detroit We develop and push the foreign sales of your ployment. Address Box M-357, care of Basne ARE —_ 
Cleveland @ Louisville product, handle all difficult paper-work, pay you AcE, 100 East 42nd St., New York 17, 
Covering all classes of jobbers. We will carry cash, relieve you of expense and headaches. Annial 
the accounts or you can bill direct. _ turnover $1,500,000. References and details on inquiry. A SUCCESSFUL HARDWARE, ELECT RIM a 
Write for further information and references, KURT ORBAN CO., INC. AND HOUSEHOLD EQUIPME N4 BUSINESS 
Exporters Purchasing Agents operating several stores in Western Pennsyl 7 
17 Battery Place New York 4, N. Y. | for over 50 years desires to sell bec use Ae aaa 4 
| of ~, principal owner. Complete | s — 
|} no indebtedness; 1947 sales elie: 8. k 
LINES WANTED: bs _ | 000.00; Principal owner will Piet ool $4 Sa 
° Fee ar ue , LINES WANTED BY | buildings, rent or sell buildings wi 4 bt walle q 
1GRESS J 2 ‘ 3 ca Wi m. - iidings th business 
SUITABLE FOR SALE TO WHOLESALE GRO- rt RERS hf a ot ay Nea $ ~g eal —_ Reply Box M 353, care of Harpware AGE, 10( 
CERS AND PAPER JOBBERS, WE CARRY THE agg, ene Hwan bear jg b= td -_ son jee East 42nd St., New York 17, N. Y r 
po garg age A = MB ay Mm =, ing and sheet metal trade in Southwest Texas. | 
; . anwiially interested in venresenting manetia FOR SALF eT PETA oe 
cr ace Ge GE, Ales Bee TL aT eecrret n seurecenting manatee: | ING OVER Priester et ew als 
, 1 ° lalls, ooacs, ‘ , - VOU. annua VTOSS uSI- 
M-350, CARE OF HARDWARE AGE, 100 EAST sheet metal, paint, and roofing materials. Address ; ness. Wi'l sell for inventory at cost Bae oe ba 
42nd ST., NEW YORK 17, N. Y. Box M-371, care of Harpware Ack, 100 East | able price on store building or ta Rete i 
42nd St., New York 17, N. ¥ | the town, warehouse, trucks nd Pees All 
| cash or can arrange mortgage on ee tnitiinne 
ARIZONA AND NEW MEXICO. TERRI- = equipment and building irrent and ir 
TORY. LINES WANTED by experienced sales | 0,000 populati —_, = © territory | of 
organization. Well acquainted with Hardware, ege 939 oat ee —_ rida, Store established in 
Builders Supplies, Department Stores and Jobber | Posikiows Wanted | Sei = has a, t good profit every year 
Trade. Attractive office and display room well care of oar. sg — Addr Box M 
located in Phoenix. Address Box M-348, care of New York ry i Y os, 100 East 42nd St. 
HARDWARE Ace, 100 East 42nd St., New York ay _ sg ° 
i. B.. ¥, VETERAN. DESIRES EMPLOYMENT | 
wi RETAIL HAKDWARE. Willing to buy partially 13} 
College graduate. Married, age Now € ed. 
ACCOUNTS WANTED TEXAS -OKLA- | Address’ Box. M-325, care of Reeaia Rennie to FOR SALE: " 
HOMA HARD HITTING AGGRESSIVE 0 Eas ne t ie o 4 
SALESMAN secks connection witl oo ifacturer Lee EE SOE he aw Wee Ee eS GOOD RETAIL HARDWARE STORE St 
with outlets in hardware, drug, notion, hotel a carried | in stock- Complete Hardware 
supply, auto appliance, housewares variety aint, Hot Point Appliances, Farr Equi 
chains candy n wholesale grocery jobber ment, Plumbing, Heating and Electrica At 
Lines ‘desired chinaware, pottery, « itfery, glass o — —_ a. over $400,0( 0. Locate n Centra 
ware, aluminum-ware, silverware, kitchenware Business Opportunities Indiana. Reasons for selling—want to retire 
Outstanding line for premium promotional sales 100 i ce = 1 St Ny sti of ~e ws RES AGE, 
onsidered. Volume sale energetic, dignified, - 2nd St., ew , N 
ind productive representation assured. Drawing 
account against commission desired. Compensa- | GOOD LOCATION FOR RETAIL HARD 
on. by mene ree lent 7 O. Beaty, P. OU. | Ms —_ BUSINESS in Center of Busy Business |f"™™ 
ox 460 1237, Dallas exa | Fertile pot for hardware retailer Rea 
| sor bi e rent. Call Canal 6 or apply Sheinet : FOR SALE 
& Company, 188 Duane St., ~ York 13, N. Y. A well-established hardware a thriv r 
ing Northern California Coast tow Fea ——— 
tures general hardware, marine nd gzing le 
supplies, housewares and giftware. Stock ar j 
HOW 10 MAKE MORE | WE WILL PURCHASE | hxture complete and modert H excel ie 
FOR CASH lent locati nd lease an lowing a nice — 
JOB LOTS, FACTORY CLOSEOUTS OR Seats. Daventany ton Se SapNen Se Fart woe ae 
SURPLUS IN HARDWARE, TOOLS, ||] \ityher “core: pp A gee me J. 
ELECTRICAL, PLUMBING AND AUTO- ] |] {377% "x waa = ow AR ge a ae 
MOTIVE | leet ie cw x he 
We can develop sales of your products KROYD MANUFACTURING CO., INC. | | Tt 
in foreign markets. || 88 FULTON ST NEW YORK 7,N. Y. || vee 
a N Tel. BEekman 3-3987 es 
We act as your Export Manager. | NAILS FOR SALE age 
We do all your sales promotion work, | | ea — 
we advertise your products, we sell atten Depleting Stock 7 
and ship them at no cost to you. grr ee a oy CWI ate 
You take no credit risks. We pay you PLASTIC WIRE SCREENING FINISHING NAILS—C ASING "NAILS oA on 
-ash for your merchandise. 29 in. wide, in 60 foot rolls 2c a sq. foot f.o.b. [| BOX NAILS $13.75 CWT 
aw om 7 and West Coast. Immediate delivery. Limited |]] ROOFING NAILS—GALV ANIZE D _ 
Supply. 7/16 H IEA AD at $ 0 ) CWT 
INTERNATIONAL DISTRIBUTING CO. | | s"niescimanns cxrort ravine co. {|| FO: New York Ciy: Shallots seemed | P| 
431 Southern Boulevard Bronx 55, N. Y. BLOCK Co. ' es 
1170 Broadwa New York 1, N. Y. ¥ 
y Saad | 15 Baruch Place, New York 2, N. Y. - OR 3-3347 | 
= HARDWARE AGE jul 
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464 WEST 34th STREET. NEW YORK 1, NEW YORK 


DON'T KILL YOUR OPERATOR 


Electrify Your Hand Elevator with this Power Unit 



















“Lifts from 1000 to 2000 Ibs. with ease” 





ELEVATOR POWER UNITS 








. ” i - 
ELECTRIC ELEVATORS FF i . teatieaa y r | 
7 ACCESSORIES FOR | 


BATHROOM AND KITCHEN 


DUMB WAITERS 





THE AUTOYRE COMPANY + OAKVILLE, CONNECTICUT 


Davis & Newcomer Electric Elevator Co. : | 


Write for Infermatieon and prices. ~ 








ra NeW — 





TELLS BOXHOLDERS "YOUR MAIL IS_ HERE!"" QUICKLY 
ATTACHED TO ANY BOX. HIGHLY VISIBLE. APPROVED BY 
" | ¢ POSTMASTER GENERAL. NOTHING TO RUST, WEAR OUT. 





MAIL-0-MATIC SALES CO., 806 Stevenson Ave., Enumclaw, Wash. 











BARREL TOP MODEL —_ Improved! 
All Steel Construction 


Here is the first real quality post-war 
ash sifter in the same old popular style. 
Made of heavy 21/4 mesh, 18 gauge 
steel wire cloth locked and welded 
into heavy metal rim. 

Welded handle loops. 

JOBBERS: 





1314” Top Diameter 
3” Deep 
42” Savile 


SEND FOR COMPLETE 
INFORMATION 







If you have 


SOLD THRU JOBBERS 


DEALERS: Send for name o 
. « »« CIRCULAR ON RE 


not ordered—do it today. 
_Snasoat jobber. 
Ie ce 








GEPHART MFG. CO. 


1026 West Adams St., Chicago 7, Il. 


Specialists in Steel Fishing Rods for 
BAIT CASTING « FLY FISHING « SALT WATER FISHING 














1100 ALTAMONT AVENUE SCHENECTADY 7, N. Y. 



































= en Tae os oe ee 

Rrinteiaie ¥ 7 

=> = DEALERS | I Check NATIONAL METAL SCREENS 

Jah} 3 t : os 

Tz Ea -.»- FOR VOLUME "FLY-TIME” SALES 

= —F — +I a 

x E =m © 30 popular sizes These sturdy, simply-designed metal screens are 

=I) | SF. - Y Ee 5. iit tines built for long life and complete fly-protection. 

on ee ‘one : ‘ Installation and removal are easy. Screens slide | 

F ueee< —— © Guides with each screen . 

—— - ‘ : in metal channels. Painted neutral gray. 

— ioc ss a ——— Se Our discounts are very generous. Write for liter- 

is oe e@ Reinforced, welded corners ture and price lists. 

| =& National Metal Product Company 

CU OEE 1025 CHATEAU ST. © PITTSBURGH 12, PENNSYLVANIA 

JULY 1, 1948 95 





* Sa Muller Lev 


* PATENTED AND PATENTS PENDING 


WITH 


The Modern Precision Level 


PRE-ADJUSTED 


SPIRIT VIALS 


© Schultes Spirit Vials are adjusted at Factory ¢ Anyone can insert Vials on spot to accuracy of 1/10 of 1°. 
© A great selling point to user! Eliminates bother of returning Levels to factory for repair, 


@ Interested in handling complete line? Write for details. 


SCHULTES LEVEL INC. 





17403 GABLE * 








As a forward looking manu- 
facturer you want to see your 
products find new markets 
and to assure a steady flow of orders. Your answer 
is Tru-Test . . . the proven system of distribution 


that “follows through” from factory to consumer. 


Oo N Oo F 


TRU- TEST -antk &. cemee en 


650 SOUTH CLARK STREET » CHICAGO 5, ILLINOIS 





YOU'LL NEVER MISS A SALE 


© The Most Complete Line | 


since 1899 
© Nationally Advertised 
(IMMEDIATE —— 





TEMPLETON, KENLY & CO., 


Chicago 44, Illinois 








DEAD EYE DICK says: 


I'm sure a busy fellow trying to keep 
you up-to-date on all the new things 
about the pistol line. 
Maybe I'm telling tales out of school 
but . . . Kilgore’s getting ready to 
announce two 


Kilgore cap 


brand new die cast 
pistols. Handsome? Ever see a Kilgore 
model that wasn’t? Best of all both are 
designed to sell at popular prices! Ask 
the Kilgore representative about them. 


Ze) THE KILGORE MANUFACTURING CO. 


WESTERVILLE, OHIO 








*REG. u.s. 
PAT. OFF. 


DETROIT 12, MICHIGAN 


OST (sitx) 
ON uNG LINE 


AIRLINE (nyiow) 
CASTING LINE 


STREAMLINE 
SILK FLY LINE 


AIRLINE 
NYLON FLY 


NEWTON 


CM Star 


FISHING LINES 
FOR 


ALL STAR 
SALES 
TRULY GREAT LINES 


SOLD THROUGH JOBBERS ONLY 





een 


able in one, two and 
three burner mod- 


AZ 4 7 
els. All models can 


! oot be ordered with 
i legs and shelves. 
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_ or KD—two to 
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: carton, 
Distributors In- 
quiries Invited. 
Some exclusive 
territories still 
open. 
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BARRIDON oi: surner propucts Ie 


1427 Park Street Hartford, Conn 











When You Know 
The Trade-Name— 


of a certain product and want to know “Who Makes 1t?” 
look in the General Directory Section of the "Who Makes It?” 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heading of the item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphabetically in the same list. Keep your “Who Makes It?" 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 














stan ROPE bint CAN TRUST BECAUSE IT 1S ENGINEERED ron YOUR JOB 


ROPE - BINDER TWINE - 


BALER TWINE - 


TYING TWINE PLYMOUTH, MASS. 


HARDWARE AGE 
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000 Index tle Aduertisers 





a 


Accmatool Co. 

Advance Glove Mfg. Co. 

Air Express Div 

American Fork & Hoe Co. 
American Rubber Products Corp. 
Autoyre Co., The 


Ballonoff Metal Prod. Co. 
Barridon Oil Burner Products, Inc 
Bassick Co., The 


Carlisle Mfg. Co. 
Chattanooge Impl 
Chicago Screw Co. 
Chicago Spring Hinge Co 
Cleveland Chain & Mfg. Co. 
Coleman Co., Inc., The 
Crump Co., Inc., B. T. 


& Mfg. Co 


D 


Daum Co., Howard A. 
Davis Mfg. Co. 

Davis & Newcomer Electric 
Elevator Co 

Detroit Lubricator Co. 
Diamond W. Mfg. Co., The 
Doehler-Jarvis Corp 

Domes of Silence 


Duo Therm Div. of 
Motor Wheel Corp 


E 


Eagle Electric Mfg. Co., Inc. 
12 


Eagle Industries, Inc. 6, 12, 16, 


Embree Mfg. Co 
Embury Mfg. Co. 


Frey Co., The 
Fuller Tool Company 
G 


Gephart Mfg. Co. 
Goldblatt Too! Co. 


Goodyear Tire & Rubber Co., Inc. 


Great Neck Saw Mfcrs., Inc. 
Grumbacher, Inc., M. 


H 


Heckethorn Mfg. & Supply Co. 
Highland, Ind., Inc. 
Houseware Sales Corp. 

Hull Mfg. Co 


Independent Metal Strap Co., Inc. 


lves Co., H. B. 


Jackson Mfg. Co. 


K-D Mfg. Co. 

Kay-Tite Co. 

Kilgore Mfg. Co. 

Koch Sons, Inc., George 


L 


Lafayette Saw & Knife Co., Inc 
Landen Putty Works 

Lenk Mfg. Co. 

Locke Stove Co. 


1, 1948 


86 
53 


58-59 | 


90 
$5 


67 


55 | 
90 | 
| Remington Arms Co., Inc 


Lockwood Hdwe. Mfg. Co. 
Logan Co., Inc 
Lyman Gun Sight Corp. 


M 


Mail-O-Matic Sales Co 

Marshalitown Trowel Co 
Master Rule Mfg. Co., Inc 
Mayes Brothers Tool Mfg 
Co., Inc 

McGill Metal Product: Co 

Metex Corp. 

Miller, Inc., Reber! C 

Millers Falls Co 

Minute Mop Co. 

Murphy Sons Co., R 
Myers & Bro,» Co., F. E. 


N 


National Hdwe. Show, Inc 
National Lock Co 

National Mfg. Co 
National Metal Products Co 
Newton Line Co., Inc 
North Bros. Mfg. Co. 
North Wayne Tool Co 
Norwich Line Co., Inc 


P 


Pacific Brass & Hdwe. Mfg. Co 
Parker Mfg. Co. 

Peck, Stow & Wilcox Co 
Peoria Malleabie Castings Co 
Perfection Stove Zo 

Pitegoff Bros ic. 

Plymouth! “ordage Co. 


e 
Railway Express Agency 


Roe & Sons, Justice 


| Rogers Isinglass & Clue Co 
Russell, Burdsall & Ward Bolt & 


ut Co 


s 


| Schultes Level Co. 


Sharon Bolt & Screw Co 

Sheffield Bronze Paint Corp 

Shelby Spring Hinge Co. 

Sinchuk, A. J. 

Snell Mfg. Co. 

Spearhead Boiler Plug & 
Specialty Co 

Star Heel Plate Co. 

Super Too! Co. 


Taylor Lock Co 
Templeton, Kenly &2 Co 


Tru-Test, Division of Oakes & Co. 


Twix Mfg. Co., Inc. 


U 
Union Pacific Railroad 
v 


Vichek Tool Co. 


Ww 
Western Tool & Stamping Co. 
Wiljack Company 
Wooster Brush Co 

Y 


Yale & Towne Mfg. Co., 
Bidrs. Hdwe. Div. 











'Stob WINDOW RATTLES 


WINDOW ATTACHMENT 


¢ Easy to Install + Fits All Windows 

« Can't Rust + Saves Fuel + Set of 4 
with Brass Screws on Attractive Dis- 
play Card. 

Nickel Plate Finish—Retails 35c set 

Bronze Finish — Retails 30c set 


Order Today! 


A.J.SINCHUK soceron CONN 





























WINDOW BRUSH 
and SQUEEGEE 


Ihere’s a Minute Mop fast-seller to speed every house- 
hold cleaning job. Women want and BUY the popular 
Minute Dish Mop, Soap Bank, Bath Tub Brush, Win- 
dow Brush and Squeegee. Toi-La-Kleen, and the long 
famous standard size Minute Mop and Drainer, and 
also the new Jumbo Minute Mop for large floor areas. 
All made of Du-Pont Cellulose Sponge. Write or phone 
your jobber today 


MINUTE MOP (0. 


i3 &€. 23 rd. SF. 
CHICAGO 16 ILL. 





CAULKING 
COMPOUND 


LE KGSEAw 


There are a hundred uses for quick selling — quick loading Flexiseal 
Caulking ay sie cartridges, the most economical way of caulking. 


Flexiseal lasts longer, seals cracks, cuts fuel wasteage, preserves and 
protects. Waterproof, non-staining with amazing plasticity, adhesive 
and color retention qualities. Dries firm but remains pliable under- 
neath. Also in bulk. Write for helpful sales aids and data. 


45 IRVING STREET MALDEN, MASS. 


Genui"° DOMES 2 SILENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 


SOc SET -15¢ SET-10¢ SET SAVE FURNITURE 
& FLOORS-CREATE QUIET 


Nome “Domes of Silence 


- 


on eoch genuine Glide 


Domes of Silence 
Rubber Cushion Glides 
For Tile, Marble, Cement 3 
Noiseless. Sizes for meta 
chairs and all furniture 


Ask yeur Jobber 


DOMES of SILENCE, Inc., 35 Pear! St., N.Y. C. 


If he is not supplied write to 





* MARSHALLTOWN TROWELS « 


MARSHALLTOWN TROWEL COMPANY 





| emg rere ioe | 








* MARSHALLTOWN, IOWA 











STAMPS for 
Hard Surfaces 


Now ready for use on tough 

marking jobs everywhere in jy 

busy American industry, these 

new hand-made Millers Falls 

tool-steel stamps have special € 

tempered faces to stand up 

where ordinary stamps would 

fail, and tempered heads to 

prevent mushrooming or frae- 

turing. Character sizes from 1/20” to 4” letters and figures. 
Sharp, clear, legible impressions. Packed in well-made wooden 
box. Write for details. 


MILLERS FALLS COMPANY 
GREENFIELD - - MASSACHUSETTS 








AND ALUMINUM 


ASK YOUR DEALER 
FOR 
MAYES TOOLS 


iv 





CABINET HARDWARE 
BUILDERS HARDWARE 
CABINET LOCKS 
SCREWS AND BOLTS 
SASH HARDWARE 


i ew &, 





ORIGINATED 1896 
MAYES GUARANTEES ACCURACY, SERVICE 
*AND DURABILITY: 


MAYES BROS.TOOL MANUFACTURING CO., Inc. Port Austin,Micx. 
DISTI NCTI Vv E 


Tile), Tae tele Gieel 17-1.) aay 





STAT ESMAN 


NYLON 


BAIT CASTING LINE 


Smoother... smaller 
diameter ...and unaffected by 
salt water! Carefully made by a 
Norwich special process—in nine 
tests from 9 to 50 pounds. 


Moe - Jobb 


POR We) 


LINE COMPANY, in 
The Line of Champions 
NORWICH, N.Y. 


stronger... 
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wood , 
AND ALUMINUM 


CATALOG FOR 
ASKING 


HARDWARE 
SOURCE 


EEN oa i eA 
ALL FROM 


ROCKFORD, 


can AS ore Le ie Eo 2 











go AROUND CORNERS” 














K-D TOOLS 


Lancaster, Pa. and Hamilton , Ontario 








ILLINOIS 
“han Sell 


— 





KITTY CHARMER ; says: 


We put the name Shel-Glo on our 
plastic housewares because we’re proud 
of every piece we make. It gives folks 
a chance to identify quality plastic 
housewares. There is really an oppor- 
tunity to build a profitable volume 
with Shel-Glo. There are so many items 
—and many are packed in individual 
boxes that tell housewives how to use 
and take care of them. 


(, THE KILGORE MANUFACTURING CO. 








ShkG WESTERVILLE, OHIO 





FOLLOW THE LEADER IN 


Year after year HARDWARE AGE has led its field in the 
volume of classified as well as display advertising. Its 
classified columns bring together buyer and seller, em- 
ployer and employee. 


HARDWARE AGE  crasifos opperinnision Dept. 


“"Want Ad'' ADVERTISING —— 


Those who contact the hardware trade know from experi- 
ence that HARDWARE AGE is the logical medium to use 
to secure RESULTS from their classified advertising. 
Follow the leader. 


100 East 42nd St., New York 17, N. Y. 
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